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romote Price Label— 


Publication of this photo launched an 


tensive program of the Automobile Deal- | 


's Assn. of Alaboma to publicize the new 
rice-label law. Inspecting a price label 
re Mel B. Casler, ADAA president; W. S. | 
‘ewboker, past president, and Frank R. 
‘oadway, ADAA executive vice- e-president. 
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GM Moves to Set Price Pattern; 
Biggest Boost Is on Chevrolet 


By John K. Teahen, Jr. 
Staff Writer 

ENERAL MOTORS completed 

its 59 price announcements last 
week. The new figures put the 
squeeze on the corporation’s me- 
dium and luxury-class competitors 
and intensified speculation about 
the Chevrolet “small car.” 
| Moderate increases for Pontiac 
| and Oldsmobile, coupled with 
previously announced Buick 
prices, left the other medium 
makes little room to maneuver. 
Péntiac cut its Bonneville hard- 
tap coupe by $224. 
Cadillac held the line on all but 








1959 Selling Season Is Off 
lo Fast, Profitable Start 


By Robert M. Lienert 
Associate Editor 


HE new-car retailing industry 

last week got its first taste of 
1¢ ‘59 model year. The taste? De- 
cious! 

Buick fired the opening gun in 
the new sales campaign and its 
lealers laid down a salvo. 


money is coming from. It’s coming, 
and I mean it’s coming up in $100 
bills.” 

“I really believe we have a good 
year ahead of us,” said a New York 
City dealer. “I also think it’s going 

(Continued on Page 4, Col. 1) 


| (all prices quoted 


| one model, thus clamping a vise on 


the luxury field. Chevrolet climbed 
$115 to $178 on most models, leav- 
ing plenty of room for an economy 
car at the bottom. q 
* = « 

F OTHER manufacturers follow 

GM’s lead (and they usually do), 
it appears that the lower-priced 
lines will rise as much as 5 to 6 
percent; the medium-priced field 
will settle for boosts of 2% percent 
or less, and the luxury makes, will 
try to hold the line. 

Here’s what the GM entries did 
in thig article 
and the accompanying table include 


—|Federal excise tax and /suggested 


dealer preparation charges): 

Chevrolet juggled its series des- 
ignations and hiked comparable 
six-cylinder models an average of 
5.93 percent. 

Dollar increases /on volume mod- 
els ranged from $115 to $178 except 
for the high-sefing Impala two- 
door hardtop ich climbed only 
$13. The price of the V-8 engine 
was raised $ip—trom $107 to $118. 

> > 


HEVROLET’S increases, which 
were considerably greater than 


those of ahy other GM division, 
fam us 





made the small-car rumor mills 
work overtime. 

From several quarters came the 
observation that Chevrolet “has 
raised the price floor so they can 
slip a small car into the gap.” 
Chevrolet’s '59 prices start at $2,160 
for the Biscayne utility sedan (bus- 
iness coupe) and $2,247 for the Bis- 
cayne two-door sedan. 

A dealer ventured that “maybe 
we'll get that small Chevy sooner 
than we thought.” 

Pontiac’s Catalina series (last 


Inside 
Auto News 


Dealer conventions: New 
York, Page 3; Wisconsin, 
Page 8; Kentucky, Page 38; 
Ohio, Page 36. 


What's ahead for air con- 
ditioners? Page 16. 


Labor contracts near at 
GM, Chrysler, Page 2. 





Dealers in other lines who have! 


ot yet put ‘59s on the showroom 
gor should be cheered to know 
tat Buick dealers have found that: 
1. The '59s are selling like hot- 
akes with frosting. 

2. Gross profits are solid. 

3. Price stickers are welcomed by 
wst customers and dealers. 

= > > 


PERHAPS the most important in-| ~ 
dication as to what may be in| © 


wre for 1959 is that dealers are 
nding prospects in a determined 
uying mood. 

In general, Buick dealers said 
sustomer acceptance and enthusi- 
asm ran at the highest pitch since 
the days of early postwar new-car 
searcity. 

“The most amazing thing,” 


a 
etroit dealer said, “is where the 


*rice Stickers 
‘ail to Daunt 
39 Shoppers 


The * 


| integrated two-section bumper. 


| Dealers See "59 DeS¢to at Detroit Meeting— 


9 DeSoto, which goes on sale Oct. 24, was previewed last week by dealers. 
Other new features include swivel seats, air suspension and pushbutton heater and air-conditioner 


year’s Chieftain) is up 2.54 percent 
with sedans, hardtops and the con- 
vertible jumping $52 to $66 and 
wagons rising $82 and $121. 

The largest boost was applied to 
the four-door nine-passenger wagon 
which now has a rear-facing third 

(Continued on Page 35, Col. 1) 


"29 Output Slowed 
By Labor Unrest 


Big Three Curbed; 
| Rambler Hits High 


: 4 BOR unrest throughout Big 
Three manufacturing and as- 
|sembly plants last week crippled 
’59-model production and slowed 
| manufacturers’ attempts to get cars 
into the showrooms of their dealers 
in time for introduction of new 
lines. 

Most seriously harassed by 
walkouts and labor difficulties was 
Chrysler Corp., which at press 
time Thursday was producing 

| cars only at its Plymouth-Dodge 
plant in Newark, Del, and its 


| Ohrysler, DeSoto and Imperial 


units in Detroit. 


General Motors schedules were 
curbed by wildcat strikes at several 


| of its plants. Ford division, slowed 


The cars have a new grille and a massive 


-~CAR dealers and customers: controls.| DeSoto dealers ad the ‘59s in Detroit. (Story and other pictures are on Page 11.) 


found a new meeting ground 


st week—the price sticker. 

First reaction is that the stick- 
s, with their breakdown of 
wices, are going to take a lot of 
inks out of most new-car deals. 
The public appeared happy with 
e price labels, and not too many 
sons seemed shocked by seeing 
i list prices quoted on the legal- 
pking documents. 

; * +” * 
reaction swung both 
ways, although four out of five 
hailed the stickers as the 
¥ thing that ever happened in 

> 4@ industry.” 

: Dealers applauding the stickers 
they were relieved that 
apparently had been 

} They said they believed 

‘itemized prices would go a 
way toward stabilizing re- 





— 
& 


*‘Linear-Look’ Oldsmobile in Showrooms Friday— 


ented tilin semetemeeneie an a nt 
| 


by the closing of its Dearborn as- 

sembly plant early in the week, was 

forced to close nearly half of its 
(Continued on Pa 39, Col, 3) 


Is Down a Third 


By Martin L. Whitmyer 
Staff Writer 

HEVROLET and Rambler scored 
the major penetration boosts 
in the just-completed model run of 
1958 cars, with the latter scoring 
a double triumph as the only 
gainer over the 1957 season in nu- 

merical volume. 

The 1958 run as a whole, of 
course, slumped sharply from the 
previous build. Only 4,222,765 cars 
bore °58 designations, compared 


(Continued on Page 6, Col. 1) 


Top Cars 


New-car registrations for seven 
months minus one state, plus 28 
states for August: 

1958 
Pos. 


]|— 


1957 
Make Pos. 
Chev 903,757— 2 
Ford 947,531— 1 
Plym, 396,654— 3 
Olds. 239,108— 5 
Buick 261,544— 4 


818,887 
620,317 
252,170 
202,171 


dealers, however, viewed} The ‘59 Oldsmobile, with clean, sculptured lines that impart the “Linear Look,” 
as another obstacle to profit-| showrooms. 
(“ontinued on Page 4, Col. 3) 


goes on display Friday (Oct. 3) in dealer 
The cars have new bodies and new engines, and the dual headlights are set closer to the road for improved visi- 
bility. This is the “88" four-door hardtop. (Story and other pictures are on Page 15.) 


Further details on Page 33. 
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Ford Strikes End, Chrysler Pact Stalled .. . 


Contract Talks Pushed at GM 


By Frank Gawronski 
Staff Writer 
gee tere egy plants of 
Ford Motor Co. in the Detroit 
area went back into production last 


week as General Motors, Chrysler | 


Corp. and United Auto Workers 
negotiators continued to work to- 
ward contract settlements. Center 
of attention in the negotiations 
switched from Chrysler to GM. 
The Ford plants went into opera- 


tion after skilled trades units of | 


UAW Local 600 at 
the Dearborn plant 
voted to return to 
work pending settle- 
ment of their differ- 
ences with the com- 
pany. A spokesman said reopening 


of the Dearborn plant will permit} 


the company to get into volume 
production of ’59 Fords. 

Refusal of three key groups of 
Local 600 to accept terms of the 
Ford-UAW agreement, reached 12 
days ago, had virtually tied up the 
huge Dearborn plant. 

The balky units, tool and die, 
maintenance and miscellaneous, 
had announced they would not 
work until their demands, gen- | 
erally higher than those gained 
by the UAW in the agreement, 
were met. 

They picketed the Dearborn plant, | 
but the remaining members of| 
Local 600 went to work anyway,| 
disregarding the pickets. However, | 
absence of the three key units) 
made it impossible for work to con- 
tinue. As a result, workers who re- 
ported were soon sent home. 

* > > | 
DECIDING to return to work, | 

members of the three units I 
phasized they will continue their 
demands for further negotiations on | 
their unsatisfied demands. 

Ford said only a few strikes in 
plants outside Michigan now mar 


the return to complete production. 

While workers were returning to 
| work at Ford, UAW and GM nego- 
tiators were meeting in Detroit in 
an effort to reach an agreement 
before the union’s strike deadline 
set for 11 a.m, tomorrow (Sept. 30). 

The GM negotiations dragged 
last week while Walter P. 
Reuther, UAW president, took 
personal command of the Chrys- 
ler bargaining. 

Reuther had promised to stay 
with Chrysler negotiations until 
noon Wednesday (Sept. 24) before 
|going to GM. But he broke off at 
6 a.m. saying that the company and 
the union were too far apart for 
|quick settlement and that further 
| negotiations would be pointless. 
as * > 

OHN D. LEARY, Chrysler indus- 

trial relations vice-president, 
took issue with Reuther. 

He said that if the union had 
stayed in the bargaining session a 
| few more hours “a settlement could 
have been reached.” 

Leary attributed the failure to 
the UAW’s refusal to give ground 
on the company’s demand for a 
reduction in union representation, 
which he said was necessary to 
im prove Chrysler’s competitive 
position. 

In Reuther’s words, Chrysler will 


Contour-Mudguard Law 


Is Upheld in Illinois 


SPRINGFIELD, [fil—The Illi- 
nois law requiring contour mud- 
guards for all trucks is still in 
effect, the State Supreme Court 
ruled. 

The court, at the same time, 
killed an amendment to the law 
which had exempted farm and 
dump trucks from the contour- 
guard requirement. 














Chevy Gears for Small Car 


But Doesn’t Promise One 


By Robert M. Finlay 
Editorial Director 
LET is buying tooling 
for a smaller car and is drop- 
ping its lowest priced Delray line 
while expanding the higher-priced 
Impala line, it was revealed last 
week by Edward N. Cole, general 
manager of Chev- 
rolet. 

However, Cole 
cautioned news 
men at a preview 
of 1959 models 
that the fact that 
Chevrolet is tool- 
ing up for a 
smaller car 
doesn’t mean it is 
going to build one. 

He pointed out! 
that back in 1947 
Chevrolet even went so far as to 
build a plant for a small car that) 
never saw production. 

. + > 
7 coun ahead, Cole predicted | 
1959 sales of 5% million domes- 
tic cars and 400,000 imports. He 
indicated that Chevrolet would have 
little difficulty holding its present 
28 percent of the U.S. market 
(registrations, including import) 
sales), or 30.3 percent based on) 
dealer-reported sales. | 
Truck sales were estimated at 
875,000 to 900,000 for 1959, with 
Chevrolet shooting for 36 percent 
of the market against current 
penetration of 34% percent. 

While the trade has buzzed with 
speculation that the new Chevrolet 
models would take a greater share 
of the market, the Chevrolet men 
seemed restrained about them, 
understating the position, with the 
possible exception of Harry Barr, 
chief engineer, who said, unabash- 


“We engineers call this the 
one-two punch ... two new cars 
in a row.” 

Cole also revealed: 

2 * 





KE. N. Cole 





THE '59 Chevrolet models will 
© be wider, longer and will have 
more performance in the normal 


range. 
2. Chevrolet has added three mil- 


lion square feet of plant capacity. 

3. Chevrolet played a major 
role in pushing development of a 
new cord material (Tyrex—a de- 
rivative of rayon) which will 
make for a better tire on the ’59s. 

4. Improvements in visibility, up 
to 50 percent, improved braking, 
more responsive steering. Acrylic 
lacquer will be standard. 

For the fun of driving, Cole said, 
Chevrolet will offer a new four- 
speed syncromesh stick shift on the 
floor. This will be optional on all 

(Continued on Page 39, Col. 4) 


be “put on the back burner” for 
the time being. 

“At the moment,” he said, “we 
have no intention of setting a 
strike deadline at Chrysler. We 
don’t expect to set one until we at 
least have GM out of the way.” 

= 


* * 
Bor GM and Chrysler have 
made offers that are virtually 
identical to the one upon which 
Ford and the UAW reached a set- 
tlement. 

Both would grant immediate 
wage increases of at least nine 
cents an hour in annual improve- 
ment and cost-of-living provisions 
and an additional eight cents an 
hour for skilled workers. 

Also, workers would get two 
more pay increases of at least 
six cents an hour, because of the 
annual improvement factor, in 
each remaining year of the three- 
year contract. 

And, like Ford, both are offering 
for the first time severance pay for 
permanently laid-off workers. 

However, one of the biggest is- 

sues remaining in the path of a 
settlement at GM is the question 
of wage inequities — wage differ- 
ences paid to workers in different 
parts of the country for similar 
work. 

The union demand has been a 
troublesome one in GM-UAW nego- 
tiations in recent years and usually 
has been resolved with some con- 
cessions on the part of the com- 
pany. * * * 


y= asked if he thought there 
was still time to reach a set- 
tlement before tomorrow’s 11 a.m. 
strike deadline, Leonard Woodcock, 
UAW vice-president who heads the 
union’s GM bargaining team, 
shrugged and said: 

“I can’t say yes and I can’t 
say no.” 

Meanwhile, a wave of wildcat 
strikes against GM and Chrysler 
erupted last week as contract talks 
dragged. Some sources believed the 
strikers were reflecting “negotia- 
tion jitters.” 

As of press time, the only Chrys- 
ler Corp. plants in operation were 
Dodge-Plymouth in Newark, Del., 
and the Chrysler, DeSoto and Im- 
perial in Detroit. 

GM workers struck in Ypsilanti, 
Saginaw and Pontiac, Mich.; South- 
gate, Calif.; Linden, N. J.; Wil- 
mington, Del; Oakland, Calif.; 
Kansas City and Atlanta. 

In Chicago, the UAW last week 
proposed a new package contract 
to representatives of the Interna- 
tional Harvester Co. 

The contract demands are based 
generally on the Ford-UAW settle- 
ment. The pact runs three years 
and offers total benefits of about 
30 cents an hour. 
| International Harvester has 
|about 36,500 employes in 38 plants. 


Business Barometer 


Automotive News Economic Index — 


118.5 Percent of Last Week 
96.5 Percent of Like Week Last Year 


Truck Production 

Auto Registrations— Year to date. 
Truck Registrations—Year to date. 
Steel Production—tTons 

Lumber Production—Board feet... 
Pa rd Production—tTons ... 
Soft Coal Output—tons 

Oil Refinery Output—Barreis .... 
Electric Output—Kilowatt hours .. 
Barometer Freight Car Loadings 
Department Store Sales Index .. 
Stock Market Price Index 


—Fiscal year to date 


Percent of 
Percent of Like Week 
Last Week Last Year 


37,150 70.9 
14,003 
2,924,399 
428,247 
1,771,000 
251,169,000 
311,174 
8,340,000 
49,347,000 
12,240,000,000 
379,713 

145 

364.2 


154.3 
207.0 


$20,452,842,000 


Commercial and Industrial Loans $29,915,000,000 
$28,367,000,000 


Sept. 24 Sept.17 1958 Range 
18 21%- 8 
58Y_ 58%-44 
45 47-37% 
45% 48%-33% 


$947 
262 


Common 


102.3 


Sept. 24 Sept. 17 1958 Range 
37% 37% 38%-27 
14 14%- 7% 

30 31% -21% 

7% 10 - 2% 

51%, 52%-40% 


"Kaiser Industries, parent firm of Willys Motors, 
(Sept. 29, 1958) 











"59 Ramblers Await Delivery— 

Hundreds of 1959 Ramblers are parked in Logan, Utah, awaiting delivery to 
dealers in 30 California cities. Dispatcher David Bowen of the Kenosha (Wis.) trans. 
port line, said the cars, just off the American Motors assembly line in Kenosha, will 


be hauled out in time for dealer introductions. 






By Maynard M. Gordon 
News Editor 


U. S. Supreme Court review of 

the tax dispute over dealer 
reserves has been made all but 
certain. 

The split among Circuit Courts 
of Appeal on the issue has widened. 
Two of the appellate courts now 
have upheld the Commissioner of 
Internal Revenue, while five Cir- 
cuits have taken the position ad- 
vocated by dealers and NADA. 

The dealer belief is that funds 
set aside by finance companies in 
loss-reserve funds should be taxed 
only when drawn out as income. 
Such funds now are claimed for 
taxation annually, whether the 
amounts have reached the in- 
come-credit level or not. 

An NADA-supported proposal re- 
versing the tax commissioner's 
policy died in the recent session of 
Congress. The measure is expected 
to be revived at the next session, 
irrespective of the status of the 
matter in the Federal courts. 


HE Commissioner of Internal 

Revenue already has appealed 
the first of the five Circuit Court 
decisions countermanding its re- 
serve taxing policy—that involving 
Texas Trailercoach, Inc., in the 
Fifth Court of Appeals. 


This court, subsequently joined 
by four others, held that credits 
to the dealer reserve do not con- 
stitute taxable income until the 
dealer is entitled to receive payment 
from the finance company. 


As a method of deferring tax 
payments, the position taken by 
the five Circuit Courts possesses 
great importance to new dealers 
whose reserve funds are low. 


“During these early years,” ob- 
serves Dallas Pontiac Dealer John 
Hine, “cash is usually scarce and 
the heavy depletion of capital re- 
sulting from the prepayment of 
the tax on reserves might well 
cause and has actually caused deal- 
ers to go broke while showing sub- 
stantial profits in their ledgers.” 


Hine, a staunch foe of the Com- 
missioner’s policy, has won a Dis- 
trict Court-ordered refund of back 
taxes against the reserve funds of 
Hine Pontiac Co. The Government 
has appealed the award. 

* * ” 


(GENERALLY speaking, the U.S. 

Tax Courts have upheld the 
position of the Revenue Service. 
The case recently decided in the 
Sixth Circuit affirmed a Tax Court 
opinion upholding the Commissioner 
against J. H. Schaeffer jr. and Opal 
R. Schaeffer, owners of the J & S 
Motors used-car lot in German- 
town, Tenn. 

“The tax on income received in 
one year cannot be withheld be- 
cause losses may thereafter occur 
in a later year or because the result 
of a particular transaction may be 
a loss instead of a profit,” stated 
the Sixth Circuit Court opinion, 


Reserve Issue to High Court? 
Dealer Tax Split Widens 






written by Circuit Judge Shackel- 
ford Miller jr. 

Judge Miller’s opinion stated as 
its primary tenet that a dealer’s 
transaction with the car pur- 
chaser is the “controlling factor 
in the case.” 

“There was no obligation on the 
part of the petitioners (J & S Mo- 
tors) to sell this account receivable 
to the finance company,” he con- 
tinued. 

“Actually, in a number of in- 
stances the petitioner did not sell 
such an account receivable and the 
amount called for by his contract 
was treated by him as taxable in- 
come. 

“We see no reason why the com- 
pleted transaction with the pur 
chaser should not be treated in the 
same way in other instances where 
the petitioner without any legal 

obligation on his part to do so sells 
the account receivable to a finance 
company.” 
= + * 

UDGE MILLER pointed out that 

a dealer can write off a de 
linquent account receivable as a tax 
loss, thus eliminating any “con- 

tingency” aspect from accounts held 
by dealers themselves. 

J & S Motors sued for recovery 
of taxes charged against 1952 and 
1953 loss reserve funds and drop- 
ped an earlier claim for taxes levied 
against a special rebate account. 

Chief Circuit Judge Charles C. 
Simons and District Judge Lester 
L. Cecil joined Judge Miller in 
making the decision unanimous. 

The Sixth Circuit decision, 
dated Aug. 20, followed by several 
months a pro-Commissioner find- 

(Continued on Page 39, Col. 5) 


State Fair Winner— 


Hi Dawson, left, chairman, Ford dealers 
advertising committee, Detroit district, ac- 
cepts a first place plaque awarded to 
Ford dealers for their automotive display 
at the Michigan State Fair. Making the 
presentation is Gerard Lacey, Michigan 
State Fair staff director. Automotive ex- 
hibits at the fair were judged on arrange- 
ment, appearance, models, narrations and 
traffic flow. 
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by Robert M. Finlay 


ew man at the bar and the 
man in the know had a couple 
of points to make the other day 
about the much-touted small car 
attributed to General Motors. The 
official line from Edward N. Cole, 
Chevrolet general manager, went 
like this: 

QUESTION 
ence): 

Does Chevrolet have a small 
car in the works somewhere? 

COLE: 

We have always had a small car 
in the works. We have had for a 
good long time, and we actually 
constructed a plant one time back 
in 1947, to build a small car, and 
it was abandoned. 

I can assure you this, we haven’t 
purchased one pound of productive 
material for a small car. 

= cs * 


(at news confer- 


Closing In 
I ATER in the conference a new 

-4 questioner arose: 

You said you have not purchased 
one pound of productive material 
for a small car. Would the term 
“productive material” cover tools 
and dies? 

COLE: 
We term productive material as 


Higher Standards 
For Salesmen 


Sought by NADA 


WASHINGTON. — The NADA 
Personnel Relations Committee has 
retained Science Research Associ- 
ates, Chicago, to conduct a nation- 
wide study of auto salesmen. 

Frank Collord (Dodge-Chrysler- 
Imperial), Waterloo, Ia., committee 
chairman, said the study is being 
undertaken “to elevate standards of 
selling in our great automotive in- 
dustry, and by so doing, to boost 
the overall sales of the nation’s 
franchised dealers. 

“The project will assist dealers in 
selecting, hiring, training and eval- 
uating salesmen,” he added. “By 
elevating the standards, it is hoped 
that a new incentive and appeal 
will be added to the role of auto- 
mobile selling to attract ‘new blood’ 
to our selling forces.” 


Other members of the Personne! | 


Relations Committee include: J. W. 
Pickens (Cadillac-Oldsmobile), vice- 
chairman. Orangeburg, S. C.; Wil- 
liam C. Davis (Chevrolet), Bis- 
marck, N. D.; Maurice J. Grant 
(Lincoln-Mercury), Manchester, N. 
H.: H. Mead Norton (Buick), Okla- 
homa City; Elias J. Strong 
(ATAM), Salt Lake City, and Ray 
A. Sullivan, NADA director of pub- 
lications. 


Alabama Dealers 


To Hear Monroney 


BIRMINGHAM, Ala.—Senator A. 
S. Mike Monroney, Oklahoma Dem- 
ocrat, one of the sponsors of the 
truth-in-labelling law, will address 
a meeting of the Automobile Deal- 





material that we use actually in 
the car, not tools and dies. 
QUESTION: 
Would you make the same 
statement about tools and dies? 
| COLE: 
| No, sir, but that does not mean 
|that we will purchase one pound 
of productive materials to run over 
those tools and dies. 
| a + * 
| Straight Line 


i. the official line is straight- 
forward, conditioned only by 


the fact that the future is indef- | 


jinite and that plans change. 

The unofficial line, which we ob- 
tained from the man at the bar, is 
even more clear cut but the words 
are less weighted with responsibil- 
ity. 

MAN AT THE BAR: 

These guys know what they 
are doing. It just takes them 
three years to turn around. 

Next year they’ll be out with that 
small car, and it will have an alu- 
minum engine from the plant at 
Massena, N. Y. 

What do you think they jerked 
j}out the low-priced Delray for, if 
not to make room for the small 
car next year? 

> 


* = 
A Lot of Pistons 
ITH reference to the Chevrolet 
aluminum foundry, there was 
this exchange at the news confer- 
ence: 

QUESTION: 

What is the capacity of the alu- 
minum contract at Massena? 

COLE: 

I can’t tell you the contract. 
Reynolds has a certain capacity and 
we have a certain capacity. The 
capacity is set up now at 70 million 
pounds annually. 

QUESTION: 

Isn’t that a lot of pistons? 

COLE: 

It is a lot of pistons. 

Word from Massena is that the 
foundry will begin volume produc- 


tion next June. 
= * > 


For Milady? 


SAw Frank Hogan, of McCall’s 
at the press conference, and our 
conversation may have a bearing 
on the small car. 

Hogan has an expected interest 
in the woman’s influence in auto 
purchasing. 

Recent studies reported at a con- 


ference of consumer behavior at the | 


University of Michigan suggested 
that the husband most often orig- 
inates the purchase of a car and 
just about always selects the make 
| to be bought. 

| The wife’s role, it was suggested, 
|may often be that of trying to talk 
her husband out of the purchase. 

This is because other things are 
|more important than autos to wo- 
| men. it was said. 

Hogan suggested that if this 
were true, it might indicate that 
the auto industry has a job to do 
in elevating the auto on the list 
| of woman’s desires. 
| Many persons in and out of the 
auto industry have discussed heat- 
edly the importance of women in 


N. Y. Hears Benson Ford . 
Dealer Sued by Woman 


Who Broke His Window 


HOUSTON.—A $65,000 injury 
suit has been filed against a 
Houston dealer by a woman who 
“returned” an unwanted car by 
driving it through the dealer’s 
plate-glass window. 

Mrs, Marcella Norman said she 
suffered a brain concussion, a 
spinal injury and lacerations 
when she drove the car through 
the window of Metro Lincoln- 
Mercury Motor Co. She said she 
became upset after a disagree- 
ment over purchase terms of the 
car. 


LAKE PLACID, N. Y.—Today’s 
auto buyer is getting more for his 
money than he did in leaner years, 
Benson Ford told the 35th annual 
meeting of the New York State 
Automobile Dealers Assn. 


“Relative to earning power, the 
average car buyer has received 








= iterms, however, 











Michigan Dealers Name Officers— 


Members of the Michigan Automobile Dealers Assn. chose their 1958-59 officers at | 
last week's convention in Grond Rapids. The new leaders are, from left, seated, Gilbert 
jt. Haley, executive vice-president; William H. Kouts (Chevrolet), Lonsing, first vice- 
president; Robert G. Cooper (Chrysler-Dodge-Plymouth), Kalamazoo, president, and Ladd 
G. McKay jr. (Chevrolet), Tawas City, retiring president. Standing, from left, Harold 
Rockwell (Oldsmobile), Grand Rapids, Group Ill vice-president; Howard Cook (Chev- 
rolet), Lansing, treasurer; Arnold Klett (Cadillac), Detroit, Group V vice-president; 
Harold Labyak (Ford), Ontonagon, Group IV vice-president, and Pav! Chapman (Pontiac- 
Cadillac), Ypsilanti, Group | vice-president. Not pictured is Al Edwards (Lincoin- 
Mercury), Lansing, Group I! vice-president. 


Dealer Mortality in Kansas 
Put at 531 in Four Years 


TOPEKA, Kans.—aA total of 531 history with a resulting high buy- 
|new-car dealers have gone out of| ing power. 
business in Kansas since 1954, said| Other factors which should lead 
Paul D. Bruce, Kansas City, presi-| to increased new-car sales in the 
dent of the Kansas Motor Car)| next nine months, he said, included 
Dealers Assn. lower registration in 1958 and the 
In a bulletin to members, Bruce (Size of the 1955 market with cars 
blamed the heavy mortality on | that have yet to be traded in. 
the fact that net profit in new- Bruce recommended the organ- 
car retailing “is low on the totem ization of local dealer associations 
pole, compared with all other lines |in any city or county where they 
of retail industry.” do not exist, and promised KMCDA 
| Since 1954, Bruce said, 329 dealers | 28sistance in organization. 
| have quit the new-car business and 
have not been succeeded by another 
| dealer. Blaze S 





weeps Ford Deal; 


Another 202 dealers quit, but were | 2 Cars. Parts Destroved 
DUNKIRK, Ind.—Two used cars 
nd parts valued at $20,000 were 
destroyed by a fire which swept 
Menor Bros. Ford Sales. 

Firemen estimated the loss to the 


replaced by other dealerships. In 
1958, there were 84 dealerships in|, 
business that were not in business 
jin 1954. 

These figures would indicate a 

jnet loss of 245 dealerships in the)» 
| state in the last four years. 
“With few exceptions,” Bruce 
|said, “these dealers went out of 
business for the reason that they 
were unable to show a net profit 
that would give them a fair return 
on their investment. 

The reduction in dealerships, | 
















Today’s Car Depicted 
As Increased Value 


more value for his automotive dol- 
lar over the years 
while paying sub- 
stantially less for 
the same amount 
and kind of auto- 
mobile,’ said the 
Ford Motor Co. 
vice-president and 
Dealer Policy 
Board chairman. 

The car buyer 
doesn't look at 
prices in relative 





Benson Ford 


so the price question represents an 
important psychological factor in 
auto sales, he continued. 

“It is these intangible emotional 
factors in our buying public that 
spell the difference between great 
markets and merely so-so automo- 
bile markets in the future,” Ford 
said. 

Touching on the new models, he 
said “hundreds of thousands of 
potential buyers who kept their 
purses under their pillows last 
year, and drove old model cars 
a year longer, are waking up and 
blinking their eyes and waiting 
curiously to see what we have to 
offer them.” 

Four resolutions were passed by 
the dealers: 

1. Manufacturers were asked to 
establish a 60-day billing on new 
autos delivered to dealers. 

2. NADA was asked to provide 
funds and personnel immediately 
“to implement an intelligent public 
relations program.” 

The dealers said “thore has been 
insufficient answer to the many 
articles appearing in national 
publications and newspapers of a 
derogatory nature affecting all 
automobile dealers.” 

3. Manufacturers were advised 
that “in the interests of better cus- 
tomer relations, the method of fac- 
tory handling of guaranteed parts 
and labor should be simplified so 
that a more consistent handling of 
customers will be possible.” 

4. Its own association was in- 
structed to prepare press releases 
explaining the dealers’ “enthusiastic 
support of and cooperation with 
the Federal price-label law.” 

About 580 dealers at the meet- 
ing named John G. Dorschel 
(Buick), Rochester, as president. 
He succeeds Andre Bigsbee 
(Ford), Saratoga Springs. Other 
new officers are: 

Walter E. Heingartner (Chevro- 
let), Brooklyn; James J. Clarkson 
(Lincoln-Mercury), Schenectady, 
and Wesley Van Benschoten 
(Dodge-Plymouth), Poughkeepsie, 
vice-presidents. 

Reelected were Samuel S. Giles 
(Chevrolet), Port Jefferson, secre- 
tary; R. Harold Craig (Dodge-Plym- 
outh-Triumph), Albany, treasurer, 
and Wendell H. Miller (Dodge- 
Plymouth), Binghamton, assistant 
treasurer. 

Directors elected to three-year 
terms are: 

Anthony J. Volk (Chevrolet- 
Oldsmobile). Liberty; Martin J. 
(Continued on Page 40, Col. 1) 





ers Assn. of Alabama here Nov. 6. 

Mel B. Casler, president of the 
association, said officers and direc- 
tors discussed the measure at a 
recent meeting in Montgomery. The 
law is effective Oct. 1. 


purchasing, but the auto industry 
has done little in advertising to 
women. 

If the wife takes a supporting 
rather than an instrumental role 
in auto buying, is this because no- 
body has made the effort to make 
her care? 

Could it be, knowing it or not, 
that the smaller more economical 
car, if it does come, will be for 
the woman of the house? 





Index 





Comi ESTE Tee Tee 12 

GT. 1... cc cecconee 12 || What brought this into focus was 
Engineering Highlights .......... 16 ||@ conversation between husband 
Engineering New Products ....... 18 || and wife on cars. 

Engineering Briefs .............. 29 WIFE: 

CR Ea wads t's 5 be da ww web's 12 : oe ‘ oat ¢ les more econom- 
NE en hse stad dees 30 || 1a cars that cost less. 

Obtwaries 2.6... eee Mice eee 36 || HUSBAND: 

Production by Makes ........... 39 Well, I don’t know about that... 
Registrations, Cars, Trucks ....... 33 WIFE: 

Technical Personnel ............. 33 What do you care what kind of 
SS ERE 16 || 2 car we have. You drive only to 
Wead-Cor Auctions ............++ 24 ||the train and back. I drive most 
Washington Column ...........- 10 of the day. 


(She’s right.) 


Bruce said, “is a healthy condi- | 
tion” for dealers remaining in | 


business. 
But he warned, “Unless there is 


an awakening of franchise dealers | 
that they must sell their 1959 mod- | 
els at a higher gross profit—a gross | 


profit that will pay the overhead ex- 


pense plus a fair net profit on their | 


investment — we will continue to 


have additional dealers go out of | 


business.” 

Bruce said that “as a matter of 
common sense,” it is up to the in- 
dividual dealer to review his rec- 


ords to find the total cost of the) 


car “F.O.B. his place of business” 


and add to this his operating ex-| 
pense plus a net profit that will 


show a fair return on his invest- 
ment, This, Bruce intimated, would 
result in the minimum selling price 
of the new car. 

He reminded dealers that this 
year saw Kansas produce one of 
the best argricultural crops in its 


































Dealer profit reports continue on the upside. 
Ford’s Chicago-area dealers showing a profit in 
August total 45 percent, compared with only 30 
percent of the dealers reporting in July . . . Pennsyl- 
vania led all states in the number of dealers par- 
ticipating in NADA’s six-months business manage- 
ment survey. After Pa.’s 1,539 reports came New 
York with 1,468, California with 1,221, Chicago and 
Illinois with 1,182 and Texas with 962. Grand total 
of dealer reports was 22,947, an amazing 58 percent 
of the nation’s dealerships .. . 

Bob Pierce, former Rhode Island dealer presi- 
dent, is writing a nifty insight on the NADA 
dealer tour of Europe ... Idaho association warns salesmen that 
everyone coming in the front door is a prospect, regardless of 
creed, color or clothes—and regardless of what may be on his 
shoes ... Corpus Christi will be site of 1960 Texas dealer conclave, 
winning out over Monterey, Mexico... 


Here’s the way the U. S. Department of Commerce appraises the 
value of accounts receivable: Current accounts are worth 100 cents 
on the dollar; six months past due are worth 67 cents; one-year-old 
accounts are worth 45 cents; five-year-old ones are worth only one 
cent on the dollar. How dre you doin’? 





Wemhott 


Pere Wemuorr, Editor, 
Automotive News 
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Buick Dealers Swamped .. . 
Sales, Profits Solid 


On Early ’59 Sales 


(Continued from Page 1) 


to be a good year-for almost every- 
one in the business.” 
ok * * 

UICK dealers sold an estimated 

20,000 new cars in the first two 
days of '59 display, said Edward T. 
Ragsdale, Buick general manager. 

Sales reports from individual 
dealers bordered on the unbeliev- 
able. 

One Detroit dealer told AvTtomo- 
tive News he sold 24 cars in the first 
2% hours of opening day, and 
within four days had sold more 
cars than he had in an average ’58- 
model month. 

A Milwaukee dealer said, “We've 
taken 23 orders in the last couple 
of days; last year it took us nearly 
six months to get that many.” 

He said he is doubling his factory 
orders. 

Another Midwest dealer said, “I’m 
embarrassed to admit it, but in the 
first three days we sold as many 
new cars as we did in the best 
month of the past two years.” 

+ + . 

EVERAL dealers in the East 

complained that the first two 
days were too good. Showrooms, 
they said, were so crowded that 
salesmen were simply unable to 
write all the orders they could have. 

A Houston dealer said his sales- 
men gave 1,080 demonstration 
rides and delivered 48 cars on 
opening day. 

In Miami, a dealer said he deliv- 
ered 31 cars and took orders for 
“many more” on opening week-end. 

A Detroit dealer said he had only 
two cars left when he opened his 
doors Monday morning after a 
frantic Friday and Saturday. 

In Flint, Buick’s two retail stores 


New Limousine 


By Continental to 
Be Black Only 


DEARBORN.—One of the most 
cherished legends in the auto in- 
dustry involves the occasion on 
which Henry Ford reportedly told | 
a Model T buyer that he could have | 
any color so long as it was black.| 


M-E-L division of Ford Motor | 
Co. has adapted the legend to its) 
1959 line, where Continental’s two 
additional models, a Town Car and| 
a Limousine, will be sold only with 
a black paint job. 

In announcing the new models, 
Ben D. Mills, general manager of 
M-E-L, said the Town Car and 
Limousine would restore a “great 
heritage” dating back to 1922 when 
Henry Ford directed that one of 
the first Lincolns built by Ford be 
a limousine. | 

Mills spoke as the division pre-| 

to unveil to the press the 
division’s 1959 lines of Mercury, Ed- 
sel, Lincoln and Continental. The} 
preview tomorrow (Sept. 30) will 
be the first time that all four lines 
have been previewed simultane- 
ously. 

The Town Car, Mills said, will be | 
identifiable by a special padded, 
landau-type roof with a small, for- 
mal rear window. The use of} 
chrome trim on the outside will} 
be restricted. Inside, many metal | 
surfaces will be gold finished. Gray 
fabrics and deep carpets will give} 
the interior a quiet, conservative | 
appearance, he said. 

The Mark IV Limousine will have | 
the same appearance as the Town) 
Car, but there will be a retracting 
glass partition to separate the} 
chauffer from his passengers. 

At the preview, the division’s mar- 
keting plans for 1959 will be out-| 
lined by Mills; Walker A. Williams, | 
assistant general manager, and C. 
E. Bowie, general sales manager. 


Fire, Blast Hit Deal 


ENUMCLAW, Wash.—Fire and 
an explosion destroyed the show- 








room, garage and several autos in 
Emry-Garrett Buick Co. Losses 
were estimated at more than $100,- 
000. 


delivered 100 new cars Saturday 
morning and had 138 unfilled orders 
on Monday morning. 

A Detroit dealer, closed on Sun- 
day, put some of the new models 
on an outdoor lot. He said his staff 
took a spot count on Sunday after- 
noon and found 411 persons milling 


about the autos. 
* 

F ROM among dealers willing to 

discuss profits with AUToMmoTIvE 
News came these reports: 

“Gross so far has averaged $546 
and we feel very definitely that 
we can maintain this level.” 


“Gross has averaged $450, taking 
the trade at wholesale.” 

“We've sold nothing at less than 
$600 gross. It goes up from there.” 

“Averaging between $600 and 
$700, with the lowest deal grossing 
$591.” 

“We have a high-$600 average.” 

A dealer in the East said he was 
certain a good year was in store. 
He explained, “A used-car man of- 
fered to write me a check for 18 
cars the day before we announced. 
You know you have a hot line when 
these guys try to get you to bootleg. 
I won’t do it, but it bucks up your 
confidence when you know your car 


is wanted.” 

7 HE public seems happy over 
price stickers, dealers said, and 

nobody seemed shocked by the fig- 

ures. 

Dealer reaction swung both 
‘ways. Many dealers were relieved 
that packing apparently has been 
killed and said they believed that 
itemized prices would go a long 
way toward stabilizing retail 
sales. 

Other dealers, however, viewed 
stickers as another obstacle. They 
said stickers make it possible for 


* * 


* = * 


the prospect to figure out the deal-| 


er’s cost and to shop around, se- 
cure in the knowledge that he has 
the correct retail price. 

A Detroit dealer, summed up the 
apparent majority opinion when he 
said, “For a legitimate dealer, the 


| sticker is the best thing that ever 


happened. Customers like it and I 
like it.” 

One of the straws in the retailing 
wind last week was noted with in- 
terest by alert dealers: A heavy 
percentage of tradeins on the new 
models consisted of '55 models. 

It doesn’t take much checking to 
find that 7.2 million new cars were 
sold that year. 





Taking some of the mystery out of new- 
cor prices is this pretty Buick employe 
shown fixing a price label on a 1959 Buick. 
Price labels, required by the recent ‘‘Auto- 
mobile Information Disclosure Act," give 
the manvfacturer’s suggested retail price 
on the car and all factory-installed acces- 
sories, The labels are placed on the left 
rear window of all Buicks and must re- 
main on the car until it is delivered, 





Getting Ready for '59 Production— 


Harold E. Churchill, left, president, Stu 


debaker-Packard, and A. A. Whitmer, S-P 


general manufacturing manager, inspect left rear panels of the ‘59 Studebaker station 


wagon as framing operations commence 


is scheduled to roll off the production line tomorrow (Sept. 30). 


New Price Stickers Fail | 


in the South Bend plant. The first ‘59 car 


To Daunt °59 Shoppers 


(Continued from Page 1) 


able operations. They said stickers 
make it possible for the prospect to 
figure out the dealer’s approximate 
cost and then to shop around, 
secure in the knowledge that he 
has the correct retail price. 

> * * 


HE sticker law also drew a vote 

of confidence from Patrick J. 
Crowley, of the General Motors 
dealer relations section, who called 
it “another boon to the franchise 
system.” 

He said it should “help to get 
the new year on a sound mer- 
chandising basis of product value 
and comparative product valua- 
tion with due stress on the 
quality of dealer service.” 


Dealers were hanging on to sug- 
gested list prices last week and 
haggling was mostly over tradein 
allowance. 

A West Coast dealer had his 
salesmen working directly off the 
posted price, allowing customers to 
figure their own tradein value on 
the basis of a collection of daily 
papers on file in the showroom. 

He said customers liked the idea 
of trading their car at average ad- 
vertised retail price when buying a 
car at quasi-official prices. 

> . * 


E enthusiastic salesman said, 

“Posted prices automatically 
cancel 90 percent of the prospects’ 
questions and give us a chance to 
get in sideways and sell product 
quality, which we haven’t been able 
to do for a long time.” 

Said one Atlanta dealer, “Those 
people who insist on our giving 
the car away at a ridiculous 
price, we send to our competi- 
tors.” 

A Florida dealer said he found| 
“no disadvantage” from the tags. 
“They just set a price for the 
buyer to work from,” he said. 


. . * 

A DEALER in Riverside, Calif., | 
said, “Posted prices eliminate | 

a lot of confusion. Some customers | 
require a little educational pro-| 


gram, but if you sit them across | . 


the table and talk like mature 
adults they are easy to deal with. 

“I think the water is out of the 
price list now. Perhaps we can 
hold the line and make a few 
dollars.” 

A Los Angeles dealer said, “We 
always had factory-suggested prices 
on little stickers on front-door 
ventilator windows, but most peo- 
ple paid them no attention, figuring 
it was another gimmick. 

“This new factory-applied sticker 
looks like a legal document. The 
prospect believes it, making it pos- 
sible for us to close the deal with 
a decent retained gross. 

“Of course, the new prospects 
see the prices and walk out with- 
out talking to the salesman, but 
once they start talking, we can 
show them a reasonable proposi- 


tion.” 
+ * + 


to sticker prices than they have to 
any quoted prices in the past. These 
dealers said they found no particu- 
|lar benefit nor detriment in the 
new listings, adding that they felt 
stickers would make little differ- 
ence in the overall picture. 


A Florida dealer, who has not 
yet introduced his 59s, said of 
the sticker, “It’s not intended as 
a sales stimulant. Folks are going 
to buy automobiles just the same, 
and more and more have been 
interested only in the ‘differ- 
ence.’” 


Other dealers interviewed agreed 
the price tag would make little dif- 
ference to the buyer’s acceptance 
of prices. 

Some dealers saw a possible in- 
crease in (full-list) price advertis- 
ing as a result of stickers. 

Jim Hicks, of Krell Buick, Pasa- 
dena, Calif., said, “Posted prices 
eliminate another source of trouble, 
but people are not yet used to being 
quoted a full factory list price. For 
the present, Buick is hurt a little 
by shoppers who think our prices 
are higher than anyone else’s will be. 

“But just wait until they see the 
prices on a Chevrolet.” 

> * = 


N ALABAMA, meanwhile, the 
state dealer association moved 
rapidly in a campaign to gain pub- 
lic acceptance of stickers as listing 
“fair and honest retail prices.” 
Mel B. Casler, president of the 
Automobile Dealers Assn. of Ala- 
bama, said, “The public and the 
dealers have experienced many 
years of confusion in pricing as 
a result of misleading advertis- 
ing, dishonest merchandising 
gimmicks and price packing. 
New-car dealers as a group have 
opposed such practices .. . 


“Now we have a law that gives/ 


the public and the dealers what 
both have wanted and needed—a 
fair and honest retail price printed 
right on the label’ on each 1959 
model .. .” 





Conditions Right 
For Better Sales, 
AMA Chief Says 


DETROIT.—Conditions are right 
for a good automobile sales year in 
1959, Harry A. Williams, managing 
director of the Automobile Manu- 
facturers Assn., told a national con- 
ference of sales executives in New 
York City. 

“Deferred need and the good 
credit position of potential car buy- 
ers, coupled with enticing new mod- 
els and a generally improved eco- 


|nomic climate, augur well for the 
|upcoming year,” 


he said. 
He said 1958 automobile sales of 
some 4.6 million to 4.8 million units, 


|including imports, have been little 
|}more than replacements for the es- 
jtimated number of cars being 


scrapped. Unfulfilled demand has 


| been building up while auto install- 


ment debt has been substantially 
reduced, he told a special confer- 
ence of the marketing division of 
the American Management Assn. 

Latest available figures show that 
for every $10 of new borrowing this 
year, $11 has been paid off, he said. 

A bright long-range picture for 
the industry also was foreseen by 
Williams, with passenger car sales 
expected to run normally at about 
six million units annually in the 
next decade, possibly hitting peaks 
of eight million a year in the mid- 
1960s. 


St. Paul Show Gets 
Car-Display Chiefs 


ST. PAUL. — Committee assign- 
ments for the 1959 St. Paul Auto 
Show, scheduled Nov. 26-30 in the 
Municipal Auditorium here, were 
announced by Art Quantrell, show- 
committee chairman. 

The following members of the 
sponsoring Associated Auto Dealers 
of St. Paul have been appointed to 
supervise arrangements for car dis- 
plays. They are Ford, George Buck, 
Grand Avenue Ford; Mercury- 
Edsel-Lincoln, J. Raymond Young 
sr.. Young Lincoln-Mercury; Chev- 
rolet, Harold Dokmo, Midway Chev- 
rolet; Pontiac, J. J. Malmon, Mal- 
mon Pontiac, Inc.; Buick, William 
Buerkle, Buerkle Buick Co.; Cadil- 
lac, Quantrell, Quantrell Cadillac, 
Inc.; Oldsmobile, Hess Kline, Kline 
Oldsmobile; Plymouth, N. J. Koppy, 
Koppy Motors, Inc.; Dodge, Harold 
Queenan, Hetfield-Queenan, Inc.; 
DeSoto, Al Stang, Town & Country 
Motors, Inc.; Chrysler, Verne Kem- 
per, Kemper Motor Co.; Rambler, 
Robert Kobb, Kobb Nash, Inc., and 
Studebaker, George Flad jr., Joy 
Brothers Motor Car Co. 


6 Meetings Slated 


For Tenn. Dealers 


NASHVILLE.—A series of six 
regional meetings in November has 
been scheduled by the Tennessee 
Automobile Dealers Assn. The 


| schedule follows: 


Nov. 11, John Sevier Hotel, John- 
son City; Nov. 12, Andrew Johnson 
Hotel, Knoxville; Nov. 13, Patten 
Hotel, Chattanooga; Nov. 18, Pea- 
body Hotel, Memphis; Nov. 19, New 
Southern Hotel, Jackson, and Nov. 
20, Noel Hotel, Nashville. 





ngiooero 


anes 


Discuss Simca Program— 





OME dealers said that customers 


Chrysler Corp.'s Simca program was presented to its Boston dealer council chair- 
men and wholesale personnel at a meeting in Boston. From left are C. P. Noonan, 
Eastern area manager, Chrysler Motors Corp.; William Sylvester, DeSoto council chair- 
man; James Bothen, Dodge council chairman; Fred Cain, Chrysler council chairman, 


were paying no more attention! and A. R. Marzelli, Eastern area Simca sales manager. 


s 





little 
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66 


says GRAY MADISON, Ford dealer, 


Phoenix, Arizona 


“Frankly, we think ComMerciAL Creprr is tops in its field. 
We like the fast, thoroughly business-like way they 
handle our accounts. We have full control of financing 
at all times. This flexible arrangement means we can meet 
unexpected needs, and red tape is eliminated. COMMERCIAL 
Crepit works closely with us to get better penetration of 
our market. A very real factor in increased sales is the 
referral of leads by the local office. We use their sales aids 
in training salesmen to sell the house plan. Our selling 
job is a lot easier in our highly competitive market 
because customers have confidence in the CoMMERCIAL 
Creprt PLAN.” 


...tops in its fie 


Commercial Credit dealers 
are successful dealers 


Write or call the nearest CommerciaL Crepir CorPoRATION 
office for complete information on the benefits of ComMERCIAL 
Crepir PLan. Why not do it, today? 


a = A service offered through subsidiaries of the 
COMMERCIAL= 


. , + Commercial Credit Company, Baltimore . . . Capital 
SSD EE ORY. and Surplus over $200,000,000 . . . offices in principal 


VS : cities of the United States and Canada. 
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GM Accounts for Half... 


°58 Model Run Declines 32 Pet. 


(Continued from Page 1) 


to 6,210,735 with ’57 tags—a slide 
of 32 percent. 

General Motors built 50.37 percent 
of the cars, up from 45.45 percent 
last year; 


28.75 percent, down from 32.24; | 


dustry from an even one-fourth to 


29% percent this past model run, 


accounting for the lion’s share of 


the General Motors resurgence to 
more than 50 percent of the overall 


Ford Motor Co. built| total. The Chevrolet gain of 4.59 


percentage points was facilitated 


Chrysler, 15.80, down from 19.45;| by equivalent combined losses at 
American Motors, 3.84, up from 1.60,| Ford and Plymouth. 


and Studebaker-Packard, 
from 1.17. 
Chevrolet raised its share of in- 


1.24 up 


* * * 


es production of 162,182 
cars in the ’58 model year not 





McCord Sheds Light 
On Composite Radiator 


Eprror’s Nore: Below is a letter 
from W. G. Hancock, president 
of McCord Corp., with reference 
to a story in Automotive News on 
development of a composite metal 
radiator. 


I was quite surprised to see the 
article on Page 2 of the Sept. 22 
issue of Automotive News crediting | 
Aluminum Co. of America with the | 
development of the composite alu- 
minum fin brass tube radiator after 
twelve years of research. 


The fact of the matter is that 
Alcoa had nothing whatever to do 
with the original development of 
the composite radiator for which | 
McCord Corp. was entirely respon- 
sible and we believe that upon in-| 
quiry Alcoa will confirm this. | 


In the pamphlet recently issued | 
by Alcoa to promote the use of | 
aluminum in radiators while they 
state as their opinion that this com- 
posite radiator is ready for adoption | 
by the industry they do not claim 
to have developed it. 


The first such composite radiators | 
produced were developed and man- 
ufactured here in our Detroit plant | 
in 1951 during the period of serious 
shortage of copper after the start 
of the Korean War. They were pro- 
duced with aluminum fins, soldered 
with McCord developed hydrazine 
base flux to both brass and copper 
tubes and brass tanks. 


We believe Alcoa will agree that | 
up to that time their research was 
primarily directed to the develop- 
ment of an all aluminum radiator | 
including tubes and tanks, salt) 
brazed which because of manufac- 
turing processes was very costly to 
produce, with no satisfactory me- 
thod of repairing leaks at the man- 
ufacturers test tanks or occurring 
in the field—and which would re- 
quire a great deal of highly expen-| 
sive equipment as it did not lend 
itself to production in existing 
plants with existing equipment and 
methods, and we believe they will 
also agree that in the earlier stages 
of our development of the com- 
posites they did not regard it very 
favorably. 

The corrosive action of some of 
the highly alkali water found in 
various areas complicated by some 
of the various anti-freeze solutions 
indicated the desirability of the use 
of proven metals in parts coming | 
in contact with the coolant, at least | 
until a long period of field tests 
could be accomplished. 

We, therefore, decided to concen- 
trate on developing the composite | 
radiator using a soldering process | 
made possible by a then newly de-| 
veloped formula of our hydrazine | 
flux which we found more satisfac- | 
tory than any other available flux. | 

We first produced the composite | 
radiator in 1951 using generally) 
similar equipment and methods, 
though with some important mod- | 
ifications. On April 30, 1952, upon 
our invitation, representatives of all 
of the major aluminum producers 
visited our plant and observed the 
production of samples and some of 
the processes. At that time, on their 
request, we agreed to send them 
sample car heater cores so produced 
for corrosion tests, etc., and did so 
promptly. 

A few months later we furnished 


Colkett Locks Doors 


OLYMPIA, Wash. —Colkett Mo- 
tors, Inc. (Chrysler-Imperial-Dodge- 
Simca) is going out of business 
Sept. 30. Emery Colkett, former 
owner, will become manager of a 
local used-car lot. 
































|to Alcoa six radiators for Stude- 
| baker Commander cars for further 


tests both in their laboratory and 
on cars in operation. 

We manufactured a considerable 
number of such radiators for sev- 
eral of our car manufacturing cus- 
tomers during 1952 through 1955, 
most of which were applied to cars 
and field tested with satisfactory 
results. 

Interest, however, cooled with the 
end of the period of copper shortage 
and the subsequent drop in the 
price of copper. 


We believe the composite type 


| radiator produced with our flux to 


be an adequately satisfactory unit. 
We are not, however, convinced 
that Alcoa’s cost comparison is ac- 


curate. The material cost compar- | 


ison has changed since their esti- 
mate was compiled and in addition 
there are other major cost factors 
in the manufacturing processes 
which affect this comparison.— 
W. G. Hancock. 


Chaffin and Sims 
To Be Speakers 
At Okla. Meeting 


OKLAHOMA CITY.—NADA Pres- | 


ident Dean Chaffin and Elson Sims, 
Indiana NADA director, will be 
among speakers at the Oklahoma 
Automobile Dealers Assn.’s Silver 
Anniversary convention here Oct. 
26-27. 





only nearly doubled its previous run 
but also brought the Rambler share 
to 3.84 percent of industry. 

Among the five other make 
gainers, Edsel garnered an “aca- 
demic” rise of 1.49 points on its 
first year in contention. The Edsel 
model run totalled 63,110 units, 
somewhat short of the division’s 
original goal. 

Production penetration in- 
creased fractionally at Oldsmo- 
bile, Cadillac, Studebaker and 
Lincoln. These makes, together 
with Chevrolet, were unable to 
match their percentage gains 
with volume increases in the face 
of the year-long decline in retail 
sales. 

The breakdown of industry shares 
by makes in the 1958 run follows: 
Chevrolet, 29.59 percent; Ford, 
23.40; Plymouth, 9.46; Oldsmobile, 
7.02; Buick, 5.73; Pontiac, 5.15; 
Rambler, 3.84; Dodge, 3.30; Mer- 





cury, 3.16; Cadillac, 2.88; Edsel, 1.49; | 
Chrysler, 1.44; DeSoto, 1.22; Stude-| 
baker, 1.18; Lincoln, 0.70; Imperial, | 
0.38, and Packard, 0.06. 


* * = 


ORD’S Thunderbird, last of the 
58s to complete its model run, | 
had a volume of 37,892 units, good 
for 3.8 percent of the Ford car total 
and 0.9 percent of industry. 
The Big Three turned out 4,008,-| 
191 cars during the 1958 model run | 
for 94.92 percent of total industry 
assemblies, but declined 2.31 per- 
centage points from the previous 
year due to heavy losses at Chrys- 
ler Corp. and Ford Motor. 

Of the 6,210,735 cars produced 
during the 1957 model run, the | 
Big Three captured 97.23 percent 
on 6,038,685 assemblies. 

GM's output of 2,126,841 cars dur- 


| ing the 1958 model run gave it 50.37 


percent of total industry assemblies 


| and pushed it back above the 50- 


percent level for the first time since 
1956. A year ago, the corporation) 
captured only 45.45 percent on 2,- 
823,106 units. 


HRYSLER CORP.’S decline from 
19.54 percent on 1,213,363 as-| 
semblies in 1957 to 15.80 percent on | 
667,340 units in 1958 resulted from | 
drastic output drops at all five of | 


Rounding out the schedule will be | its car-producing divisions. 


panel discussions and an entertain- 


Tant, OADA manager. 


| 


He said Standard Life & Accident | 
Insurance Co. will sponsor the Sun- | 


day evening reception this year and 
Automobile Dealers Mutual Insur- 
ance Co. will play host at the Sun- 
day luncheon. 


Each Maker’s Share... 








Model-Run Output—'58 vs. ‘57 


(U. S. Production) 








1968 Pet. of 1957 Pet. of Gain 
Model-Run Total Model-Run Total or 

Output Output Output Output Loss 

CHRYSLER CORP. ................ 667,340 15.80 1,213,363 19.54 —3.74 
IIIT Seiancercescevnenielieniscewscomnenn 1.44 115,420 1.86 —-042 
Imperial 0.38 35,754 0.58 —0.20 

1.22 122,040 1.96 —0.74 
3.30 289,141 4.66 —1.36 

946 651,008 1048 —1.02 

1,214,010 28.75 2,002,216 32.24 —3.49 


63,110 


Dodge showed the biggest dip 


|ment program, according to Roy | while the smallest drop was at 


Imperial. 
Ford Motor built 1,214,010 cars| 
during the 1958 model run. This| 
was good for 28.75 percent of in-| 
dustry, but was 3.49 percentage) 
points below the previous model 
run. 
















































































































































|} sumers for considerably less money | 






Late Report... 















$1 on ’53s and ’52s. 
Auction reports start on Page 24. 


Used-Car Market 


Strengthened bidding on all but the newest and oldest models 
boosted Automotive News’ index of used cars sold at wholesale 
auction to $947, a gain of $2 over the previous week. 

Consignments and sales ratios were lower, however. At a group 
of representative auctions last week, the average consignment was 
208.8 units, of which 66.8 percent were sold. A week earlier, the sales 
ratio was 72.8 percent on an average consignment of 231.9 units. 

By model range last week, ’58s fell $21 and ’51s were cut back by $1. 
Gains amounted to $14 on 57s, $13 on 55s, $7 on '56s, $6 on ’54s, and 










Longer-Term Car Loans, 
Repos Rise in Midwest 


CHICAGO.—Banks in the Chicago 
and Detroit areas are making more 
longer-term auto loans and bankers 
in much of the Midwest are en- 
countering repayment difficulties, 
the Federal Reserve Bank of Chi- 
cago reported. 

One new-car loan in 10 made 
by Chicago area banks in the first 
quarter of this year was to run 
for more than 30 months. In the 
second quarter, one loan in six 
was to mature in more than 30 
months. 

Three-year loans established a 
foothold in the Detroit area earlier 
than they did in Chicago, the Fed- 
eral Reserve Bank said, adding the 


Auto Makers 
Hit by Founder 
Of Morris Plan 


ROCHESTER, N. Y.—The founder 
of the Morris banking plan blasted 





|}auto manufacturers for paralyzing 


“the buying power of the masses so 
greatly (that) the biggest industry | 
in our nation has been seriously in- | 
jured.” 

Arthur J. Morris, who founded | 
his system of industrial banking in| 
Norfolk, Va., in 1910 as one of the! 
first to loan money with cosigners 
instead of collateral, was inter-| 


| viewed before addressing the fall) 


bank-consumer conference here. 

“There can be no doubt that) 
American car manufacturers in| 
1957 and 1958 developed an over- 
supply of cars,” Morris said. “Worse | 
still, they made prices too high and| 
outpriced the mass market. 

“This should teach us the first | 
effect of inflation,” he added. “The 
poor motor-car years of 1957 and 
1958 are a concrete illustration of 
how oversupply and inflation of 
prices can paralyze buying power.” | 

Morris said “the obvious answer 
is less cars at lower prices. The 
need for this was emphasized last 
year by the import of several hun- 
dred thousand smaller cars from| 
Europe. They were sold to con-| 
than the larger, overpriced Amer-| 
ican cars.” 

He predicted that if American 
manufacturers don’t remedy their 
recent failures promptly, they will 
face even worse losses in the com- 
ing year. 

Morris said we must fight infla- 
tion by “encouraging the proper 
volume of mass buying through 
consumer credit.” He said he did 
not feel that the average American 
family was living beyond its means 
because it is buying on credit. 


3 Outsiders Buy 
Dayton Dealership 


DAYTON, O.—Three out-of-town 
dealers have purchased assets of 
SWS Chevrolet Co. and established 
a new dealership, Ray Bryant Chev- 
rolet Co. 

Bryant, a Grand Rapids (Mich.) 
dealer, will move to Dayton to head 
the new firm. His associates are 
Harry L. Bell, Piqua, O., and Frank 
E. Zorniger, Cincinnati Chevrolet 
dealer. The firm is expected to open 
Oct. 16 in a remodeled transit com- 
pany building. 

George D. Shellabarger, SWS vice- 
president, said the sale did not in- 
clude the firm’s used-car lot. He 
said SWS will remodel its three- 
story building for use as a parking 
garage, with the firm probably being 
renamed SWS Parking Garage. 





loans 


proportion of long-term 
growing. 

About one in six new-car loans 
from banks in the Detroit area in 
the last quarter of 1957 and the 
first quarter of this year was for 
more than 30 months. In the second 
quarter of this year, one loan in 
three was for the longer term. 


The Federal Reserve Bank re- 


|ports that loans for 42 months or 


longer are few and far between and 
observed that this end of the ex- 
pansion of credit terms is not sur- 
prising. 

The bank said “the advantage 
of term extension fades quickly 
after the first few multiples of 
six months.” 

As an example, the monthly pay- 
ments on a $2,000 auto debt are cut 
by 30 percent, if the loan is ex- 
tended from 12 to 18 months. How- 
ever, an extension from 36 to 42 
months would cut the payments by 
only 12 percent. 

The Federal Reserve Bank said 
banks in its region had noted an 
increase in auto-loan delinquencies 
and the number of repossessions 
but said the trouble was not “of 
serious proportions.” 

In the first six months of this 
year, there was an indicated gain 
of 35 percent in repossessions in 
Michigan and Illinois over the 
like period of last year. The 
comparable figure for Wisconsin 
was a gain of 29 percent. 

The bank pointed out, however, 
that the number of cars repossessed 
in all three states was at a monthly 
rate of less than one in every 1,000 
autos registered. 


Murphy Heads 
Old Timers Unit 
In Washington 


WASHINGTON. —R. J. Murphy, 


| managing director of the Washing- 
|ton Automotive Trade Assn., was 


chosen to head the Nationa! Capital 
council of the Automotive Old 
Timers. 

Murphy succeeds Frank Small jr., 
area Ford dealer and former mem- 
ber of Congress, who automatically 
goes on the life director list along 
with other former presidents, Stan- 
ley Horner, Maj. Henry M. Cun- 
ningham, D. C. Barnhart and J. Leo 
Sugrue. 

More than 100 members and their 
wives attended the annual meeting 
and dinner held at the Congres- 
sional Country Club. Maj. Cunning- 
ham, retired Lincoln-Mercury divi- 
sion manager, was dinner chairman. 

Joseph R. Trew was named first 
vice-president; Lionel Kaplan, sec- 
ond vice-president; C. J. Caithness, 
third vice-president; N. D. Hawkins, 
treasurer, and Robert J. Werner, 
secretary. 

Elected to the board of directors 
were Philip Lustine, Ben D. Jer- 
man, David R. Lehman, Charles N. 
Mason, A. Leftwich Sinclair jr., Earl 
Kirby, Stanley Dreifus, Robert F. 
Hicks and Burton Kephart. 

The makeup of the official list 
includes active and retired car 
dealers, tire dealers and parts and 
accessory dealers. 


Dealer Is Elected Mayor 


WAYNESBORO, Va.—Harry F. 
Black, president of Brand Chevro- 
let, Inc., has been elected mayor by 
the Council for a two-year term. He 
had served previously as vice- 
mayor. 
































@ In order to avoid this stigma, refuse to sell 
your heritage — your God-given right to a 

rofit instead of a handout in the automobile 
leasing field. 

Don’t be throttled by monopolistic enter- 
prise. Become a partner in CARS RENTAL 
SYSTEM, INC. 

Already 300 franchised New Car Dealers 
in the United States, Canada and Mexico 
are members of CARS RENTAL SYSTEM. 

Membership total of 1,000—a goal set for 
May, 1959. 

Automobile leasing is the fastest growing 
phase of the industry today! 

Yes — the fastest. But beware of subter- 
fuge. Beware of the monopoly. 

A glib tongue and an unfavorable contract 
could rob you — the New Car Dealer — of 
thousands upon thousands of dollars in the 
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1,000 leasing-rental business that has swelled in all members. The trends and new 
scope 135% in six years. merchandising formulas are sent out 
Large companies striving for a monopoly weekly. 
offer such inducements as: 6. A national advertising program is 
- 1. No investment, no tax problem, no risk. included. 
oo 2. Handle financing, insurance, etc. 7. Lower insurance and financing rates 
pital v . ° 
- The truth of the matter is simply this: They result from membership. 
it. are trying to keep you — the dealer — from 8. National credit card referral system. 
ong making a fair and just profit. But Most Important of All! 
tan- . ‘ . ° . 
sun They do, however, insist you drum up the You—the dealer—with a big stake in your 
ots business. Then you—the dealer—once under city and county have the satisfaction of 
oo contract, must accept a pittance of from $25 knowing, under terms of a CARS RENTAL 
tiv. to $100 or so as your share of the new lease- SYSTEM, INC. CONTRACT, that you are 
first rental deal, but with no assurance of future the exclusive licensee in your area and are 
ess, business. running your business as you see fit. 
cins, 
‘ner, 
tors a ema —— oe ee ee ee ee ee ee ee ee ee ee ee 
; Came lag oO Bs, . 
: N. retina r Gentlemen: T 
Rari LS ES i i 
ot Get the facts on renting and leasing by the new car : | panes gee ae fat yore eomtens | 
i dealer, whether or not you elect to join Cars Rental Seminar Dates i se | 
= System. Arrange now to attend a three day University Oct. 7, 8, 9, oe es 
sponsored seminar held in Fort Lauderdale, Fla. $75 Oct. 21, 22, 23, | Dealership Name I 
hada covers registration fees and hotel expenses. Nov. 4, 5, 6, { Makes Handled oe i 
e by Nov. 18, 19, 20, ‘ Street Address | 
Dec. 9, 10, 11 City, Zone, State 
A | RU NRT IS EN ./ 


BEWARE! MONOPOLY! 
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Now Let’s Look At Cars Rental System 


When you are a member of CARS 
RENTAL SYSTEM, INC. you are in busi- 
ness for yourself. By being a member of 
CARS RENTAL SYSTEM, you receive the 
following: 

1. Referrals and greater volume only 
through an international system. 
Greater service department potential 
because you lease in your own area 
and the work is done there in your 
garage. 

You set up a more lucrative service 
business because work on the lessee’s 
car is done by you. 

Company cars and trucks can be run 
at a profit. 

Standardized rates and lessee car and 
truck business trends are furnished 


2. 
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Markets Study, Stickers Cited .. . 


GM Sees °59 Gains 
In Franchise System 


MILWAUKEE. — Auto dealers 
can look forward to both good bus- 
iness and further strengthening of 
the franchise system in the 1959 
model year, the 
Wisconsin A uto- 
motive Trades 
Assn. convention 
was told last 
week by Patrick 
J. Crowley, direc- 
tor of the General 
Motors dealer re- 
lations section. 

In addition to 
indications of a 
general economic 
Patrick J. Crowley upturn, 
these favorable factors in the auto- 
mobile business: 

A 1958 model cleanup that is 
moving so well that “there is ac- 
tually a shortage of cars” in the 
hands of many dealers; compar- 
atively firm used-car prices for 
this time of year; an average age 
of 5% years among U. S. cars 
on the road today; an increase 
in the number of potential car 
buyers resulting from the fact 
that many owners have paid off 
obligations on their present cars, 
and a “tremendous” increase in 
savings. 

“With the general improvement 





he cited) 


General Motors in this connection 
are the most important and exten- 
sive ever undertaken by General 
Motors to assure the preservation 
of the franchise system of dis- 
tribution,” he said. 

He described the Federal price- 
labelling law, scheduled to become 
effective soon, as “another boon to 
the franchise system.” 

“Since the new law goes into 
effect with the new models, it is 
particularly timely inasmuch as it 
should help to get off the new year 
on a sound merchandising basis of 
product value and comparative 
product valuation with due stress 
on the quality of dealer service,” 
Crowley said. 

Pending legislation which would 
|permit automotive manufacturers 
|to incorporate territory security 
provisions in their franchise agree- 
ments will be another contribution, 
|if enacted, to “the continuing suc- | 
|cess of our franchise system,” the 
GM executive said. 

C. K. Alexander, vice-president | 
| of the Wisconsin Taxpayers Alli- 


ance, said the State either must 
broaden its tax base or establish 
a sales tax. 

Asserting there is no permanent | 
| solution to the State’s tax problem, | 
| Alexander said local property taxes | 
| must be increased if neither alter- 


in the economy and in the con-| 
fidence of the people that is now} 
evident, it seems that people are 
about tired of sitting on their | 


native is adopted. 








Fruehauf Names 


money and waiting out ‘the rainy 
day,” Crowley said. “They're out 
shopping and ready to be sold. The 
sun is shining. And on some bright 
new model automobiles. In the case 
of General Motors, the most 
changed and appealing ever brought 
to market.” 

Discussing the franchise system, 
Crowley outlined current develop- 
ments which offer opportunities for 
its further-strengthening. For ex- 
ample, he said, General Motors now 
is engaged in “a reappraisal of 
dealer markets which is designed 
to strengthen the General Motors 
quality dealer program and the 
profit opportunities of General Mo- 
tors dealers.” 

“The measures being taken by 





Firestone Using 


New Tire Cord 


AKRON. — The new tire cord, 


Board Chairman, 


Chief Officer 


DETROIT.— Roy Fruehauf has 
| been elected chairman of the board 
| and chief executive officer of Frue- 
| hauf Trailer Co. 


William E. Grace, formerly ex-| 


| ecutive vice-president, will succeed 








Roy Fruchaaf W. E. Grace 
Fruehauf as president and chief 
| operating officer. 


Tyrex, is being used in Firestone} Elected to the company’s board 
tires for 1959 model cars, according|of directors was Robert D. Hill, 
to Raymond C. Firestone, president! finance vice-president. He fills the 


of Firestone Tire & Rubber Co. 

“This new tire cord will give the 
motoring public better, safer and 
longer-wearing tires at no addi- 
tional cost,” Firestone said. 

He said the new synthetic tire 
cord is much stronger than the 
rayon cord previously used in 
original-equipment tires. A reduc- 
tion in bulk combined with the 
imcreased strength of Tyrex per- 
mits construction of a safer, lighter 
and cooler-running tire, Firestone 
pointed out. 


Open Air Showroom— 


| vacancy created by the death of 
Gordon Dean. 

Fruehauf, who became the com- 
pany’s president in 1949, said that 
| his new position will enable him to 
|spend more time on overall cor- 
porate affairs and on the customer 
relations side of the business. 

Grace came to Fruehauf when 
the Hobbs Trailer Co. was acquired 
by Fruehauf in 1955. He acted as a 
Fruehauf vice-president and Hobbs 
manager until he became Fruehauf 
executive vice-president. 





Remodeling a used-car lot into an attractive outdoor patio-type, new-car showroom 


has paid off for J. R. Townsend Co. (Edsel-English Ford) in San Diego. Bob Townsend, 
soles manager, said the idea behind the patio salesroom was to get away from the 
conventional showroom, which people are reluctant to enter when they are “just shop- 
ping cround.” Townsend said that 85 percent of the firm's sales are taking place in 
the patio showroom. “We- feel it is an open invitation to passers-by to drop in and 
look madels over in a relaxing atmosphere," he explained. 





S-P Dealers Welcome Zone Manager— 


Mike Scovill, newly appointed Studebaker-Packard Los Angeles zone sales manager, | 


is congratulated by Frank H. Afton, left, president, National S-P Dealers Advertising | 3 
Council, and Henry Mich, right, president, Los Angeles Metropolitan Dealers Assn.|in consumer incomes, Eggert said 
A veteran of 33 years with Studebaker, Scovill came to Los Angeles from Minneapolis,| “disposable income is expected to 


| where he headed the zone office for 16 years. | 





No Flooring, Fixed Prices .. . 





Selling Cars in Italy 


Eprror’s Note: The following re- 
port is from Robert L. Pierce, 
former president of the Rhode Is- 
land Automobile Dealers Assn., 
who is in Europe with the NADA 
tour group. .- 

> | 


BERNE, Switzerland. — We ar- 


| rived here tonight aboard the Ex- 


press from Venice and I have time 


ito put down a few impressions 


about the automobile business in 
Italy. 

To get the dealer point of view, 
I talked at length with Signore 
Mario Dalla Vecchia, a dealer for 
Alfa Romeo in Rome. 

In Italy, most factories ship cars 
on consignment to dealers, who 
maintain their own places of bus- 
iness with personal funds. 

The dealer has no investment in 
his car stock at any time. When he 
sells a car, he then pays the factory 
in full, putting his own money into 
the used car if there is a trade. 

Prices are set by the manufac- 
turers and dealers are expected to 
maintain those prices. 

Discounts range from 9 to 11 per- 
cent, with an additional one percent, | 


Import Market 
Showing Signs 
of Levelling Off 


NEW YORK.—Imported cars are 
having their ups and downs, with) 
sales volume fluctuating from 
week to week. 

The situation has given rise to a 
great deal of trade speculation here 
as to the future of import retailing. 

“I don’t know what happened to 
the used-Volkswagen market,” one) 
dealer said. “It has taken quite a 
drop in the past couple of months.” | 

Said another dealer: “The days) 
of buying a VW at full retail and 
selling it a year later for more 
than you paid for it are gone. 

“The VW has begun to find itself 
depreciating about the normal 
amount from year to year. It was 
bound to happen. There. is nothing 
alarming about it. 

Other dealers caution that the 
imported-car business is about to 
go through a real shakedown 
period. 

“When the used cars begin to 
show up on the market, we will 
begin to see a period of gestation,” 
said one of these dealers. 

“There aren’t more than three 
or four quality products on the 
import market and all the others 
are going to make it tough going 
for them. 

“If you’ve been watching the 
figures of imports this year, you 
have noticed that some of them 
haven’t done as well as expected. 
It’s really because of the quality 
of the product and the public is 
beginning to discover that some of 
the imports are trouble-makers, 
mechanically.” 











s 





retroactive, if a preassigned quota 
is reached. 

In some cases,.dealers are able 
to attain 100 percent absorption, 
but that is unusual. Dealers are 
presumed to be making about 20 
percent on sales, though their as- 
sociation does not maintain or 
establish averages such as NADA 
does for members. 

Nowhere have we seen used-car 
lots or displays. 

An interesting party was put on 
for us by the ANFIAA (Auto Man- 
ufacturers and Dealers of Italy). 
We were invited to the Casina delle 
Rose by engraved invitation. 

Though it read 6 p.m. it was 
understood that custom decreed we 
not appear until an hour later. By 
appointment made in advance, how- 
ever, I met Signore Luigi Giovan- 


}etti, executive secretary of the as- 


sociation, at 6:15. 

He proved to be an excellent 
public relations official, well versed 
in facts and trends and in good 
command of English as well. 

From him I learned that in 1957, 
Italian production had exceeded 
350,000 units and that 400,000 
would probably be reached in 
1958. 

Of this production, upwards to 40 
percent was exported in 1957 and 
probably would be again in 1958. 

In 1957 Italy exported 13,226 units 
to the U. S. 

In the first six months of 1958, 
Italy exported 10,853 units to the 
U. S., compared with only 3,987 for 


the same period in 1957. 

All export, including the U. S., 
totalled 85,559 in the first six 
months this year, as against 57,499 
for the same period in 1957. 

Thus, in the cases of both France 

(Contiamed en weee 36, Col. 4) 





Guests in Rome— 

Ray D. Wilson (Chevrolet), left, Los 
Angeles, one of several NADA members 
touring Europe, chats with Dr. Biscaretti, 
president of the Italian Automobile Assn., 
during a reception in Rome, The American 
dealers visited Rome while on their way 
to the Congress of International Organi- 
zation of Motor Trades and Repairs in 
Vienna. 


20% Market Rise 


Seen Next Year. 


Ford Aide Expects 
400,000 Import Sales 


CLEVELAND, O.—A Ford Motor 
Co. marketing research specialist 
last week predicted that auto sales 
in 1959 would increase about 20 
percent over 1958. 

Robert J. Eggert, marketing re- 
search manager, told the Forecast 
Session of the Cleveland chapter, 
American Marketing Assn., do- 
mestic new-car sales are expected 
to advance to 5.2 million, with 
imports adding another 400,000 
units. 

Achievement of this volume, Eg- 
gert said, will depend largely on the 
degree of consumer-income im- 
provement and new-model enthus- 
iasm as counterbalanced by Gov- 
ernment inflation curbs. 

Elaborating on the improvement 


reach an all-time high of $325 bil- 
lion in 1959, $19 billion over the first 
half of 1958 annual rate. 


“Also, it is estimated that con- 
sumers had more than $265 billion 
of liquid assets in June, 1958, with 
a third of our families having 
more than $1,000 in liquid form. 
This is 6 percent more than in 
1955, even allowing for the change 
in price level.” 


To supplement liquid assets, he 
added, consumers have a vast store 
of unused credit and repayments 
have exceeded credit extended each 
month since January, 1958. He said 
consumer-auto installment debt is 
currently nearly $1 billion (6 per- 
cent) below its 1957 peak. 


“The release of favorable eco- 
nomic news such as this,” Eggert 
said, “will continue to bolster con- 
sumer confidence. 


“Major product changes in 1959, 
including new styling and better 
fuel economy, will be an important 
supplement to the rising optimism 
and the bigger ‘pocketbooks’ as a 
stimulus toward new-car pur- 
chases.” 


Other factors indicating an up- 
turn in auto sales, he said, are 
a backlog of demand among re- 
cent model owners, a reduction 
in the cost of trade between a 
used and new car and an in- 
crease in the number of “middle- 
aged” cars. 

“Many 1955, 1956 and 1957 model 
Owners are ready for a new car,” 
Eggert asserted. “A higher-than- 
normal proportion held off in 1958, 
but 1959 should provide the right 
climate for increased new-car buy- 
ing interest among these owners. 


“The somewhat low production of 
1956, 1957 and especially 1958 models 
has resulted in a shortage of these 
models available for the used-car 
market. With further expansion in 
demand as employment improves 
and family formation expands, 
prices of two or three-year-old mod- 
els can be expected to continue to 
rise. 


“This, in turn, will tend to re- 
duce the cost advantage of used 
cars Over new cars and possibly 
effect a further reduction in the 
cost of trading, especially in the 
early part of the ’59 model year 
versus the ’58 model year. 


“An increase in cars in operation 
which are four to nine years old 
(1% million more than in 1958) is 
expected to accelerate new as well 
as used car demand,” Eggert said. 
“Units in this age group normally 
are subject to higher major repair 
costs which tend to encourage con- 
sumers to purchase new cars rather 
than make the expenditure for ex- 
pensive repairs.” 


Detroit Auto Show 


Signs Decorator 


DETROIT.—The contract for 
general decorating of the Detroit 
Auto Show, Nov. 22-30, has been 
awarded to Display & Exhibit Co., 
Detroit. 

Display & Exhibit will also dec- 
orate the Chicago Auto Show. 

Chairman of the Detroit show 
committee is Harold C. Johns. Rudy 
Speerschneider heads the decorat- 
ing firm. 





































WHERE ARE YOU 
GOING IN 99? 


ou Can Grow 
ith RAMBLER 


THE ONE CAR THAT CONTINUES TO GAIN SALES MOMENTUM 
MONTH AFTER MONTH 


















RAMBLER SALES up 81% 
Year to Date 


RAMBLER JULY SALES uP 155% 
Over July 1957 


RAMBLER AUGUST SALES UP 148% 
Over August 1957 





Wouldn’t You Like to Sell America’s Top 
Sales Success Car? 


MAIL THIS COUPON TODAY 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 


Gentiemen: Will you please provide me with more complete infor- 
mation about the Rambler franchise. | understand that | am under 
no obligation and my inquiry will be held in the strictest confidence. 





PLAN NOW FOR ’59 


We Have the Product for the 
Expanding Compact Car Market... 
YOU Have the Opportunity! 


Rambler Franchises Also Available in Canada and Important export markets. 
In Canada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Teronte 
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AUTOMOTIVE WASHINGTON 


NADA Mulls Position 
On Territory Security 


By William Ullman 


Washington Bureau Chief 


ao position on what its spokesmen call the “General 
Motors’ bill” will probably be revealed after its Execu- 
tive Committee meeting in October. The measure in question 
is more correctly identified as S. 4293, introduced during 
the closing days of Congress by Senator Charles E. Potter, 


Michigan Republican. Its pur- 
pose is to permit re-establish- 
ment of territory security for 
franchised new-car dealers. 
NADA’s title for the measure 
stems from the fact that its lan- 
guage was suggested to Potter by 
A. F.. Power, GM’s assistant general 
counsel, after GM witnesses had 
objected to Potter's original terri- 
tory security bill as weak legisla- 
tion. It is understood, however, that 
GM checked with Ford and Chry- 
sler before suggesting the revised 
bill, and found those companies will- 
ing to go along 
with the idea. 
Potter, of course, | 
introduced the 
new bill with no} 
hope of getting | 
action during the | 





waning session. 
Rather, he wanted | 
to give both man-| 
ufacturers and 
dealers something 
to mull over be- 
fore the new Congress convened in| 
January. Whether NADA likes the 
“GM bill” or not, the bill will have | 
to be reintroduced in the new Con- | 
gress before action can be taken. 


NADA leaders are mulling hard 
right now. With time so short, | 
the Executive Committee can be 
expected to come up with a work- 
ing draft of a bill for presentation 
to the membership at large. This | 
would give members time to reg- | 
ister approval or disapproval of 
a NADA proposal before the as- | 
sociation’s next Board of Direc- | 
tors meeting, set for mid-Decem- 
ber in Washington. 


W hile anxious to get members’ 
opinions, NADA leaders presum- 
ably believe that a solid majority 
of dealers are in favor of some 
sort of territory security arrange- 
ment. 


A recent issue of the trade 
group's official publication, NADA 
Magazine, devoted a front cover 
and ten pages to “the case for pro- 
tected territory.” Among the seven 
dealers who contributed arguments 
for protection was NADA First 
Vice-President Birkett L. Williams, 
the man expected to guide NADA's 
activities from the president's chair 
during 1959. If there are any good 
arguments against protected terri- 
tories, NADA Magazine failed to 
include them. 


In a lead editorial, NADA Execu- 
tive Vice-President Frederick J. 
Bell wondered: “Can any rugged | 
hard-working American business- 
man oppose the concept of reason- | 
able return on an investment risk?” | 
If that is the only question involved | 
in the territory security contro- 
versy, Bell isn’t likely to get many 
negative answers from the dealers 
of this country. 


Glass and Profits 
EPENDENT auto and fiat- 
glass dealers also are worried 
about getting a reasonable return 
for their labor and investment. Pub- 
lic hearings on their competitive 
problems will be reopened on Oct. 9 
by the Monopoly Subcommittee of 
the Senate Small Business Com- 
mittee. 

At the first session of hearings, 
held last July, flat glass dealers 
complained of three principal prob- 
lems: 

1. Competition at all resale levels 
by one of their most important sup- 
pliers, Pittsburgh Plate Glass Co. 

2. Competition at lower whole- 
sale and retail levels by independ- 





William Uliman 


3. Competition through increasing 
auto replacement glass distribution 
and installation services by auto- 


mobile manufacturers and their 
franchised new-car dealers. 

Senator Russell B. Long, Louisi- 
ana Democrat and subcommittee 
chairman, said that hearings Oct. 
9-10 will permit auto makers, glass 
producers and glass jobbers to reply 
to the complaints of the small- 
business glass dealers. The Depart- 
ment of Justice and the Federal 
Trade Commission have been in- 
vited to testify. 

General Motors, Ford, and Chry- 
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sler also have been invited to tes- 
tify, with tentative appearances set 
for Oct. 10. 

Long stated that the study of 
flat-glass distribution is only the 
first phase of a comprehensive in- 
vestigation of a marketing system, 
now used in several industries, 
called “dual distribution.” That 
term, he said, is applied to com- 
petition by manufacturers with 
their customers at the resale level. 
He added that it is also applied to 
competition by jobbers and distrib- 
utors with their customers at lower 


resale levels. 
> = * 


The World’s Autos 
7 rest of the world is gaining 
in motor vehicle registrations 
faster than the U. S., according to 
a new report of the Automotive and 
Transportation Equipment division 
of the Department of Commerce. 
The news isn’t too surprising, 
considering that the United States 
is already pretty full of cars, 
while the rest of the world isn’t. 
While the U. S. gain as of Jan. 
1, 1958, was slightly less than 
three percent over 1957, compared 





Missouri Auto Men 
Help on Time-Sales Bill 


KANSAS CITY.— Auto dealers 
and executives of dealer groups 
are members of a committee of 
businessmen organized to draft a 
model time-sales measure for 
presentation to the Legislature in 
January. 

Jerome Scott jr., Scott Motors 
(Lincoln-Mercury-Edsel), is chair- 
man of the group. Other automo- 
tive men on the committee in- 
clude Irv F. Jordan, St. Louis 
dealer; E. M. Hayward, Greater 
St. Louis Automotive Assn.; W. 
W. Egelhoff, Motor Car Dealers 
Assn. of Kansas City; Clint F. 
Coons, Henry Andrae and James 
A. Gorman, Missouri Automobile 
dealers’ Assn. 





with a worldwide gain of 5.59 per- 
cent, this country continues to 
hold a wide lead in registrations, 
with 62 percent of all vehicles 
registered in the world. 


108 million, with the U. S. account- 
ing for more than 67 million of 
them. Great Britain is second, with 
about 6 million, followed by France, 
with more than 5 million. Canada 
ranks fourth, with 4.4 million; the 
Soviet Union is fifth, with 3.3 mil- 
lion, and Western Germany is sixth 
with nearly 3.2 million. 
= > + 


Traffic Conferences 


TATE legislators will attend four 

regional conferences this fall 
sponsored by the President’s Com- 
mittee for Traffic Safety and the 
Council of State Governments. Four 
lawmakers and one legislative staff 
member will be invited from each 
participating state. 

Dates and places for the re- 
gional meetings are: Oct. 7-10, At- 
lanta; Nov. 9-12, Boston; Nov. 
30-Dec. 3, Chicago, and Dec. 7- 
10, Salt Lake City, Utah. 
Commenting on the need for the 

conferences, J. W. Bethea, executive 
secretary of the President’s Com- 
mittee, said that “it will be helpful 
to the individual legislators, as well 


|as to the states they represent, to 


Total world motor vehicle regis-| have presented to them the basic 
tration today stands at more than| facts of the traffic situation.” 
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Firestone’s launching 59 models | « 





A spectacular new cord material, TYREX, 
gives you the greatest combination for safety, 


NEW TYREX CORD 


DELIVERS THESE EXTRAS! 


1. Longer Mileage 
2. Easier Rolling 
3. Saves Gasoline 


4. Smoother Ride 
5. Greater Safety 





6. Quieter Operation 


The spectacular new Firestone De Luxe Champion, with both 
TYREX cord and Firestone Rubber-X, earned its rave notices 
the hard way. Months of laboratory and test-track punishment 
proved it. World-famous automotive industry research facilities 
proved it again. Millions of test miles on back road and turnpike 


made it official. 


New Firestone Rubber-X is tough, rugged and long wearing. New 
TYREX is the strongest cord material ever used in standard 
original equipment tires. Exhaustive tests prove TYREX cord 
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TorqueFlite on All Firedomes.. . 


‘Extras’ Standard on °59 DeSoto 


What's New: 


Swivel seats... pushbutton 
heater ... new grille and front 
end .. . restyled side trim... 
Lustre-Bond enamel... air sus- 
pension .. . major options added 
to standard-equipment list: 
TorqueFlite on Firedome; power 
steering and power brakes on 
Fireflite; power steering on 
Adventurer. 

= + « 


eSOTO dealers from throughout 

the U. S. previewed their 59 
models last week at a national 
dealer announcement meeting in 
Detroit which ended with a mass 
driveaway of more than 1,500 of 
the new units. The cars will go on 
sale Oct. 24. 

The new models retain the 
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which is set over a massive inte- | Fireflite series, and power steer- 


grated two-section bumper. 


A long horizontal air scoop di- 
vides the upper and lower sections 
of the bumper. The dual headlights 
are eyebrowed, and a new sculp- 
tured roof line on four-door hard- 
tops is said to add 3% inches of 
legroom and 1% inches of head- 
room. 

+ = € 
UNNING the length of the car 
is a broad, spearlike color sweep 
which is available with a fluted 
anodized aluminum insert. 

DeSoto again has 18 models—16 
in the Firesweep, Firedome and 
Fireflite series plus the sporty Ad- 
venturer hardtop and convertible. 
Several items which formerly were 
extra-cost options have been made 
standard equipment on the top 
lines. 

TorqueFlite automatic trans- 


high fins and the three-tiered tail | mission now is standard on Fire- 
lights which have become DeSoto | domes; power steering and power 
trademarks. There is a new grille | brakes have been added to the 


ing to the Adventurers. 
TorqueFlite continues to be stan- 
dard on Fireflites and Adventurers 
and power brakes on Adventurers. 
Padded instrument panels now 
are standard on the three top lines. 
Other extras which have becom 








e 
standard on certain models include| DeSoto Firedome 4-Door Hardtop— 
TorqueFlite automatic transmission has been made standard equipment on DeSoto's 
Firedome models for ‘59. All models have new side trim, and a new sculptured roof 
line on four-door hardtops has increased legroom 31 inches and headroom 1% inches. 


wheel covers, plastic steering wheel, 

carpets, airfoam seat cushions, 

color-sweep molding, electric clock, 

handbrake warning light, backup 
lights and windshield washers. 

om = * 
O new features this year are 
swivel seats and pushbutton 


heater and air-conditioner controls.| Cruise air suspension. 


Each of the swivel front seats 
pivots outward in a 40-degree angle 
to facilitate entry and exit. 
After opening the car door, the 
seat is unlatched by a lever on 
the seat frame, allowing it to swing 
outward. When the seat is returned, 
it latches in place automatically. 
Five pushbuttons replace the 


* * * 


* * * 


levers and controls of the heating | dims the bright lights for the safety 


and air-conditioning systems. 

Another new option is Level- 
Rear air 
springs, in combination with metal 
springs, give a level ride under all 
load conditions. 

Two additional safety options are 
an electric-eye rear-view mirror 
with a photoelectric cell which ad- 
justs the mirror automatically for 
the bright lights of following ve- 
hicles. An automatic beam changer 





on a great new kind of tire! 
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together with FIRESTONE RUBBER-X, 
strength and long mileage youve ever known! 


offers added safety at high speeds—helps hush road noise with 
a new softer ride. Tests prove this new kind of Firestone tire, 
with Firestone Rubber-X and TYREX cord, stands up, performs, 
and protects you and your family mile after mile. 

These new Firestone De Luxe Champion tires are standard equip- 
ment on leading new 1959 models. You can get them for your 


present car, at regular prices and on convenient terms, at your 
nearby Firestone Dealer or Store. Stop in for full details about 


Firestone Rubber-X and TY REX cord, the big news in tires today. 





Firestone 


BETTER RUBBER FROM START TO FINISH . 
Copyright 1958, The Firestone Tire & Rubber Company 


Enjoy the Voice of Firestone en ABC television every Monday evening 


of oncoming vehicles. 
* * * 

OR ’59, DeSoto offers 26 Lustre- 

Bond super enamel paints in 
190 two-tone combinations. The 
company said the new colors have 
up to twice the durability and fade 
resistance of previous finishes. 

For the first time, the Adven- 
turer engine is available through- 
out the line. This power plant 
develops 350 horsepower at 5,000 
rpm. and 425 pounds-foot of 
torque at 3,600 r.p.m. 

All DeSoto Turboflash engines 
have compression ratios of 10 to 1. 
The Firesweep version displaces 361 
cubic inches, and the units in the 
top three series displace 383 cubic 
inches. 

Last year, DeSoto used a 350- 
cubic-inch engine in the Firesweep 
and 36l-inchers in the Firedome 
and Fireflite. 

Horsepower ratings for '59 are: 
Firesweep, 290, up from 280; Fire- 
dome, 305, up from 295, and Fire- 
flite, 325, up from 305. 


All models are 78.7 inches 
and two-door hardtops are 55 
inches high. 

7 . 7 
== is DeSoto’s model lineup 
for ’59: 

Firesweep—four-door sedan, four- 
door hardtop, two-door hardtop, 
convertible, four-door two-seat sta- 
tion wagon and four-door three-seat 
station wagon. 

our-door sedan, 
four-door hardtop, two-door hard- 
top and convertible. 

automatic transmission is stan- 
dard equipment. 

Fireflite—four-door sedan, four- 
door hardtop, two-door hardtop, 
convertible, four-door two-seat sta- 
tion wagon and four-door three- 
seat station wagon. TorqueFlite, 
power steering and power brakes 
are standard equipment. 


Adventurer—two-door hardtop 
and convertible. TorqueFlite, power 
steering and power brakes are 
standard equipment. 


Indiana Officials 
See Safety Test 
Of Speed Control 


INDIANAPOLIS. — Perfect Circle 
Corp. took over the Indianapolis 
Speedway to demonstrate safety 
features* of its speed control, the 
Speedostat. 

The demonstration was held by 
Lt. Gov. Crawford Parker and 
members of the Governor’s High- 
way Traffic Safety Committee. 

Ralph R. Teetor, former Perfect 
Circle president and inventor of the 
Speedostat, explained its operation. 
Then each committee member took 
a car equipped with a on 
a test run around the 2%-mile 
track. 

Perfect Circle introduced the 
Speedostat last year and it appeared 
as optional equipment on 1958 Im- 
perial and Chrysler cars under the 
name of Auto-Pilot. It will be avail- 
able on the 1959 Cadillac under the 
name of Cruisecontrol, William B. 
Prosser, Perfect Circle president, 
told the committee. 

Teetor, who spent several years 
developing the speed control, said 
the Speedostat makes it possible to 
observe speed limits without keep- 
ing an eye on the speedometer, and 
permits fuel economies and greater 
ease of driving. 


On ee ee NEWS, SEPTEMBER 29, 1958 


(Established in 1925) 
Published Every Monday by 
SLOCUM PUBLISHING COMPANY, INC, 
DETROIT 26, MICH. 

Cable Address—AUTNEW, Detroit 


2666 Penobscot Bidg. Telephone WOodward 3-0495 
Washington Los Angeles San Francisco 
912 Colorado Bldg. 6000 Sunset Bivd. 681 Market St. 
National 8-4303 HO 3-4/11 DO 2-8547 


Publisher—George M. Slocum (1889-1949). 
Chairman of the Board—Mrs, George M. Slocum. 
Editor & General Manager—Pete Wemhoff. Editorial Director—Robert M. Finlay. 


Service & Truck Editor—J. C. Weed; News Editor—Maynard M. Gordon. 
Associate Editor—Robert M. Lienert; Engineering Editor—Joseph M. Callahan. 
Washington Bureau Chief—William Ullman. 


Editorial Associates—Martin L. Whitmyer, Frank Gawronski, John K, Teahen jr., 
Kenneth C, Kelley jr., John E. Walsh, Agnes Stewart, Jean Uhnavy. 


Business and Advertising Manager—Richard L. Webber. 


Advertising: New York—Edward Kruspak, Advertising Director, Ray Billingham and Howard 
Bradley jr.; Chicago—J. Goldstein, Manager, and William Gallagher: Michigan-Ohio— 
‘William R, Maas and Roy Holihan: Los Angeles—Robert E. Clark; 

San Francisco—Jules E. Thompson. 


Promotion & Research Director—Jared W. Finney, Advertising Production—Carol LeVeque, 
Manager; Beverly McLaughlin, Assistant. 


Office Manager—Eleanore Whalen; Circulation Dept. Manager—Lucy Matney, 
Classified Advertising Dept. ‘Manager—Eileen Parsons; Mechanical 
Superintendent— amuel Pinkis. 


RESIDENT CORRESPONDENTS: Akron—Joe Kuebler; Albuquerque —John D. McKee; 
Atlante—E. C. Bash: Atlantic City—F. W. Schwarz; Balitimore—Kate Savage; Birmingham: | 
Ala. — Stuart Riddle; Boston — Guy Livingston; alo—G. E. Toles: Chicago—Wm. M. 
McCarty: Cincinnati—Frank Kappel: Cleveland—Sanford Markey: Colurbus—Justin Henley; 
Dalias—C. K. Cates: Denver—ira Alexander; Des Moines—F. W. Lazell; Harrisburg—George 
Shelley: Houston—Ruby Fenoglio; Indianapolis—C. L. Kern: Jefferson City—L. H. Houck; 
Little Rock—Inez McDuff: Los Angeles—Slim Barnard, William Carroll: Louisville—A. W. 
Williams; Lowell, Mess Charles Sampas; Madison— John Wyngaard: Manchester, N. H.— 
Guy Langley; Marthaville, —E. £. Gentry; Miami—G. S. Connell: Minneapolis—Donald 
L Montgome Ala. ° William Lynn; New Jersey—Bethune Jones; ‘New a 
Hebert: New York City—Ed Brown; Oakiand, Calif.—Steve Still; Oklahoma —— 
Risen: Omaha—A. R. seaeens Pawtucket, R. 1.—T. L, Forbes: Philadelphia—Allen Sommers: 
Phoenix—Sheldon A Enge burgh—L. M. Leffingwell: Portiand, Ore.—E. W. Peterson; 

— Ruth eSdy Rochester, N. Y.— William Hackman: Salem, Ore. —F. K: 

Haskell; Salt Lake ot Sees: Valentine, W. F. Smiley; San Antonio—J. H. Reed: aon Fran- 
cisco—Leon Pinkson: Seattie—Martin Trepp: South Bend—L. E. Dunkin: Spartanburg, Cc 
L. D. Bray: Sprin id, .—C. C. Hall; St. Louis—Sam X, Hurst; Tacoma—Robert ame 
Wamego, Kans.—G. M. Hunholtz. 

FOREIGN CORRESPONDENTS: European Correspondent—George L. Glaser: Brussels, Bel- 
Need Ashton; Lethbridge, Alberta—G. A. Yackulic: London, Eng.—F. C. Livingtone: 

City—Douglas ‘Grahame: Milan, Italy—Antonio Giordano: Montreal—Jules Larochelle: 
Paris—Henry Altimus: Sydney, Australie —H. Bowden Fletcher: Tokyo—Stuart Griffin: Toronto— 
dames Montagnes: Vancouver, 8. C.—F. H. Fullerton. 


Chicago 
360 N. Michigan 
State 2-6273 


New York 
51 E. 42nd St. 
MU 7-687! 


Subscription: United ‘States and Canada, one year $8, two years $/4. 
All other countries one year $12. two years $20. No Free List. 
Copyright, 1958, Slocum Publishing Co., "ine. All Rights Reserved. 


Entered as epeand-ciens matter Post Office, Detroit, under Act of March 3, 1879. 
Member of Audit Bureau of Circuations and the Associated Business Publications. 
Advertising Rate: See Standard Rate and Data, or write for rate card. 


AUTOMOTIVE NEWS PLATFORM 

1 !. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
1 2. Every dollar 
governments, appli the building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U. S. 

i on em oe Ey Am ayy hp 
else in the world. 


| 





Imports to Continue 


os “Guide to Import Cars,” which highlighted our Sept. 
22 issue, stirred up much comment. It is obvious that 
there is great interest in import cars among auto dealers. 


Indications are that import cars will take a continuing 
and substantial place in the American auto market. This, 
we believe, will be a stimulating thing for the market and 
the industry. 

The imports offer the American car buyers considerable 
choice beyond that offered by the American makers. And 
we have a hunch that this situation will continue. 


In our opinion, some have overestimated the significance 
of the increasing sales of foreign cars. They think it indi- 
cates a rejection of the American concept of more comfort 
and greater performance. 


We believe the 1959 market will demonstrate the fallacy 
of such a view. 


Yet, at the same time, we believe that the American car 
market is of such magnitude that it will support a strong 
import market. 


A Word to Heed 


: hgew auto industry has been moving into a brighter eco- 
nomic position for the last few weeks, and now the new 
Ford-UAW contract gives promise of general labor peace. 


In the midst of cheer, however, comes a warning note 
from a veteran dealer, David G. Reese, of Drexel, Pa. 
While Reese is confident of the long pull, he is urging 
dealers to analyze every deal through the medium of ex- 
pense control. 


Whether the year ahead is good or bad, Reese’s advice is 
always good: 


“Have the guts to say no to unprofitable transactions.” 


| 
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on and oil taxes, collected by states and federal | 
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Dealer Conventions 


Oct. 19-2i—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 
Oct, 25-27—Arkansas Automobile Dealers 
Assn. Hotel Arlington, Hot Springs. 
Oct. 27-29—New Jersey Automotive Trade 
Assn. Chalfonte-Hadden Hall Hotel, 

Atlantic City. 

Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 

Nov. !2—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. 16-I8—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 

Nov, 16-18—National Independent Auto- 
mobile Dealers Assn., Edgewater Beach 
Hotel, Chicago. 

Dec. 3—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Dec, 9%—Milwaukee County Automobile 
Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 

Jan. 31-Feb. 4—National Automobile 
Dealers Assn., Chicago. 

Feb. 22-23—Louisiana 
Assn., Roosevelt Hotel, New Orleans. 
March 15-17—Automobile Dealers Assn. 

of North Dakota, Bismarck. 

May 17-19 — Idaho Automobile Dealers 
Assn., Boise. . 


utomobile Dealers 


> > 
Auto Shows 


Sept. 26-Oct. 4—Commercial Motor Show, 
Earls Court, London. 

Oct. 2-12—Paris Auto Show, Grand Palais, 
Paris. 

Oct. 419—Texas State Fair Automobile 
Show, Dallas. 

Oct. 22-Nov. i—Motor Show, Earls Court, 
London. 

Nov. 5-16—Turin Auto Show, Turin, 

Nov. 13-22—Burlingame-San Mateo Auto 
Show, Hillsdale Shopping Center, San 
Mateo, Calif. 

14-23—Los Angeles Auto Show, Pan 
Pacific Auditorium, Los Angeles, 

Nov. 21-30—St. Louis Auto Show, St. Louis. 

Nov. 22-29 — Philadelphia Auto Show, 
Philadelphia 

Nov. 22-30—Detroit Auto Show, Artillery 
Armory, Detroit. 

Nov. 25-30—Spokane Auto Show, Spokane 
Coliseum, Spokane. 

Nov. 29-Dec. 7—Houston Auto Show, Sam 
Houston Coliseum, Houston. 

Jan. 9-1@—Midwest Auto Show, Municipal 
Auditorium. Minneapolis. 

Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Jan. 17-25—Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 
Jan. 22-27—Tampse Auto Show, 

Hesterly Armory, Tampa. 

Jan. 25-Feb. !—International Foreign and 
Sports Car Show, Dinner Key Audi- 
torium, Miami. 

Jan. 31-Feb. 7—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N_ Y. 

Feb. 7-14—Milwaukee Automobile Show, 
Arena and Auditorium, Milwaukee. 

Feb. 19-23—Albuaquerque Auto Show, State 
Fair Coliseum Bidg.. Albuquerque, 

Feb. 27-March 8—!959 World Wide Auto 
Show, Miami Beach Exhibition Hall, 
Miami Beach. 

Apr. 6&I!!—Denver Auto Show, 
Auditorium, Denver. 

. 


Italy. 


Fort 


Denver 
* 


General 

Oct. 2-4—I2th Annual Convention, North- 
west Automobile Dealers Parts & Serv- 
ice Managers Assn., Chinook Hotel, 
Yakima. 

Oct. 6-8—Truck Body & Equipment Assn., 
Inc., convention - exhibit, Ambassedor 
Hotel, Atlantic City. 

Oct. 13-19 — International Foreign Car 
Show, Mechanics Exposition Bidg., Bos- 


ton. 

Oct. 16-22—GM Motorame, Waldorf-As- 
toria Hotel, New York. 

Oct. 22-24—13th Annual Technical Conven- 
tion, American Society of Body Engi- 
neers, Rackham Memorial Bidg., Detroit. 

Oct. 27-29 — National Lubricating Grease 
Institute's 26th annual meeting, Edge- 
water Beach Hotel, Chicago. 

Nov. 3-6—Automotive Warehouse Distrib- 
utors Assn., Inc., Muehlenbach Hotel, 
Kansas City, Mo. 

Nov. 8-16—GM Motorama, Nationa! Guard 
Armory, Boston. 

Nov. 16-2i—American Trucking Assn. An- 
nuel Convention, Miami Beach, Fla. 
Jan. 2%-28—T ruck Trailer Manufacturers 
Assn., Hollywood Beach Hotel, Holly- 

wood, Fla. 

Jan. 31-Feb. 4—National Automobile Deal- 
ers Assn.. Equipment Show, Chicago. 
Feb. 2-5—Automotive Accessories Manu- 
facturers of Aeseree Exposition, New 

York Coliseum, N. 

Feb. 2-5 — 32nd Automotive Accessories 
Mfgrs. of America Exposition, New York 
Coliseum, ~ 

Feb. 15-17—Motor and Equipment Whole- 
salers Assn.. National Convention, Con- 
rad Hilton Hotel, Chicago, 

Feb. 18-2/—i959 International Automotive 
Service Industries Show, Navy Pier, 
Chicago. 

March 12-15— Pacific Automotive Show, 
Brooks Hall, San Francisco, 


20 Years Ago... 


Automotive Cartoon 


Of the Week 
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Dealer ‘Strike’ Proposed 





|AGAIN THREATENED FORD 
|\MOTOR WITH A STRIKE IN 
\THE EVENT FORD MOTOR 
\DOES NOT COME TO UAW 
| TERMS, I THINK IN THE PUB- 
LIC INTEREST ALL CHRYSLER, 
|GM AND INDEPENDENT DEAL- 
| ERS SHOULD CANCEL EVERY 
'1959 UNIT ORDER WITH THEIR 
FACTORIES UNTIL ALL FAC- 
TORIES HAVE WORKED OUT 
|AN AGREEMENT WITH THE 
UAW THAT IS IN THE BEST 
lIINTEREST OF THE PUR- 
| CHASER. 


MY VIEWS AND WIRE THEIR 
'FACTORIES ACCORDINGLY. A 
|\COPY OF THIS WIRE IS GO- 
‘ING TO FORD MOTOR, CHRY- 
ISLER CORP., AMERICAN MO- 
|TORS AND STUDEBAKER- 
PACKARD. 

HERE IS THE MESSAGE SENT 
TO ED COLE, GENERAL MAN- 
AGER OF CHEVROLET: 

I AM OF THE FIRM CONVIC- 


BEST INTEREST OF AUTO- 
BUYING PUBLIC TO HAVE MR. 


AS A TARGET TO COME TO 
TERMS OR ELSE A STRIKE 
NEXT WEDNESDAY. 

FOR THIS REASON I HERE- 
BY CANCEL ALL MY 1959 CHEV- 





The Big Stories 


A joint study made by the American Society of Planning Officials 
and the International City Managers’ Assn. in 1938 revealed that in- 
creasing traffic congestion in American cities and towns “is leading to 
a definite trend for the municipal use of underdeveloped land near 
business districts for off-street parking of motor vehicles.” 

Legislation to set minimum requirements for gasoline to protect 
motorists from inferior grades, especially during price wars, was 


advocated in Michigan. 


Crosley Radio Corp. stockholders met in 1938 to consider a proposed 
amendment of incorporation articles to permit the company’s possible 
entrance into the automobile field. Entry of Crosley into the automo- 
tive field with a light car “has been rumored for some time.” 


—From the files of Automotive News. 


‘Pre-Pact Message ..... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


SINCE MR. REUTHER HAS) 





TION THAT IT IS NOT IN THE|© 


REUTHER USE FORD MOTOR); 


ROLET ORDERS. THESE OR-|’ 
DERS TO BE REINSTATED 


“On your mark... get set... go!” 


9 


given to unsigned 


WHEN FORD, CHRYSLER, GEN- 
ERAL MOTORS HAVE REACHED 
AN AGREEMENT WHICH WILL 
BE IN THE BEST INTEREST OF 
THE PUBLIC AND THE AMER- 
ICAN ECONOMY. 


A COPY OF THIS TELEGRAM 
IS GOING TO FORD MOTOR, 
CHRYSLER CORP., AMERICAN 
MOTORS, STUDEBAKER-PACK- 


| ARD AND AUTOMOTIVE NEWS, 


WHO I HOPE WILL PRINT IT 
ON FIRST PAGE OF TODAY'S 
ISSUE ALONG WITH MY TELE- 
GRAM TO AUTOMOTIVE NEWS 
ON THE SUBJECT GIVING 
OTHER DEALERS AN OPPOR- 


I AM OF THE OPINION! TUNITY TO VOICE THEIR OPIN- 


OTHER DEALERS WILL SHARE | 


ION.—Gus Rrrz.arr, president, Hol- 
iday Chevrolet, Chandler, Ariz. 


Sought by FBI 


Eugene Curtis Dudley is being 
sought by the FBI for interstate 
transportation of a stolen motor 


| vehicle... 


On Apr. 2, 1957, Dudley purchased 
a 1954 Ford from a used-car dealer 
in Detroit with 
a check for $900 
drawn on a non- 
existent bank in 
Darlington, S. C. 

This car was 
transported to 
Fayetteville, N. C., 
after Dudley had 
it registered in 
Georgia and was 
a stol- 
< en from Dudl 

E. C. Dudley near Fayetteville 


The car was later recovered in 
Baltimore. 


Dudley is described as having 
blue eyes, dark brown hair and 
a@ pock-marked face. He weighs 150 
pounds and is 5 feet 10 inches tall. 
He is 38. 

He has worked as a car salesman 
and buyer, taxi driver, waiter, 
laborer and nurse. 


Any person having information 
which may assist in locating Eu- 
gene Curtis Dudley is requested to 
notify immediately the Director of 
the Federal Bureau of Investiga- 
tion, United States Department of 
Justice, Washington 25, D. C., or 
the special agent in charge of the 
nearest FBI field office. — Fepgsrsu 
Bureau oF INVESTIGATION. 
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Aluminum Interior "Trim 


adds colorful, lasting, 







The Finest Products 
Made with Aluminum 





sales-appealing beauty 
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New Aluminum 

textures and finishes 
DACA NORCENT osm lie 
manufacturing advantages 


Reynolds Aluminum “gleam of gold’’ and 

“look of sterling” are currently adding lasting, 
sales-appealing beauty in both interior and 
exterior applications. Now—for still broader 
interior use in instrument panels, seat skirts and 
many trim parts—a variety of attractive new 
textures and finishes are intriguing automobile 
manufacturers. In addition to clear and color 
anodized combinations, contrasting colors can also 
be added through the use of organic finishes. 


These aluminum parts will not rust, chip, pit, 
peel or flake. They create customer appeal... 
assure lasting beauty .. . increase design freedom 

. . offer a “new look” at modest cost .. . 
permit manufacturing economies. 


On trim applications and on countless other 
decorative or functional applications, Reynolds 
Aluminum Specialists will be glad to work with 
you to help you get the very most from the 
aluminum you use. For details on this service and 
on aluminum mill products or fabricated 
aluminum parts and trim, call your nearest 
Reynolds Office. Or write Reynolds Metals 
Company, Fisher Building, Detroit 2, Michigan or 
P.O. Box 2346-MU, Richmond 18, Virginia. 


NOTE: Before you buy any part—have it designed and 
priced in aluminum. Basic material costs do not 
determine part costs. New techniques and processes — 
applicable only to aluminum—can give you a better 
product at a lower final cost. 
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Aluminum door panel trim, 
scuff plates 
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Reynolds Aluminum 


the metal for automation 
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°59s Have New Bodies and Engines bie.4y 


Oldsmobile Has ‘Linear Look’ 


What's New: 


New body .. . two new engines 
- increased glass area .. . 
wraparound rear window in four- 
door hardtops . . . “Magic-Mirror” 
finish . . . stronger, wider frame 
...+ Wider tread . . . improved sus- 
pension and power steering .. . 
“Air-Scoop” brake design. 
* * aa 
ATURING a new body, two 
new engines, increased glass 
area and many mechanical improve- 
ments, the ’59 Oldsmobiles will go 
on display in dealer showrooms Fri- 
day (Oct. 3). 

Oldsmobile says the clean, sculp- 
tured lines of its new offerings 
impart the “Linear Look.” They’re 
the “most distinctively different 
models in our 6l-year history,” 
according to V. H. Sutherlen, gen- 
eral sales manager. 

This year’s “88” and Super 88 

models are 10 inches longer than 
last year’s, and “98” models are six 


inches wider. 

Oldsmobile’s new styling begins 
with the rectangular-patterned alu- 
minum grille which is recessed 


leading edge of the bumper. The 

dual headlights are set in the grille, 

and the parking lamps are located 

between each pair of headlamps. 
> a > 


——— twin booms sweep 
the length of the body and serve 
as the key area for this year’s two- 
tone treatment. 

Showroom visitors will note that 


the only side ornamentation is a 
> > 7 





Looking at the "59 Olds— 


The ‘59 Oldsmobile has a rectangulor- 
patterned grille which is recessed under 
the hood line and set well behind the 
Jeading edge of the bumper. The circular 


selves have been lowered to provide better 
visibility. 


if eB 


Glass Area Increased— 


Wrapover windshields and rear windows that extend into the roof have increased 


Oldsmobile’s glass area up to 36 percent. 


the rear window is heat-resistant, amber-tinted glass. Oldsmobile says this special 


glass keeps out 84 percent of the sun's 


Super 88 Station Wagon— 


For ‘59, Oldsmobile offers a four-door station wagon in the “88" and Super 88 
series. Storage area has been increased up to 13 percent, and a new roll-down rear 
window provides easier access to the cargo compartment. An extra-cost option is a 
power-operated rear window that can be actuated from inside or outside the car. 


inches longer. All models are two 


under the hood line and behind the | 





slim molding that extends from the 
headlights to the midpoint of the 
body—a radical departure from the 
heavily chromed ’58. 


Glass area has been increased 
up to 36 percent this year through 
the adoption of wrapover wind- 
shields and rear windows that 
flow into the roof. Four-door 
hardtops have General Motors’ 
new flat roof, and the rear win- 
dows of these models wrap 
around the car from door to door. 
The huge rear window (1,792 
square inches) on two-door hard- 
tops is of heat-resistant, amber- 
tinted glass. Oldsmobile says this 
|special glass keeps out 84 percent 
|of the sun’s heat rays and cuts 
| glare by 78 percent. 

* * > 

LL models have four inches 

more shoulder room, while rear- 
seat legroom has been increased 
four inches in Series 98 models and 
| one inch in others. Trunk space has 
|been boosted up to 64 percent. 

Electric windshield wipers are 
standard on all models, and a new 
|combination dome and reading 
lamp may be adjusted so that light 
does not interfere with the driver. 

All models have GM’s new 
“Magic Mirror” finish. Oldsmobile 
| Offers 15 solid colors and 81 two- 
tones. 


| Oldsmobile has two new engines 
\for 1959. Powering the “88” series 
is a 270-horsepower unit that dis- 
|places 371 cubic inches and has a 
compression ratio of 9.75 to 1. In 








|the Super 88 and “98,” a 394-cubic- 
jinch engine develops 315 horse- 


power. Compression ratio is the 
same 
> > o 


os company said operating 
economy of both engines has 
been improved through better car- 
buretion, more efficient “freer” 
breathing and a new automatic 
split-choke system that reportedly 
increases fuel economy especially 
during warmup in cold weather. 


According to Oldsmobile, ride | 


and cornering characteristics 


have been improved through use | 


of a stronger and wider X- 
member frame, wider front and 


rear tread, new double-acting | 


front suspension, new rear springs 
and wider-base rear suspension. 


A new type of rotary control | 


valve with increased sensitivity and 
response has 
power steering unit. This means, 


parking lomps cre located between the | the company said, that as little as 


dual headlights, and the headlamps them- one pound of pressure is needed for 


and never more 
> > 


normal driving 
* 


In twe-door hardtops, like this Super 88, 


heat rays and cuts glare by 78 percent. 


as that of the smaller unit.) 


been added to the) 
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than 2% pounds under difficult 
parking situations. 

New “Air-Scoop” brakes on all 
four wheels are said to improve 
brake cooling extensively and re- 
duce fade and lining wear. The| 
lower operating temperature, Olds- | 
mobile said, is made possible by a| 
design “which literally scoops air 
| into the brake drums.” | 
* * * 


oo are larger brake cylinders 
at each wheel, meaning that 
less pedal effort is required to slow 
or stop the car. 

Series “88” and Super 88 models 
jare built on a 123-inch wheelbase 
}and measure 2184 inches from 
| bumper to bumper. In the “98” 
| series, wheelbase is 126.3 inches and 
| Overall length is 223 inches. 

All models are 80.8 inches wide. 
Sedans are 56 inches high, and 
hardtops are 54 inches. 


Oldsmobile has 15 models this 
| year, one less than in 1958. Here is 
| the lineup: 
Series 88—four-door sedan, two- 
| door sedan, four-door hardtop, two- 
| door hardtop, convertible and four- 
| door two-seat station wagon. 

Super 88—four-door sedan, four- 
door hardtop, two-door hardtop, 
| convertible and four-door two-seat 
| Station wagon. 

Series 98—four-door sedan, four- 
door hardtop, two-door hardtop and 
convertible. 





THE HOUSTON CHRONICLE 
COLOR STUDY... 
Color in Action 
PROVES CONCLUSIVELY THE EFFECTIVENESS OF 


ROP COLOR 


A COMPILATION OF ALL THE COLORS AND ALL 
SIZES USED IN THE COLOR STUDY SHOWS THAT 
COLOR CONTRIBUTES AN 


80% 
94% 


OVER BLACK AND WHITE 


COMPLETE RESULTS OF THE CHRONICLE 
COLOR STUDY 


Color in Action 


are available now from the Chronicle or your Branham representative 


INCREASE 
IN READERSHIP 


AND A 


INCREASE 
IN RETENTION 





GET RESULTS — ADVERTISE IN AUTOMOTIVE NEWS 














listening more closely tune to the 
programs on the CBS Radio Net- 
work. That’s why Hertz System, Inc. 
reaches a receptive audience here 
for its business and world news re- 
ports by Walter Cronkite, Bob Trout 
and Bill Downs, I2 every week. In car 
rentals or car selling, industry leaders 
place a greater volume of advertising 
on the CBS Radio Network than on 
all other radio networks combined. 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 








‘But High Cost Slows Growth of Market... 


by Joseph M. Callahan 


Some Reflections 

On New Mirror 

_ young engineers can claim 
that they conceived and devel- 

oped a completely new automobile 


accessory that is being introduced 
on five of the '59 cars. 


But that is exactly the credit that | 


is being given to George Platzer, an 
assistant department head at Chry- 
sler Corp. research, who invented 
the Mirror-Matic electronic mirror 
that will be available as an extra 
on the ‘59 Imperial, Chrysler, De- 
Soto, Dodge and Plymouth. 

The Mirror-Matic is a further 
development of the prismatic 
rear-view mirror introduced a 
couple of years ago that can be 
adjusted by hand so as to reduce 
giare on the mirror caused by the 
bright lights of a following car. 

Platzer improved on this mirror 
by having it operate automatically, 
thereby overcoming the principal 
defect in the prismatic mirror— 
the fact that it’s generally just too 
much bother for the benefits gained. 

Of course, Platzer was assisted by 
a number of people at Chrysler Re- 
search and Engineering, particularly 
by Leonard Gaw, a young research 
scientist in Chrysler Corp. instru- 
mentation research, who worked 
out the electronics upon which the 
Mirror-Matic is based. As a matter 
of fact, Platzer and Gaw have 
jointly applied for the patent. 

> > > 


heart of this mirror’s auto- 
matic dipping mechanism is a 
tiny photoelectric cell which “sees” 
through a small aperture in the sil- 
vered mirror surface. Light striking 
the cell generates a small current 
which increases with light inten- 
sity. 

When the light intensity becomes 
great enough to cause annoying 
giare, a current activates a minia- 

(Continued on Page 18, Col, 3) 
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jsoon the AC. 








Better Air Conditioners Coming 


By Joseph M. Callahan 
Engineering Editor 
UTO air conditioners, which 
have undergone an evolutionary 
improvement in the last couple of 
years, will be advanced further in 


|}a number of important respects 


during the next few years. 

How rapidly these improvements 
come will largely depend on how 
(air-conditioning) 
market catches up with the rosy 


|future that has been frequently 
| predicted for it. 


While A.C. sales of 650,000 units 
were widely predicted for the '58 


model year, actual sales only | vaporized by spraying it into the| 


amounted to about 350,000. Half 
of these were factory-installed 
units and the other half were 
“hang on” units installed by deal- 
ers or independent air conditioner 
manufacturers. 

The less efficient but cheaper 
hang-on units are built by some 
two dozen independent firms about 
the country, as well as by General 
Motors, Ford, Chrysler Corp. and 
Studebaker-Packard. 

The slowdown in A.C. sales does 
not constitute a public rejection of 
automobile air conditioning. This is 
best proven by 1958 sales figures 
which show that 5 percent of all 
new ‘58s had A.C., compared to 
only about 4 percent of the new 
‘57s. Of course, factory new-car 
sales were considerably higher in 
1957, explaining the sale of some 
420,000 A.C. units that year. 

> o > 
C= independent A.C. distributor 
summed up 1958 by saying: 
“This year we were the victims of 
a cooled-off economy, as well as a 
cool summer in many parts of the 
country.” 

While this appears to be rather 
early to sum up ‘58 sales, it can 
be done in the air conditioning field 
because a large percent of the sales 
is concentrated in the summer 
months. 

This distributor added: “June 
is the key month. If it’s hot in 
June a lot of people will order 
air conditioning for July and 
August. If it’s cool in June and 
hot in July and August, most 
people will postpone the buying 
of air conditioning.” 

An automotive air conditioner 
consists of three major parts—a 


compressor, a condenser and an 
” > * 


Pe a 


Corp.'s New Air Conditioner-Heater— 


Here is the new air-conditioning and heating system that will be introduced in the 
1959 Chrysler Corp. cars. It features a pushbutton control panel and new adjustable 


evaporator. The car is cooled by, 


circulating Freon 12 in these units 
through a series of tubes. 
The compressor, actuated by a 


the Freon to draw the heat out of 
|the air that is being forced past 
|the coil by a fan. Suddenly, a cool 
blast of air hits the passenger com- 


belt from the crankshaft, transfers| partment, and the Freon returns 
the Freon from a low-pressure tube | to the compressor to resume its cir- 
into a high-pressure tube, increas- | culating. 

ing its temperature as well as its} Many A.C. boosters have pre- 
pressure. Next, it goes to the con-| dicted that air conditioning soon 
| denser in front of the radiator) would catch on like car radios and 


| where the vaporized Freon is 
| cooled, thereby converting it to 
| fluid Freon. 

| . « * 

| TTHEN the Freon goes to the 
evaporator (usually under or 
|forward of the dash) where it is 


evaporator coil. This action causes 


Kelley Expiains— 


Oliver K. Kelley, Buick's chief engineer, 
explains why the engine fan on the ‘59 


Buick protrudes about six inches in front| incompatible accessory that can be| 


of the engine. 
e 


Coal of Engineers aia ie 


| heaters did, and that large-volume 
production would result in simpli- 
| fication and much lower prices, 
| bringing it within reach of almost 
any car buyer. 

That this hasn’t happened is 
obvious from the prices of the 
hang-on units which range from 


$275 to $375 with installation, as | 


| well as the following 1958 prices 
of factory-installed A.C. units: 
A.C. Unit A.C.-Heater 


$430 $53 
477 


| Car 
Buick ... 
Cadillac 
Chevrolet ......... 
Chrysler 
DeSoto . 
Dodge 
Edsel . 

| Ford 
Imperial 
Thunderbird 
Lincoln 


S888 8 


&: S888e 





Incompatible Item 
jeaeacreD price reductions have 
not appeared partly because of 
insufficiently large demand and 
partly because an air conditioner is 
probably the strangest and most 


put on a car. It makes demands on 


To Put ‘Better’ in Buick 


LINT.—It is no secret in tech- 

nical circles that the engineer- 
ing of Buick cars has drawn con- 
siderable criticism in recent years. 
Buick axles, brakes, carburetors, 
transmissions and other components 
have come in for complaints from 
professionals and laymen alike. 


To rebuild Buick’s reputation for 
engineering, top management 
plucked Oliver K. Kelley from the 
GM Tech Center and named him 
Buick chief engineer a year ago. 
The 53-year-old Kelley has 31 years 
with GM, is an MIT graduate and 
probably the nation’s top authority 
on automatic transmissions. 


To help Kelley succeed in his 
mission, he was given a com- 
pletely free hand in the engineer- 
ing department and (what is more 


An outsider, observing the de- 
termination, thoroughness and hard 
work with which Kelley has tackled 
his task in the past year, might 
conclude that he had spent the 
previous 30 years planning what 
he would do when he became the 
chief engineer of his own division. 

In addition to improving the en- 
gineering of each new model, Kelley 
is determined to develop a more 
durable car that will produce more 
valuable used cars and thus make 


5 


trading in less expensive for the 
buyer. 

Kelley put it this way to Avrto- 
MoTivE News: “We want to acquire 
a reputation for durability and 
slickness that will hold up our 
used-car values.” 

. 7 . 
Te ACCOMPLISH these objec- 
tives he has adopted a program 


and often works counter to every 
important component in a car. 


Ideally, an air-conditioned car 
needs a slightly more powerful en- 
gine, generator, battery and voltage 
regulator, plus heavier springs, 
shock absorbers, steering gear and 
brakes, It needs a special radiator, 
fan, muffler, carburetion system, 
window glass (to reduce incoming 
heat), upholstery (vinyl holds too 
much heat), larger tires and nu- 
merous other uncommon compo- 
nents. 

An oft-repeated refrain among 
air-conditioning engineers is, 
“Wait until they design a car for 

(Continued on Page 32, Col. 1) 


Solution Claimed 


For Leaking Seals | 


Is More Resistant 


| ATERFORD, N. Y. — A new 
type of rubber has been dis- 


| New Type of Rubber 
} 


¥ 


‘ 


|covered that may solve a problem 


| that has been growing increasingly 


the steadily rising temperatures of 
current and future transmissions. 

The heavier loads constantly 
being put on the automatic trans- 
missions, plus the desire for the 
| Smallest possible transmission (to 
|reduce the floor hump), had pro- 
| duced a transmission oil heat prob- 
lem that has forced most of the 
auto makers to provide separate 
cooling systems for the transmis- 
sion oil. 

This system consists of a 
couple of lines of tubing connect- 
| ing a pump in the transmission 

to a heat exchanger in the radia- 

tor. The oil is cooled by the 
radiator much like the engine 
water is cooled. 
| Overheated transmission oil pro- 
duces two principal problems. It 
| breaks down chemically, losing its 
effectiveness. It also causes the oil 
seals to deteriorate, resulting in 
| leakage. 

The first problem has been partly 
isolved by the introduction in re- 
j}cent years of transmission fluids 
(Continued on Page 20, Col. 1) 





in the past year consisting of the) 


following 11 steps: 


Step 1. A reshuffling of the en- 
tire Buick engineering staff, until 
almost every major group was 
under the direction of a new head. 
Directly under Kelley is the execu- 
tive assistant chief engineer, Forest 
R. McFarland. 

“The idea,” Kelley said, “is not 
to load him with line responsi- 
bility. It’s so arranged that we 
can go everywhere together. It’s 

‘our’ judgment, not mine. There’s 

four eyes and two minds at work 

on the problems. There’s no sub- 
stitute for mathematical truth. 

“With this system my really im- 
portant convictions are reflected 
continually. Sometimes we have to 
gamble and we have to watch costs, 
of course. But everything is di- 

(Continued on Page 21, Col. 1) 
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New Rubber Excels— 


Oil resistance of General Electric's new 
nitrile silicone rubber (sample on left) is 
compared with ordinary silicone rubber. 
The latter swells, curls, and changes shape 
when exposed to fuels, oils, and solvents. 
These samples were the same size before 
being placed in a jar of jet engine fuel. 


|} serious for automotive engineers—/~ 
how to make an automatic trans- 
mission oil seal that will withstand 7 





One of the many 
wonderful ways that 
plastics serve the 
automobile industry 


LSG) 


As car buyers become more safety- 
conscious, they have many questions 
to ask about automotive safety glass. 
Here are the answers to some of the 
questions your dealers and salesmen 
may be asked about LSG: 


fn Sa 
— 1. Plastics today are 

being used more and more 

in combination with other 

materials for the best 
possible combination of benefits. Laminated 
Safety Glass, in cars for many years, is just 
such a combination. It is literally a “plastic 
glass sandwich” made by bonding two pieces 
of glass with a completely transparent, tough 
sheet of plastic between that holds the glass in 
a tight grip. This sandwich construction 
is easy to identify. Look at any exposed edge 
of a car window or vent made of Laminated 
Safety Glass. You will note what looks like a 
definite “line” along the center of this edge. 
That “‘line” is actually the edge of the plastic 
interlayer. (No “line,” no LSG.) 


2. LSG provides 

“windshield safety.” By 

accepted practice, every 
= + American-made truck or 
car must have a windshield made of Laminated 
Safety Glass. Only LSG passes the rigid optical 
and physical specifications established by the 
American Standards Association. Many car 
manufacturers have extended this “‘windshield- 
safety’’ to their side windows and vents as well. 


3. LSG reduces the 

hazard of flying glass. 

Suppose a rock or another 

sharp object traveling at 
high speed struck a window made of Laminated 
Safety Glass. The force might crack the glass 
but the plastic interlayer would tend to hold 
the pieces together, forming a“‘spider-web”’ of 
cracks from the point of impact. 


; = 4. LSG “cushions” the 


shock of impact. When 

a passenger is thrown 

against a Laminated 
Safety Glass windshield or window, the resilient 
plastic interlayer ‘‘gives”’ and cushions the 
shock. Danger of serious injury from concussion 
is thereby lessened. 


5. LSG won’t “trap” you! 

Suppose you had only 

seconds to get out of 

or into your car, and both 
doors and windows were jammed shut by an 
accident! Laminated Safety Glass can be 
kicked or knocked out of a window frame to 
provide an emergency exit. 





Monsanto 






Monsanto Chemical Company does not make 
Laminated Safety Glass, but it supplies plastic Sor 
the safety layer used by leading glass companies 


in making Laminated Safety Glass (LSG). 
Monsanto Chemical Co., Plastics Div., 
Springfield 2, Mass. 













Skinner Seal Announces 
Line of Controlling Valves 


Skinner Seal Co., 3001 Sutter St., Santa 
Ana, Calif., has announced the availability 
of a line of valves which incorporates its 
static seals. These valves are designed 
fo handle extreme temperatures involving 
fuels, oils, gases and other fluids and 
liquids. 

Shown here is the Skinner Static Spring 
Seal as an integral part of a Skinner 
poppet valve for internal sealing while 
externally the sealing is accomplished 
with individual Skinner Static Spring 
Seals—used between the body and the 
end-piece of the valve. Similar designs 
can be developed for any ported or selec- 
for type valve applications for any kind 
of controlling—manvally, electrically, hy- 
dravlically, or pneumatically. 
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Air Feed for Punch Press 
Handles Coiled Material 


Special Engineering Service, Inc., 8161 
Livernois Ave., Detroit 4, Mich., has an- 






nounced its Ses-Matic line of air feeds 
for feeding coiled meaterials to punch 








presses. 

This. mobile type air feed is designed 
fo be moved from press to press and is 
mounted directly to a bracket on the 
side of the press. The feeds are avail- 
able in three models to accommodate 
stock widths from one to six, 12, 18, 24, 
er 30 inches and stock thickness up to 
090. Stroke length is adjustable from 













one to six, 12, 18, 24, 30, or 36 inches. 
Special models for stock up to 60 inches 


wide are also available. 
* 













Twin Impregnation Units 
Feature Safety Control 


A line of twin-autoclave impregnation 
units, designed with fully automatic 
control for maximum operational safety, 
is available from Prenco Mfg. Corp., 507 
E. Ten Mile Rd., Hazel Park, Mich. 
Designed for economical batch impreg- 
nation of pressure castings of all kinds, 
the machines can be used with either 
plastic or metal oxide type sealing ma- 
terials, it is said. 

Designated the model P-200 series, the 
equipment consists basically of a large 
sealant supply tank, a rim-spray rinsing 
fank and two autoclave type sealing tanks. 
Each unit is complete with dual vacuum 
system, heating elements, motor-driven 
agitator and fully automatic electronic 
controls. Integral platform construction 
provides waist-high access to all controls 
and operating components. 

oe: ® 


Flat-Plate Batteries 


Flat-plate stationary storage batteries, 
designed to meet small-power applications 
in industry at moderate cost and incorpo- 
rating a number of recent engineering ad- 
vances, have been introduced by Exide 








































Industrial division of Electric Storage Bat- 
tery Co., Box 8109, Philadelphia 1, Pa. 
= 


Antirust Compound 


Roto-Finish Co., Kalamazoo, Mich., has 
introduced a neutralizer compound that is 
said to eliminate the rusting and tarnish- 
ing of iron and steel parts after refinish- 
ing. It is a dry, nonabrasive blend of al- 
kaline materials. 



















Power Floor Sweeper 
Introduced by Industrial 


Industrial Sweeper Co., 2508 S. Main| 


St., South Bend, Ind., has introduced a 
hydraulically-driven power floor sweeper, 
called the Hydra-Sweep “51.” 


Equipped with “full floating” brooms, 
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Expanded Line of Flexidynes 
Include 3 Larger Sizes 


An expanded line of Flexidyne dry 
flvid drives and couplings ranging 
capacity from one-fourth to 1,000 horse- 
power, has been announced by Dodge 
Mfg. Corp., Mishawaka, Ind. 


Added to the line are three larger 
sizes and a small size for low horsepower 
applications, An 
dyne is available either as a drive for 
use with V-belts, or as a coupling for 
direct shaft-to-shaft connection. Either will 
deliver up to 200 horsepower at 1,200 
r.p.m., it is claimed, Next larger size is 
the 22CK, available only as a coupling 
and capable of transmitting up to 800 
horsepower at 1,200 r.p.m. Largest of 
the units is a 27-inch coupling, 27CK, 
with a horsepower rating of up to 1,000 
at 900 r.p.m. 








| Angle Finder and Level 
|Combined in One Tool 


18-inch diameter Flexi-| 


from Research Engineering & Sales Co., 
1014 Longfellow, Royal Ook, Mich. 

The Emerson combination has a sym- 
metrically divided protractor with a red 
pointer. A compensating screw allows the 
setting of angles in relation to other 
angles. Computing of fractions is not re- 
quired. 














| 

















Thermoplastic Extruder 
For Higher Production 


A thermoplastic extruder series de- 
signed to meet the higher production 
requirements of the plastics and wire 
| industries has been introduced by Dovid- 
Standard, Division, Frankiin Research 
Corp., 12 Water St., Mystic, Conn. 

Specifically engineered to deliver higher 
s 


| production in each bore size, the D- 





























Hydraulic Impact Wrench 
Introduced by Owatonna 

A hydraulic-operated impact wrench has 
been introduced by Owatonna Tool Co., 
314 Cedar St., Owatonna, Minn. 

The wrench is designed to operate from 
a hydraulic-power source up to 6.5 gpm at 
1,000 psi, which produces about 1,200 im- 
pacts a minute, the company said. 

> * > 


Structural Extrusion Ingot 
Introduced by Aluminum, Ltd. 


Lid., has introduced Alcon 
B51S, an extrusion ingot, which the com- 
pony believes should be of special interest 
to independent in 
helping them to develop new markets for 
structural oluminum. 

Alcan B51S is produced at the com- 
| pony’s Canadian smelters and will be sold 
through the offices of Aluminum Limited 


Aluminum, 


aluminum = extruders 





| Information on the Emerson combina-| Thermatic Series is available in 2%, 34%4.| Soles, Inc., in New York, Atlanta, Cleve- 


the Hydra-Sweep is said to be capable | tion level and angle finder is available | 4%, 6 and 8 inch models. 


of cleaning all types of floors at a rate 
of 100,000 square feet per hour. Adjust- 
able side broom permits sweeping widths 
from 36 inches to 51 inches. Optional side 
broom increases sweeping width to 66 
inches. 

ee 


One-Coat Finish for Metals 
Is Introduced by Permatron 


A one-coat organic finish, which is said 
to replace plating and electro-chemical col- 
coring methods on metals, has been an- 
nounced by Permatron Company, 2117 E. 
York St., Philadelphia, Pa. 

Permatron finish is available in brass, 
gold, copper, bronze and in a variety of 
other colors. Where Permatron is used to 
simulate a metal, the finished product is 
virtually indistinguvishable from the metal 
being duplicated, and has the added ad- 
vantages of being nontarnishing and re- 
quiring no maintenance, the company said. 

i 





Power Screwdriver Designed 


For Assembly Operations 


The model U, a magazine-fed power 
screwdriver for use in a multitude of 
assembly operations, has been introduced 
by Detroit Power Screwdriver Co., 2803 
W. Fort St., Detroit 16, Mich. 

The Model U screwdriver is said -to 
embody a positive control clutch, hopper 
driving mechanism, feed track and sole- 
noid operated escapement mechanism. It 
is available as a floor-type machine or 
without the floor pedestal, as a self- 
contained driving head for use in auto- 
matic assembly machines incorporating 
straightline transfers, etc. 
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Turnings . 





e o By Joseph M. Callahan 





(Continued from Page 16) 


ture amplifier and a magnetic sol- 
enoid. This solenoid then attracts 
a piece of metal on the back of 
the mirror, pulling the mirror prism 
a few degrees upward. 

As long as the high-intensity 
light is present, the mirror re- 
mains in its dim position. The 
mirror returns to normal “bright” 
position when the light intensity 
drops below a certain level. 

The electronic mechanism is 
housed in a small hump that is 
hardly noticeable on the back of 

|the mirror case. A small three- 
position switch extends from the 
|}mirror’s bottom to provide for 
“off,” city driving and country driv- 
ing. 

Early in the development of the 
device it was learned that some 
adjustment would have to be made 
for city and country driving. Other- 
wise, the mirror would be actuated 
by street lights and neon signs. 

Furthermore, Platzer learned that 
what was objectionably intense 
light in the country was not ob- 
jectionable in the city because the 
human eye adjusts for the ambient 
light condition. 

. +. 7 


Applied Principle 
Used in Headlights 


EArt Are the beginning of 
the Mirror-Matic, Platzer said: 

‘I was just driving down the 
street one night in early 1956 and 
I found myself continually shifting 
the mirror back and forth—I’m a 
person that likes the best possible 
rear vision at all times. Then, it 
occurred to me that if we could 
adjust headlights to light intensity 
we should be able to do the same 
with the rearview mirror.” 

The next day Platzer suggested 
his idea to his boss, Dr. Clayton R. 
Lewis, chief engineer of the basic 
science section of Chrysler research, 
who agreed to test and examine the 
suggestion from a number of stand- 
points. 

Dr. Lewis commented, “The 
farther we went with the thing, 
the more attractive and feasible 


s 


it seemed to be.” 

So, Platzer got the “go ahead” 
from Chrysler Research and he was 
teamed up with the electronics man, 
Gaw. 

Shortly after the development 
project got underway it got caught 
in the mirror relocation in the 
Chrysler Corp. cars. Because of the 
low silhouet of the "57s, the mirror 
| post was moved from above the 
windshield to the dashboard. 


Rpacsvss of the ball-joint sus- 
pension used on the mirror’s 
dash mounting, it was felt that too 
much body vibration would be car- 
ried into the mirror’s electronic 
mechanism, making it unworkable. 
|But this problem was finally cir- 
cumvented. 

Probably the biggest problem to 

> > > 











Platzer's Mirror 


George E. Platzer, an assistant depart- 
ment head at Chrysler Corp. research, 
holds the Mirror-Matic mirror which auto- 


matically adjusts for the amount of light 
behind the car. Platzer conceived the idea 


for the mirror. 


land, Detroit, Chicago and los Angeles. 





| be overcome was the objection of 


|the styling people, who obviously 
| carry more weight than ever at 
| Chrysler. The stylists objected to 
| the expected bulk of the mirror and 
| absolutely refused to accept it un- 
less it was “compacted.” 

After trying a half dozen dif- 
ferent arrangements, Platzer and 
Gaw finally “sold” an arrange- 
ment that was sufficiently com- 
pact. It included a printed circuit, 
a small vacuum tube and a tiny 
infra-red sensitive photo-electric 
cell. 

Dr. Lewis said, “Five years ago, 
this mirror wouldn’t have been pos- 
sible, because many of its compo- 
nents would not have been avail- 
able at reasonable prices.” 

. . > 


Other Requirements 


Before Approval 
E FORE the automatic mirror 
was finally accepted it had to 
meet these additional requirements: 

1. It had to be reasonably quiet. 
However, some noise was wanted 
so that motorists would know when 
it was working. 

2. It had to be interchangeable 
with the standard mirror. 

3. It had to operate only when 
the lights were on. 

4. It had to be powered by a 
negligible amount of electricty. 

These demands were all satisfied. 
The whole process took about two 
years—from laboratory develop- 
ment, to prototype construction, to 
tooling, to production. The mirror 
is being manufactured by Sparton 
Corp. and will be available at 
Chrysler dealerships for other cars, 
also. 

“The thing I like about this mir- 
ror is that it’s available for a Plym- 
outh but a new Cadillac will have 
te do without it,” said Platzer. 


Ford Steps Up Work 


At Ariz. Test Track 


KINGMAN, Ariz.— Accelerated 
test activity at Ford’s Arizona 
proving ground near Kingman has 
resulted in a 49 percent increase in 
staff, it is announced by Victor 
Hopeman, proving ground manager. 

Hopeman stated that the track 
is presently working three shifts on 
on a 24-hour-a-day schedule six 
days a week. Proving ground test 
mechanics are totalling 40,000 miles 
of testing a week and Mr. Ho 
expects they will log two million 
test miles this year. 
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“How well will the ’59s sell?” 


To the decision-makers responsible for the billions of 
dollars invested in the automotive industry's 1959 
products, the answer lies in the effectiveness of their 
function—analyzing buying and selling trends of 
their industry; sizing up the competition; investigat- 
ing and specifying new products, new methods and 
materials for building, selling and servicing the new 
cars and trucks. 


Small wonder that one of the most remarkable 
aspects of this highly competitive industry is the 
battle to be best-informed! 


To meet this need of the vital industry it serves, 
AUTOMOTVE NEWS maintains the largest edi- 
torial staff of any automotive trade publication. 
Gathering, interpreting and delivering all the news 
of this expansive industry while it is news is a re-~ 
sponsibility AUTOMOTIVE NEWS assumed more 
than 33 years ago; our reward has been leadership 
in our field ever since. 


Along with nearly every car and truck dealer in the 


And now—the billion dollar question .. . 





country—manufactusing presidents, vice-presidents, 
sales and advertising executives, engineers, and 
styling section chiefs represent a cross-section of the 
key men who rely on AUTOMOTIVE NEWS to 
be first with the news they need. (Your nearby 
AUTOMOTIVE NEWS Representative can pinpoint 
for you even further the influential readers who 
create the “billion dollar question.”) 


These are the men who write success into the books 
of AUTOMOTIVE NEWS advertisers. We simply 


The most influential publication in the automotive industry. 
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744p00 New Care Now vs, 679,000 im = 


Stocks Dip but Top Year Ago _ 


make certain that they find out about your materials, 
products or services—every Monday morning! 


* * *” 


NEW YORK: Edward Kruspak, Howard E. Bradley, Ray 
Billingham, Murray Hill 7-6871 


CHICAGO: J. Goldstein, Bill Gallagher, State 2-6273 


DETROIT: R. L: Webber, William R. Maas, Roy Holihan, 
Woodward 3-0495 


SAN FRANCISCO: Jules E. Thompson, Douglas 2-8547 
LOS ANGELES: Robert E. Clark, Hollywood 3-4111 
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that the cost would probably come 


Good Service 


20 AUTOMOTIVE NEWS, SEPTEMBER 29, 1958 Bis 
1 ts Il part of the | pews Rt ae BS 
New Type of Rubber . . . total ‘cost of the seal. "He added | S—iis : 


GE Claims Solution 
For Oil Seal Leaks 


(Continued from Page 16) 


ber research at G.E. dates back to 
1934, 


White said the new rubber will 
look and feel much like other 
rubbers, except that it will not be 
black. A color has yet to be 
selected. 

The principal drawback to the 
¢ new rubber may. well be its cost— 

Besides withstanding tempera- about $15 a pound initially. This is 
tures ranging from 100 degrees| four to five times as much as sili- 
below zero to 500 above zero, this cone rubber and six to eight times 
new product reportedly has great/as much as acrylate rubber. 
©il resistance, another important 67. ate 

transmission seal. 
» oo a. a [DESPITE this differential, White 
rather expensive, GE engineers said the nitrile silicone rubber 
feel that it would save the auto |%¢8l would probably only cost an 
makers a considerable sum in the coe colons’ Gann cokes a said 
es sibl a ransmission seal is a 
long run becaus > pay steel ring with rubber bonded to it 


could rmit elimination of the 
trnmenulesion oil cooling system, |#"d that the cost of the rubber 


They feel that the cooling 
“plumbing” and heat exchanger 
could be dispensed with and that 
@ smaller oil pump could be used 
—just large enough to circulate 
the oil in the transmission. 

However, one car maker’s chief 
engineer doubted that the oil cool- 
ing system could be eliminated. 
Cooling still would be needed to 
prevent the oil from breaking 
down, he said. 
2 . . 
GEVERAL years ago there were 

considerable early transmission 

failures. This was particularly in- 
jurious to the auto companies be- 
cause it was occurring during the 
warranty period, causing embar- 
rassment and great expense. 

Then, as the transmission tem- 
perature continued to rise, the old 
types of rubber for transmission 
seals were replaced. Today about 
half the cars use transmission seals 
made of acrylate rubber, which 
gives better heat resistance, but 
lessened oil resistance. 

All other cars employ transmis- 
sion seals containing ordinary 
silicone rubber which gives better 
oil resistance, but reduced heat 
resistance. 

Dr. Charles E. Reed, general 
manager of G.E.’s silicone products 
department here, said nitrile sili- 
cone rubber will eliminate the need 
for compromise between the mar- 
ginal oi] resistance of some mate- 
rials and the marginal heat resist- 
ance of others. 

> > > 

H® ADDED that it could be used 

for automotive differential 
seals, crankshaft seals, rubber | 
brake parts and gaskets. The new 
rubber is also expected to be the} 
answer to many jet aircraft oil-| 
heat problems. | 

G.E. emphasized that its ote] 


that better maintain their viscosity 
under high temperatures. 
* * * 

HE solution to the oil seal leak- 

age problem may well lie with 
new material, such as the nitrile 
silicone rubber which was discov- 
ered recently in the General Elec- 
tric research laboratory. 








announcement was mainly a re- 
port of the research discovery of 
nitrile silicone rubber. However, B. 
B. White, G.E. rubber market de-| 
velopment specialist, told Avutomo- 
tive News that production facilities 
are now being built and that it 
will be available commercially 
before the end of 1958. Silicone rub- 


City’s Sales Tax 
Slapped on Buyers 
Of ‘Outside’ Autos 


WATERTOWN, N. Y.—City sales- 
tax officials have collected payments 
from 25 local residents who pur- 
chased cars out of town. 

The collection resulted from a 
check of car-registration records at 
the office of the County Clerk and 
subsequent phone calls to the out- 
of-town buyers. 

Clifford A. Bongard, City treas- 
urer and chief of the Sales-Tax 
Department, said checking of out- 
of-town car purchases will be fol- 
lowed up periodically. 

Under terms of the compensating- 
use feature of the sales-tax law, 
Watertown residents who buy tang- 
ible property outside the city must 
Pay the 2 percent tax to the City 
treasurer. 

A Watertown resident who trades 
in a car in the city pays the sales 
tax on the cash balance. The out- 
of-town buyer pays the tax on the 
total value of the new car. 


down with volume production. 
White said that the principal 

transmission seals are the front 

Pump seal, the tail shaft seal and 


the lip seals, but that the front | SS 


pump seal is the only one that is 
seriously affected by high tempera- 
tures. 


GE officials also feel that this 
rubber is basically a less expen- 
sive material than other rubbers 
because they offer oil and heat 
resistance only at the sacrifice of 
other important properties. 

Some time ago DuPont also in- 
troduced a new rubber for automo- 
tive transmission seals. This was 
Viton, a synthetic which is said to 
resist oils, fuels and other solvents 
at 400 degrees Fahrenheit. 


Commenting on the development 
of successful transmission oil seals, 
the assistant chief engineer of one 
GM division said: 

“Seals are funny. You just have 
to keep trying different things. You 
probably fail with a dozen different 
combinations, then suddenly one 
combination works for no apparent 
reason. Seal designing is an art.” 
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Is Called Best 
‘Selling Too? 


FREEPORT, N. Y.—Good servicc 
is “today’s most important single 
selling tool,” according to Ed Mc- 
Dougal, Tunis-McDougal (Dod ge- 
Plymouth). 

“Today’s customers,” McDougal 
adds, “are more interested in qual- 
ity than in price alone.” 

The Freeport dealer recently 
erected a $70,000 building to handle 
all the warranty and make-ready on 
vehicles he sells. 

“By separating the warranty 
work from customer labor we can 
concentrate on giving efficient and 
rapid service,” McDougal says 
“This creates a reputation which 
Charles Donates Car— enhances our opportunity to sell 

Charles Chevrolet, Inc., Worcester, Mass., complete service checkup—particu- 
has donated a car to the city's high school larly in the spring and fall. 
driver education program. The car is pre-| McDougal believes this creates 
sented to Mayor James O'Brien, left, and| confidence which brings the cus- 
Dr. Leo Doherty, right, public school super-| tomer back for added work and 
intendent, by Charles M. Maykel, treasurer service, and at the same time helps 
of the dealership. | Sales of new and used vehicles. 
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Profit making news for 


Now every 


upholstery of 
‘59 models! 
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Engineers Seek to Rebuild Reputation sue 


Bidding to Put ‘Better’ in Buick 


(Continued from Page 16) 


rected toward regaining customer 
confidence.” 

Asked if this doubling up wouldn’t 
produce a “yes man,” Kelley said, 
“Absolutely not. A yes man is a 
booby trap. If one of my men says 
‘yes,’ he has to find another reason 
for saying it.” 

Reporting to McFarland are two 
assistant chief engineers, Richard 
C. Cook and S. C. Richey, and four 
activity directors, J. D. Turlay, L. 
E. Muller, G. V. Gundry and P. C. 
Bowser. 

= = aa 


70 Technicians Added 
ELLEY’S staff is unusually 


heavy in transmission talent. In| 


addition to Kelley (who developed 
the Dynaflow torque converter) 
and McFarland (who developed the 
Packard Ultramatic), the staff also 
includes Charles Chapman, Stan 
Buckay, Harold Fisher, Rudy Gor- 
ski and Jim Pickering—all trans- 


mission experts. These men first, 


collaborated in the development 
of Buick’s Triple Turbine trans- 
mission. 

With his larger budget, Kelley 
has added 70 men, increasing 
Buick’s engineering department to 
743 people. Larger and more ad- 
vanced working facilities are prob- 
ably coming, also. 

Explaining his philosophy with 
his men, he said, “we don’t snipe 
at mistakes, but we cheer suc- 
cesses. We try to fix mistakes 
fast. We want them to gamble 
and we try to give them as much 
freedom as possible. But they’ve 
got to remain on the ball and 
work hard.” 

Kelley sets an example by work- 
ing about 14 hours a day. In mak- 
ing the hour-long ride to and from 
his home in Bloomfield Hills, Kelley 
regularly drives about half way 
with a different experimental car 
each day. When he finishes his ob- 
servations, Kelley climbs into the 








back seat and his driver covers the 
remaining distance. 

Then, Kelley returns to his papers 
for another half hour’s work over 
his portable back-seat desk, equip- 
ped with a light and a dictaphone, 
which he drags from car to car. 

~ aa ” 

STEP 2. A significant “beefing up” 

of the production engineering 
department to work out the prob- 
lems between engineering and man- 
ufacturing. This department has 
eight permanent engineers, but at 
the commencement of production 
of a new model the staff is rein- 
forced for a month with 16 addi- 
tional staff and design engineers. 


In addition, Kelley and McFar- 
land have made a goodly number 
of trips to plant towns, working out 
engineering-production problems 
and persuading the top manage- 
ment in these plants to report de- 
sign defects without delay to Buick | 
and Fisher Body and to teach the 
management personnel some fast 
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Use of Plastic Bottles 


Grows 10% in Quarter 


NEW YORK.—Some 113 mil- 
lion plastic bottles and _ tubes 
were sold during the first quar- 
ter of 1958, according to the 
Plastic Bottle & Tube Manufac- 
turers’ Institute, a division of 
The Society of the Plastics In- 
dustry, Inc, 

This is a 10.4 percent increase 
over the 102 million units sold in 
the first quarter of 1957. 





testing techniques for the early 
elimination of any Buick “lemons.” 

“Specifications and instructions 
are open to double interpretation 
and mis-interpretation,” Kelley 
declared. “Only the design en- 
gineer can decide correctly in 
many cases. In this way we get 
the cars fixed up before a lot of 
them are in dealers’ hands. The 
sort of missionary work we do 
is the kind of work the ordinary 
production engineering guys do 
when it’s too late. The plant 
managers have been very excited 
about this.” 

One of the quick testing tech- 




























































































™ 


a F= "= 





you... 


manufacturer chooses 


Du Pont Nylon for 


What’s the reason every manufacturer is using upholstery 


of Du Pont nylon in new car models? It’s easy! Customers 


love nylon! They love its good looks . . . the fact that they can 
pick from a large variety of new colors, textures, designs. They 


love the easy care, the long wear nylon gives upholstery . . . 


the fact that nylon upholstery actually adds to the value of their 


cars at trade-in time. And upholstery of Du Pont nylon is a 


sure winner when it comes to comfort because these all-weather 


fabrics breathe! 


Yes, these are the big reasons why your customers want 


upholstery of Du Pont nylon... the same reasons every 


automobile manufacturer features upholstery of Du Pont nylon. 


Point out all the extra sales advantages Du Pont nylon gives 


upholstery when your customers come to buy! 


Ninety minutes everybody will be talking about— 


the “Du Pont Show of the Month”—countT OF MONTE CRISTO— 


October 28, 7:30-9:00 PM EST, CBS-TV 


BETTER THINGS FOR BETTER UVING... 
THROUGH CHEMISTRY 


REG. U.S. PAT. OFF 
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niques which Kelley is teaching to 
the plant managers is select a car 
at the end of the production line, 
put it in “park,” close all the win- 
dows, gradually increase the engine 
speed up to 4,000 r.p.m.s and listen 
carefully for any unusual noises in 
the power train. 

The testing of initial production 
cars is getting special attention 
this year because of a program in 
several Buick factory towns, in- 
cluding Flint, whereby the first 100 
cars are being sold to prominent 
citizens at public ceremonies. It 
would be rather unfortunate if any 
of these turned out to be lemons. 

* * * 


Study Competition 


=o 3. A careful study of all 
the fine U. S. cars. Late last 
year Buick purchased a new Im- 
perial, Cadillac, Oldsmobile 98, Lin- 
coln Continental, Pontiac Star Chief 
and Chevrolet Impala. 

Kelley explained, “All executive 
engineers were compelled to drive 
each of these cars for a week. They 
were forbidden to criticize, but were 
asked to point out what was fine 
in each. When we found something 
we liked, we tried to adopt it. This 
was the most worthwhile study we 
ever made.” 

Step 4. A 24-hour testing program 
at the GM Proving Ground at Mil- 
ford. 

Begun three months ago, this 
program is aimed at locating in- 
cipient failures before they occur 
and at fixing of responsibility on 
@ specific engineer for taking care 
of these incipient failures. 

He explained his emphasis on 
“incipient failures” by saying, “We 
want to find them before we have 
a basket case. Then it’s often too 
late. We say, ‘Yes, it failed, but 
how did it fail?’ It’s imperative 
that this be caught by an experi- 
enced engineer.” 

The Proving Ground testing 
group is headed by five observing 
engineers who do nothing but ride 
and watch a small number of spe- 
cial features each. Each of three 
shifts has 10 drivers, three me- 
chanics, one foreman and at least 
one engineer who “live” in the 
cars. 





7 observing engineers keep a 
careful log on each car. When 
an incipient failure is found, they 
|make an immediate telephone re- 
|port to the appropriate staff en- 
gineer. Kelley gets a duplicate writ- 
| ten report on each incipient failure, 
|as well as the name of ae 
j}engineer who got the tele e 
report. 

Kelley reads these reports every 
night and the staff engineer is 
| given two days to report to Kelley 
}on the action he has taken to cor- 
rect the situation. 

“This is the fastest possible 
method of observing, analyzing, 
| reporting and taking care of 
| ineipient failures,” hé said. “This 
| puts the staff engineer on the 

spot. We also use a lot of photog- 

raphy. Every failed part that 

can’t be described is photo- 

graphed.” 
| Step 5. A program for testing the 
| durability of Buicks under the most 
|humid and hottest conditions in 
| North America. This is done at a 
| testing station at El Fortin, Mexico, 
|@ mountain town 90 miles west of 
| Vera Cruz. This location also was 
selected because it permits testing 
almost year around. 

Step 6. A dealer follow-up system, 
which began during the past year. 
A four-man staff, which will be 
increased to seven men in 1959, will 
attempt to contact at least twice 
each year the service manager of 
almost every Buick dealership. 
These men will make an effort to 
pinpoint geographical problems that 
might be solved by engineering. 

* * ft 


Research Stepup 


GTEP 7—A redesigned research 
and development section, pat- 
terned after Chevrolet’s. Half of 
this group is, testing ‘6is and ’62s 
and the other half is working on 
distant future projects. 

“This is the insurance policy of 
Buick’s future,” Kelley said. “They 
keep in close touch with me. Most 
of these ideas we can’t sell to 
management today. But we have to 
build and test prototypes of these 
things, and we have to find out 
how much they cost. We work on 
a lot of crazy sounding things. For 
example, in the future there might 
be a demand for something that 
would cost about $375 that would 
(Continued on Page 29, Col, 1) 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE 


In the three previous ‘Clearinghouse’ messages we have stressed the importance of the 
salesman in our economy, the great opportunities available to salesmen in the automobile 
business and the many training aids we provide to help them sell. This week’s subject 
offers a further incentive. It’s the best answer we know to the question—‘‘What’s the 
future for the automobile dealer and his salesmen?” 











Survey of new-car buyer habits and attitudes confirms... 


There’s a bright future 


for auto dealers and salesmen 


New-car buyers definitely approve of independently operated 
dealerships; they like the way they’re treated by salesmen and 
dealers. And most of them will go back to the same dealer next 
tume they buy a car. 


These and other revealing facts were brought out in a recent survey 
conducted by the Marketing Research Office of Ford Motor 
Company; the study centered on new-car buyers of all major 
makes and the dealers and salesmen from whom they bought. 


Because the results of this ‘‘Basic Study of Automobile Retazl- 
ing’ are so significant, we are printing the highlights. The 
results confirm the merits of the franchised, independent-dealer 
system—its strengths and its ability to meet car-buyer needs 
better than any other form of automobile distribution and sales. 


Beside each of the findings opposite 1s an interpretation of the 
statistics, or a pointer on how to take advantage of the information. 









































THE FINDINGS 


Nearly 3 out of 4 (74%) of all new-car buyers interviewed have 
the make and body style pre-selected before they visit a dealer. 
They rarely change their decision in the course of their shopping 
experience. 


Few dealers or salesmen are reaching prospective buyers at a 
time when they can trigger their decisions to buy a new car. 
Most buyers are walk-ins so far as their visit is connected with 
any recent dealer or salesman contacts. 


INTERPRETATION 


Advertising, personal experience and the passed-along experi- 
ence of friends help to determine the choice of make and body 
style. 


It is important to recognize that most dealer and salesman 
promotion and contact efforts are likely to pave the way for 
future sales when prospects finally decide to buy. 





However, nearly half (46%) of the car buyers have already met 
the salesman before they visit the selling dealership. 











A car buyer usually visits only 1 or 2 dealers (68%) and his 
shopping is more often within the same make than across 
makes. 





Approximately half the buyers (47%) visit only 1 dealer after 
they decide to buy. 





Though price satisfaction is the chief reason for buying from a 
particular dealer, the car buyer (30%) is not out for the best 
deal regardless of other considerations. He is frequently satis- 
fied about prices without dealer-to-dealer comparisons. 


Customers are pretty generally satisfied with salesman and 
dealer treatment during negotiation. For example, 89% of 
new-car buyers would like to buy from the same dealer again. 


Although dealers are found to be weak in some functions, 
quality of service is the only phase of operation which received 
direct criticism. The faults lie more in failures to act than in 
doing things that customers resent. 


Only 33% of the car buyers are interested in buying at a super- 
market type of outlet and very few in buying at open lots. 
Only 10% consider open lots a means of price savings. 


These findings confirm the fact that most car buyers recognize and 
appreciate the many advantages they enjoy in the present system of 
car distribution and selling through franchised dealers. Nothing can 
take the place of the power of personal contact between salesman and 


customer. 


The facts brought out in this survey promise a bright future for all 


dealers and their salesmen. 





A basic function of the car salesman is to develop a wide 
acquaintance of car owners—people who will come to him 
when they’re ready to buy. 


One of the dealer’s most important functions is to create a 
particular dealership image or personality so that people will 
remember and be attracted to his dealership. 


There is not nearly as much shopping around as previously 
supposed. 


An aggressive deal-oriented approach is not objectionable in 
its stress on price or terms, but would be if it misrepresents 
that the dealership is able to offer all kinds of other advantages 
when this is not the case. 


Buyers are likely to be attracted to dealerships that best suit 
their main interest—price, service, prompt delivery, etc. If 
they are satisfied, they will return. 


Some customer-dealer friction would be removed by better 
quality in the cars they sell and better public relations in their 
service departments. 


Different types of representation are needed to fulfill the 
preferences of different types of buyers. It is evident that 
there has been a reasonably satisfactory matching up of cus- 
tomers looking for different advantages with the dealers who 
can provide these advantages. This is a strong merit of the 
franchised, independent-dealer system. 


Copies of the “Basic Study of 
Automobile Retailing” are avail- 
able without charge by writing to: 


Marketing Research Office 
Car and Truck Divisions 
Ford Motor Company 
The American Road 
Dearborn, Michigan 





FORD MOTOR COMPANY - THE AMERICAN ROAD, DEARBORN, MICHIGAN 
FORD ¢ THUNDERBIRD ¢ EDSEL ¢ MERCURY * LINCOLN ¢ CONTINENTAL MARK Ill ¢ ENGLISH FORD LINE 


GERMAN FORD LINE e¢ FORD TRUCKS ¢ TRACTORS ¢ FARM IMPLEMENTS ¢ INDUSTRIAL ENGINES 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


be 


‘ 


‘ee. 


Prices marked with an asterisk | 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps/ indicates power 
steering. 


DETROIT 


Aptco Auto Auction, Sale every Wed- 
mesday. Prices are for sale of Sept, 17. 
BUICK—’'58 Special 2-dr., $2,100*. 


"ST Special 2-dr.. $1,725*, $1,710*. 

"56 RM 4-dr., $1,370° (ps); Century Rivi- | 
ra, $1,350° (ps); Special 2-dr., $1,290° | 
(ps), $1,265°. 

SS Special 2-dr., $980* (ps); Century 2- 
dr., $875*. 

"53 RM 2-dr., $365° (ps). 


51 Super sedan, $185°. 
OADILLAC—’56 (62) sedan de Ville, $2,- 
425° (ps). 
"55 (62) club coupe, $1,780° (ps). 
"562 (62) sedan de Ville, $375° (ps). 


CHEVROLET —’'58 Biscayne (8) 2-dr., $1,-| FORD—'5s8 Thunderbird, 2 at $3,425; Fair- | 


| DeSOTO—' 57 Firedome sedan, 
| DODGE—’57 Custom Royal (8) 2-dr., 


"57 
"Dee. 


9 
a ; 
1 0 
"58 "S7 "68 2 ten He noe ee awe eonrelkelcerelaetelUc rl rOlUlUcrrtl lhc irl rl OF 


— reo. 


March 


6) 4°68 
ase. 


"57 "58 
im 





°S7 4°58 
May 


Prices of "57s added and '49s dropped in November, 1956, Prices of '58s added and '50s dropped in December, 1957. 


Figures alongside bars represent dollars. 


615. 

"ST Two-ten (8) 2-dr., $1,425*°, $1,200; 
station wagon, $1,480°; One-fifty (8) 
2-dr., $1,165. 

‘56 Bel Air (8) conv., $1,275* (ps); Two- 
ten (8) 2-dr., $980, $870; One-fifty (8) 
sedan, $815. 

’55 Bel Air (8) 2-dr., $945, $850*; Two- 
ten (8) 2-dr., $750." 

54 Two-ten 2-dr. $495, $470°; One-fifty 
sedan, $350, $300. 


"53 Bel Air coupe, $400; Two-ten 2-dr., 
$310. 


CHRYSLER—’'57 NY sedan, $2,150° (ps). 


"53 Windsor sedan, $355°. 
"51 Windsor sedan, $120. 

‘54 Firedome (8) sedan, $440° (ps). 

$1,- 
815*; Royal Lancer, $1,775*. 

"56 Custom Royal 
090°. 

"55 Coronet (8) 


2-dr., $750°, $710. 


bo 7 58 Citation sedan, $2,350° (ps), 


$2,250° (ps). 


$1,815° (ps). | 


(8) club coupe, $1,-| 


lane (8) 500 2-dr., 
975° (ps), $1,815*. 
"57 Country Squire 


$2,150° (ps), 


(8), $1,925° (ps); 
Country sedan (8), $1,800*, $1,780, $1,- 
735°; Fairlane (8) 500 coupe, $1,595*, 
conv., $1,565°*; Fairlane (8) sedan, $1,- 
420*; Custom (8) 300 sedan, $1,235*, 
$1,200*, $1,195*, $1,160, $1,125; Custom 
(8) 2-dr., $1,125, $1,100, $1,000, $99¢ 

*56 Fairlane (8) Victoria $1,230°; Ranch 


$1,- 





wagon (8), $1,050; Fairlane (6) 2-dr., 
$950. 

"SS Fairlane (8) Victoria, $940*; conv., 
$915*; Custom (8) sedan, $650, $6: 
"54 Custom (6) country sedan, $625; 
Custom (8) sedan, $500, $450, $430*. 
'S2 Custom (6) sedan, $115°. 

*30 2-dr., $355. 
| MEROURY — '57 station wagon, $2,100* 
(ps). j 
"56 Monterey station wagon, $1,420*° (ps). 


"54 club coupe, $575. 


OLDSMOBILE—'57 (98) sedan, $2,225° | 


(ps); (88) club coupe, $1,900° (ps); | 
Holiday, $1,700° (ps). | 


"56 (98) club coupe, $1,535*° (ps); 


conv., 


| STUDEBAKER—’'53 Champion sedan, 





"57 °58 
duly 


(Copyright, 1958, by Automotive News) 





$1,385* (ps). 

"55 (88) Super conv., $1,080* (ps); (88) 
club coupe, $1,060*, $1,040° (ps), 
$955°; sedan, $1,010° (ps). 


"54 (98) sedan, '$910° (ps). 
PLYMOUTH—’57 Belvedere (8) conv., $1,- 
675* (ps); Plaza (6) sedan, $885. 
"56 Belvedere (8) club coupe, $1,065; 
Savoy (8) 2-dr., $1,010*; Belvedere (6) 
conv., $945°. 
"55 Belvedere 


(8) club coupe, $915°; 


Plaza (6) suburban, $730; 2-dr., $555, 
$460. 
PONTIAO — '58 Bonneville conv., $2,715* 


(ps). 
’57 Safari station wagon, $1,865* (ps). 
"56 Chieftain club coupe, $1,050*. 
"54 Chieftain (8) 2-dr., $465. 
"38 coupe, $195. 
RAMBLER—’'5S Rebel station wagon, $2,- 
400° (ps); Super sedan, $1,630. 
"57 Custom (8) station wagon, $1,800. 
"55 Custom (6) station wagon, $900. 
"54 Custom (6) station wagon, $680. 


$125. 





MISCELLANEOUS — ‘62 Chevrolet pickup, 
BIRMINGHAM, ALA. 


Dixie Auto Auctions. Sale every Monday, 
Prices are for sale of Sept. 15. 

It was really red hot at the sale here 
today. We were up in consignment this 
week but could still use another 100 cars 
to supply our buyers. 

BUICK—’57 Century Riviera, $1,790* (ps), 
$1,785* (ps); Riviera 4-dr., $1,665*; 
Super Riviera, $1,780* (ps), $1,750* 

Special Riviera 4-dr., $1,685* 

; 4-dr., $1,645° (ps). 

"56 Century Riviera, $1,405* (ps), $1,- 

375* (ps), $1,345* (ps), $1,300°; Super 
Riviera, $1,400*, $1,275° (ps); RM 
Riviera, $1,400° (ps); Special 4-dr. 
Riviera, $1,375*; Riviera, $1,400*, $1,- 
290° (ps); 4-dr., $1,380*. 

"55 Century Riviera, $1,030° (ps); Super 
Riviera, $1,015* (ps); 4-dr., $980* 
(ps); Special Riviera 4-dr., $1,000*; 
Riviera 2-dr., $975°*; 4-dr., $965°; 2- 
dr., $960°*. 

*54 Century Riviera, $805°; 4-dr., 
(ps); Super Riviera, $765* (ps). 

‘53 Special Riviera, $710°, $500°. 
CADILLAC—’ 56 (62) sedan de Ville, 

565* (ps); coupe de Ville, $2,500* (ps); 
4-dr., $2,455* (ps). 

"55 (62) 4-dr., $1,905* (ps), $1,805* (ps); 
coupe de Ville, $1,865* (ps). 


$795° 


$2,- 


"54 (62) 4-dr., $1,560° (ps), $1,465*° (ps); 
coupe de Ville, $1,505* (ps), $1,490° 
(ps). 

CHEVROLET—’'58 Impala (8) sport coupe, 
$2,405* (ps), $2,385° (ps), $2,305*; 
conv., $2,390*°; Bel Air Hardtop 4-dr., 
$2,300°; 4-dr., $2,275° (ps), $2,250°, 
$2,175*, $2,160* (ps), $2,100*, $2,050°; 
sport coupe, $2,150; Biscayne 4-dr., $2,- 
000*, $1,805*; 2-dr., $1,665. 

'S7 Bel Air (8) Hardtop 4-dr., $1,950° 
(ps), $1,860° (ps), $1,705*; station 
wagon, $1,810*, $1,730° (ps); sport 
coupe, $1,785*, $1,765*, $1,750°, $1,- 
700°; conv., $1,715*; 4-dr., $1,600*, 
$1565*, $1,505*, $1,500*°; Two-ten (8) 
4-dr., $1,400°, $1,335°; 2-dr., $1,155°. 

"56 Bel Air (8) station wagon, $1,455* 
(ps); 4-dr., $1,405* (ps), $1,390°, $1,- 
350°, $1,300*, $1,255° (ps), $1,175*, 
$1,145°*; conv., $1,365*; sport coupe, 
$1,305*; Two-ten (8) 4-dr., $1,190*, 
$1,150°. 

"55 Bel Air (8) sport coupe, $1,310*, $1,- 
040°, $1,000°; 2-dr.. 2 at $1,110*, 
$975*, $910; station wagon, $1,050*; 
4-dr., $990°, $900°, $890; $880; Two- 
ten (8) 4-dr., $885. 


(Continued on Page 25, Col, 1) 








ALABAMA 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Hustsville, Ala.—Friday 
100% Insured—No Registration Fee 











Auction Every Friday at 12:00 Noon 
We Issue Auction Checks and Titles Are 
Sepactecs by Emote Ancien fasuence 

gency 








CONNECTICUT 





NEW ENGLAND'S OLDEST 


AND BEST 


Dealers Auto Exchange in our !2th year 
of continuous operation. 
11:00 A.M. 


Warehouse Point, Conn. 





INDIANA 





eye 2 





Oa 


DYER HAT IND. 
SALE EVERY FRIDAY 


CARS AT 12:30 P.M. 
TRUCKS, OCT. 3rd, 11 A.M. 


Checks and Titles Guaranteed 


1 years—same location—Rte. 30, 
2 miles west of Rte. 41 


UMien 5-2361 Chicago line: REgent 1-6181 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 


MASSACHUSETTS 


The East Coast's Leading 
Auto Auction 


TANGLEWOOD 


“ACTION AT THIS AUCTION” 


Every Thursdey — 1:00 P.M. 
insured Checks *& insured Titles 
LENOXDALE, MASS. 
Exit 2 Mass. Tpke—1 Mi. Off US-20 
5 Miles South of Pittsfield 
Auctioneer: Arnie Johansen 
Tet. 


lee 1240 * Pittsfield, HI 8-8145 





MICHIGAN 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 4, mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


© “DUAL RING” 2 lines running simultane- 
ously. 


® Conveniently located in the heart of the 


automobile world. 


@ Ten acres of completely fenced parking 


area. 


© Always a fine selection of sharp cars. 
©@ Friendly relations prevail at all times, 
® Congenial auctioneers, 

© Fair management. 





zit Phone CEdar 








12:30 
M. D. McColium, Vice-President and Monean 
Western Road 


MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half = west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 11:30 A.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy | 
“Michigan's Best" | 

Phone: ARdmore 6-4720 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 








St. Louis, Mo. 


Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Iisswe Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Bey Your Used Cars 





NEW JERSEY 
CROSSROADS OF THE EAST 





eee: 


WET Ce im A. M. 


NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK 


LAFAYETTE—Syracuse Auto Suction, 
Center of Empire State. Check 
Title Protection. (Wed.). 
















North-East-South-West 
Automotive News’ 
“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 


of top Auto Auctions EVERY 
WEEK. 










NEW YORK 





NEW YORK CITY'S 


| Shuline Aulo Auctions 





EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured. 
EVERY TUESDAY 12:30 P. M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David 8B. Spielman 
John W. Becker 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Every Monday — !! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





Thruway Auto Auction, Inc. 
Route 188 Buffalo, New York 


EVERY TUESDAY 


Insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 
ov Dealers — Land at Buffalo Air-Park, 

alte south of Buffalo Municipal Airport. 
tard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 
pick you up. 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 


checks guaranteed. Mon. 10 A. M. 


OHIO 





Dealers‘ 
Automobile Auction 
SPORTS ARENA 


TOLEDO, OHIO 
Every TUESDAY 


12:00 NOON 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER miss” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Dual Lane Selling 
%& Auction Checks 
%*& Titles Guoranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 








WASHINGTON 








Seattie 88, 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 


: 


WISCONSIN 


| 





MILWAUKEE 


AUTO AUCTION 
Phone: SOuth 1-118! 
4 miles south of city limits on 
U.S. Highway 41 
SALE EVERY WEDNESDAY 
Dual lane selling 
Checks and titles guaranteed and bonded. 


Dyer, Indiana's Round Man, George Lawson, 
Owner. 








LUCA D, the Dealers’ Directory 
to Leading Aute Auctions. 
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Used-Car Auction Prices 





(Continued from Page 24) 


’54 Two-ten ‘Delray coupe, $740*; 2-dr., 
$600*, $535; 4-dr., $570; Bel Air 4-dr., 


$705; One-fifty 2-dr., $510. 


"53 Bel Air sport coupe, $545*; 2-dr., 


$420, $405; Two-ten 4-dr., $490*. 


’52 Deluxe station wagon, $445, $430; 2- 


dr., $360. 


’51 sport coupe, $540, $310; Deluxe 4-dr., 


$485, $300; 2-dr., $430. 


"50 sport coupe, $345*; Deluxe 4-dr., 


$315*. 
’49 Deluxe 4-dr., $300; 2-dr., $275. 


48 Fleetline 4-dr., $160; 2-dr., $150; 


club coupe, $155. 


CHRYSLER — ’52 Saratoga 4-dr., $520* 


(ps). 
DeSOTO—’51 Custom (6) 4-dr., $275*. 


FORD—'58 Fairlane (8) 500 Victoria, $2,- 
155* (ps); 4-dr., $2,100* (ps), §$2,- 


090*; Custom (8) 300, $1,705* (ps). 


’57 Fairlane (8) 500 conv., $1,700*, $1,- 
Custom (8) 


590* (ps); 2-dr., $1,570*; 
300 2-dr., $1,285. $1,210. 
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"54 (98) conv., $950; Holiday, $810* 


(ps). 
PLYMOUTH—’56 Savoy (8) 4-dr., $840*. Model Breakdown 
PONTIAC—’54 Star Chief (8) Catalina, Of Auction Averages 


$645*; Chieftain (6) conv., $315* (ps); 





























(ps). 

’55 Fairlane (8) Victoria, $1,180*, $1,- 
130*, $1,100*, $980*. 

*54 Custom (8) 2-dr., $640*, 

*53 Crest (8) station wagon, $650*; Cus- 


2-dr., $315*. Sept., 1958 Aug., July, tom (8) 4-dr., $325*. 
"51 2-dr., $125°. Model To Date 1958 1958 “a ae eee 
ae a * *» ; 
RAMBLER—’55 2-dr., $500*. ORE? $2,479 $2,433 $2,372 51 Custom (8) 2-dr., $165*, $150, 


’54 Hardtop, $150. 














WILLYS—'53' Aero Eagle Hardtop, $100. 1619 1,087 | aunebw/65’ Hornet (6) 4-dr., $800 
’54 Super Riviera, $710*, $455*; Cen- 1,172 1,172 MERCURY—’55 Montere 2-dr.. Harate 
a | an soe T8°; Special 4-dr PORTLAND, ORE. 917 909 $1,125; Custom 2-dr., $860". oP 
$160" oo 5 rt Portland Auto Auction, Inc. Sale every 571 566 = Monterey S-ér., gene". shee te 
CHEVROLET—'s8 Bel Air (8) 2-dr., $2,- ots en oe — = numa. 
y ; ‘ *: OLDSMOBILE — ’57 (88) ‘4-dr., $1,850° 
"55 One-fifty (6) 4-dr., $430; Two-ten| "4, Super, Zar. Viera, $830", $785" Cen. 182 © 182 | ___ (ps). oe 
(8) 4-dr., $775*. tury 4-dr., $675 ’ : : a a 56 (88) Holiday, $1,500*; 4-dr., $1,375* 
"54 One-fifty (6) station wagon, $580; 53 Special 4-dr., $470*; Super 2-dr (ps). 
me. 2-dr., $480; Bel Air 4-dr., $425°. = ’ 7 $ 935 $ 933 '55 (88) Holiday, $1,445* (ps), $1,215*; 
i , 2-dr., $885*; (88 4-dr., $1, 
‘53 Bel Air Hardtop, $480*; conv., $295*| (25 Special cde $120°. | 2dr, $880"; (88) Super <-d., $1,190" 
(ps); Two-ten a ad a ‘| CADILLAC—’53 (62) 4-dr., $820* (ps). = 56 NY 2-dr. Hardtop, $1,720* | "3 (88) Super 4-dr., $625°; (88) 4-dr., 
DODGE—’54 Coronet -dr., , EVROLET—’58 Impala (8) 2-dr. Hard-| , . . 
53 “Coronet (6) 4-dr., $270*; Coronet (8) _ top, 92,490": Bel Air 18) 4-dr. Hardtop, 55 NY 2-dr. Hardtop, $1,500* (ps);/ °52 (98) 4-dr., $425°. 
4-dr., $375*; Meadowbrook (6) 2-dr., $2,340° (ps), $2,325* (ps). Windsor 4-dr., $1,225* (ps). | °51 (88) 2-dr., $230*. 
$100. ’57 Two-ten (8) station wagon, $1,955*; | DeSOTO—'55 Firedome station wagon, $1,- | PLYMOUTH—’57 Savoy (8) 2-dr., $1,570*; 





475* (ps). 


4-dr., $1,395°*. 
"52 Custom (6) 4-dr., $180*. 


2-dr. Hardtop, $1,745*; 4-dr., $1,490*; 
"56 (8) station wagon, $1,200. 


FORD—’57 Country sedan station wagon, 
Bel Air (8) 2-dr. Hardtop, $1,930*; 4- 


$1,650*; Fairlane (8) Victoria, $1,560*. 


’56 Custom (8) 2-dr., $830. dr. Hardtop, $1,895*; 4-dr., $1,820*,| DODGE — ’'55 Coronet (8) 2-dr. Hardtop,| ‘55 Belvedere (8) 4-dr., $1,145*. 
55 Fairlane (8) Victoria, $1,015*, $965*; $1,810* (ps); Bel Air (6) 2-dr., $1,- $1,020*; Royal (8) 2-dr. Hardtop, $1,- | 53 (6) station wagon, $400; Cranbrook 
2-dr., $905; club sedan, $825*, $720; 665*. 000°. 2-dr., $255°*. 


’56 Fairlane (8) Crown Victoria, $1,510* 
(ps); Victoria, $1,390*, $1,165*; 4-dr., 
$1,290*, $1,275*, $1,260*, $1,190*; 2- 
dr., $1,200*; Country sedan (8) sta- 
tion wagon, $1,305*; Custom (8) 4-dr., 
$955. 

"55 Country sedan (8) station wagon, $1,- 
050*; Fairlane (8) Victoria, $1,040*, 
$1,000* (ps); 4-dr:, $990*, $935*, $915*, 
$885, $785*; 2-dr., $925. 

*54 Crest (8) Victoria, $635*; Custom (8) 
4-dr., $540, $435; ranch wagon (6), 
$435. 

’53 Crest (8) Victoria, $630*; Custom (8) 
2-dr., $410*; 4-dr., $385*. 

"51 Crest (8) 2-dr., $405; Custom (8) 4- 
dr., $365. 


HUDSON—’54 Hornet (6) 2-dr., $505*. 
MERCURY—’'57 Monterey 2-dr., $1,410*. 


"56 Custom 4-dr., $1,200*; Monterey 4- 
dr., $1,045*. 

"55 Monterey 4-dr., $1,000*; Hardtop, 
$980*. 

"54 Monterey Hardtop, $660*. 


OLDSMOBILE—’58 (88) Holiday, $2,310* 


(ps). 

"57 Fiesta, $2,035*. 

"56 (88) Holiday, $1,265* (ps); 2-dr., $1,- 
150°. 

"55 (88) Holiday 4-dr., $1,305*, $1,200° 
(ps), $1,265*; 2-dr., $1,200*, 

"54 (88) Holiday, $920* (ps). 

"53 (88) 4-dr., $685*. 


PACKARD—'51 (33) 4-dr., $300*. 
PLYMOUTH—'56 Plaza (8) 4-dr., $830*. 


'55 Plaza (8) 4-dr., $765, $565. 
"53 Suburban station wagon, $520; Cran- 
brook 4-dr., $475*; $385. 


PONTIAC—'56 Chieftain Catalina, $1,145*, | 


$1,110*; 4-dr., $1,100*. 


'S5 Star Chief 4-dr., $860 (ps); Chieftain | 


Catalina, $855*. 

"54 Chieftain 4-dr., $605*. 

"53 Chieftain Catalina, $555°, $540°; 
Chieftain Deluxe 4-dr., $515*, $420°. 

"52 Chieftain Deluxe 2-dr., $460*°; Cat- 
alina, $400°*. 

"51 Chieftain 4-dr., $200. 


RAMBLER—'56 (6) station wagon, $1,- | 


190°; 4-dr., $1,150°. 
"55 station wagon, $1,100*; (6) 4-dr., 
$955* 


STUDEBAKER—’58 station wagon, $1,580. 


"52 Champion (6) 4-dr., $270 


MISCELLANEOUS—'57 Ford %-ton pick- 


up, $1,030. 

"56 Chevrolet pickup, $885; International 
%-ton pickup, $855; Ford %-ton pick- 
up, $825, $810. 

"55 Chevrolet pickup, $755. 

"54 GMC %-ton pickup, $580; Chevrolet 
%-ton pickup, $535, $525*; Interna- 
tional %-ton pickup, $455; Dodge %- 
ton pickup, $365. 


"53 Ford %-ton pickup, $600; Chevrolet | 





Custom (8) 2-dr., $700, $630. 
"54 Crest (8) Victoria, $460; Main 


2-dr., $105. 
MERCURY—’57 Monterey Hardtop, 
490°. 


*54 Custom 4-dr., $525. 
’53 Monterey Hardtop, $245*. 
NASH—’53 Statesman 4-dr., $140. 


OLDSMOBILE — '57 (88) Fiesta, $2,090° 


(ps). 
’56 (88) Holiday 4-dr., $1,430* (ps). 


’55 (88) Holiday 4-dr., $1,200* (ps); (98) | 


Holiday, $1,160* (ps). 





Just 46 years ago this month, 
the U.S. Patent Office registered 


’56 Two-ten (8) station wagon, $1,560*, 
$1,360; 4-dr., $1,110; Two-ten (6) 2- 
dr., $1,100* (ps); 4-dr., $875. 


55 Bel Air (8) station wagon, $1,365* | 


(ps); 4-dr., $1,190*; 2-dr. Hardtop, $1,- 
160* (ps); Two-ten (8) station wagon, 
$1,180*; Two-ten (6) 4-dr., $750. 


’54 Bel Air 2-dr. Hardtop, $800*; One- | 


fifty 4-dr., $510. 


"53 Bel Air 4-dr., $550, $460; Two-ten 4- | 


dr., $495; 2-dr., $300. 
"52 2-dr., $285. 
"51 Deluxe 4-dr., $250, 


’54 Royal (8) 2-dr. Hardtop, $605*. 


FORD—’'58 (8) station wagon, $2,360* (ps), 


$2,255*, $2,230°. 

"57 (8) station wagon, $1,975* (ps), $1,- 
900°, $1,830*; Fairlane (8) 500, $1,- 
870* (ps); Fairlane (8) 2-dr. Hardtop, 
$1,690* (ps); Del Rio (6) ranch wagon, | 
$1,600; Custom (6) 300 4-dr., $1,395*; 
Custom (8) 300 4-dr., $1,330*; Custom | 
(8) 2-dr., $1,270. 

"56 (8) station wagon, $1,590*, $1,505*, 
$1,385; Fairlane (8) 2-dr. Hardtop, $1,- 
415° (ps), $1,395*, $1,350*°, $1,200* 


the now-familiar GMC Trademark 


Soon those /etters were appearing on trucks introducing the outstanding advances 
in commercial vehicle design... 





A GMC offered the first four-wheel brakes. 


was a GMC. 


The first truck to use worm instead of chain drive 





GWG 


TRUCKS 































"51 Concord (6) 2-dr., $185. 
PONTIAC—’'56 Star Chief Catalina, $1,- 
370°. woes 
"55 Star Chief Catalina, $1,235° (ps); 
Chieftain station wagon, $1,000* (ps); 
4-dr., $995*. 
*54 Star Chief 4-dr., $715*. 
"53 Chieftain (8) 4-dr., $330*. 
"52 Chieftain (8) 2-dr., $275*. 
"50 4-dr.. $110*. 
RAMBLER—’55 4-dr., $900*. 
STUDEBAKER—’'56 President (8) station 


(Continued on Page 26, Col. 1) 


%-ton pickup, $330. 
"52 Ford %-ton pickup, $455. 
"51 International %-ton pickup, $300. 
‘49 Packard Ambulance, $320. 


BUFFALO 


Thruway Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of Sept. 16. 
Up on sharp—near retail on real sharp. 


Sold 52 cars from 116 consignments. 
BUICK—'55 Special 4-dr., $800*, 


Used Imported 
Cars 


Detroit 


Vauxhall—’58 4-dr., $1,435. 


Valdosta, Ga. 


Borgward—'58, $1,640. 
English Ford—'58 4-dr., $1,195. 


Portland, Ore. 


Volkswagen—'57 2-dr., $1,345. 
'56 2-dr., $1,050, $905. 


Ebensburg, Pa. 


Jaguar—'55 Mark VII, $1,150. 


Littleton, Colo. 


Hiliman—’'58 Husky, $1,400. 
Jaguar—’'53, $1,175. 
Metropolitan—'57 2-dr., $1,000. 
Volkswagen—’58 2-dr., 3 at $1,725. 


Los Angeles 


Anglia—’57 2-dr., $685. 
Austin—’56 Roadster, $1,550. 
Borgward—’56 Isabella 2-dr., $1,355. 
English Ford—’'56 Squire, $725. 
dJaguar—’'53 Roadster, $480. 
Mercedes-Benz—'58 (190) sedan, $4,190. 
Metropolitan—'56 coupe, $900. 

"55 2-dr., $635. 

*54 coupe, $525. 
MGA—'58 Roadster, $1,905. 

’S7 Magnette 4-dr., $1,440. 

*54 Roadster, $955. 
Triumph—'57 Roadster, $1,975, $1,930. 

‘56 Roadster, $1,665. 
Volkswagen—’58 pickup, $1,475. 

"ST 2-dr., $1,415. 

’55 Sunroof 2-dr., $1,115. 






















Another GMC unveiled the first two-speed rear axle. 


GMC produced the first six-cylinder engine for trucks, too. 


a __— 


_ And later, GMC introduced 
5 iF the first 2-cycle Diesel. 


— 
— 


Again, it was GMC with the first self-shifting trucks. 


And, most recently, GMC developed Air Suspension— long before it 
appeared on any car. 





It’s easy to see why year-after-year pioneering like this attracted a large and loyal corps 
of GMC dealers. With features like these to offer through the years, they’ve had trucks 
they could sell and sell profitably. That has 
always assured them a substantial slice of the 
stablest, most profitable business in the auto- 
motive field—the truck business. 


And that’s the biggest, most compelling reason 
why it’s great to be a GMC dealer! 





GMC TRUCK & COACH-A GENERAL MOTORS DIVISION 
THE BETTER YOU KNOW GMC...THE BETTER THE TRUCK BUSINESS LOOKS 




































































4-dr., $740*; Two-ten (6) 2-dr., $ +9. 


Crown Victoria, $795*; Main (8) 2-dr., 
. 
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LINCOLN—’57 Capri 2-dr., $2,405* (ps). 
MERCURY—’'57 Monterey 2-dr., $1,820*. 
'56 Monterey 2-dr., $1,255°*. 


(ps); Century 2-dr., $970°, $830°; RM $1,790*, $1,750*, $1,705*; Super Rivi- 


"54 Firedome club coupe, $450. 870* (ps), $3,500* (ps); coupe de Ville, 


29, 1958 


(8) station wagon, $2,425°; Bel Air 
(8) sport coupe, $2,310* (ps), $2,285°*; 
Biscayne (8) 4-dr., $1,975*. 


"55 Royal (8) Lancer 2-dr., $1,070* (ps). 


(ps); conv., $1,280* (ps), $1,200*, $1,- 





MEROURY — ’58 Monterey 4-dr., $2,215* 
ps). 
Monterey coupe, $1,850° (ps), $1 - 


> = 55 Montclair 2-dr., §$895*; 4-dr., $650;| °57 Corvette, $2,505*; Bel Air (8) sport 725°. 
sedq- aor ucTion rices Monterey 4-dr., $660°, '$550*;' 2-dr., sedan, 2 at $1,950* (ps); conv., $1,-| 56 Monterey Phaeton 4-dr., $1,320° (ps); 
$600. 775* (ps); 2-dr., $1,625*; sport coupe, coupe, $1,385* (ps), $1,210°; Custom 
53 Monterey 2-dr., $550*, $475. $1,560*; Two-ten (8) station wagon, sport coupe, $1,315*; Montclair coupe, 
NASH—’53 Statesman (6) 2-dr., $205. $1,890*, $1,885*, $1,835*; 2-dr., $1,- $950* (ps). 
OLDSMOBILE — '57 (88), $1,925* (ps); 525*; Two-ten (6) 2-dr., $1,525; 4-| °55 Monterey coupe, $1,065°, 2 at $1,025*, 
~ (Continued from Page 25) os a te. a ese° dr., $1,420. $935*; 4-dr., $575*; Montclair conv., 
; , -dr., $1, . ’56 Corvette, $2,295*; Bel Air (8) sport $900* (ps). 
wagon, $1,320*. 57 Belvedere (8) 4-dr., $1,310°*. "55 (98) 2-dr., $1,195* (ps); (88) 4-dr., coupe, $1,630*, $1,530*° (ps), $1,470*, ’54 Monterey coupe, $650*°; Custom sport 
MISCELLANEOUS—’52 Ford %-ton T 8 | PONTIAC—'56 Star Chief station wagon, $1,080*, $1,045; 2-dr., $900* (ps). $1,395*, $1,370; sport sedan, $1,580*, coupe, *, 

Panel, $285. : $1,510*; Catalina, $1,260*. ’54 (88) 2-dr., $720* (ps), $680. $1,550* (ps), $1,450*, $1,425*; Two-| NASH—’52 Statesman Custom 4-dr., $175*. 
"51 Chevrolet %-ton pickup, $405. '55 Chieftain station wagon, $850°. ’53 (98) 4-dr.; $600* (ps); (88) 4-dr., ten (6) 4-dr., $1,065*. OLDSMOBILE—’57 (98) Holiday 4-dr., $2,- 
"50 Ford %-ton T 6 pickup, $205. 54 Chieftain Deluxe Catalina, $660°*. $350, $265. ’55 Bel Air (8) sport coupe, $1,210*, 405* (ps); (88) Holiday, $2,250* (ps), 

RAMBLER—’'58 Custom sedan, $1,690*. PACKARD—’55 Clipper 4-dr., $610* (ps). $1,185*, $1,020* (ps), $750*%; station $2,175* (ps), $1,955° (ps); (88) Super 
VALDOSTA, GA. STUDEBAKER—’55 Commander (8) sta-| PLYMOUTH—’57 Plaza (8) 2-dr., $1,015, wagon, $1,140*; Two-ten (8) station Holiday 4-dr., $2.235° (ps), $2,125* 
tion wagon, $910. $900; Belvedere (8) 4-dr., $1,550* (ps). wagon, $1,175; 4-dr., $935*; One-fifty (ps). 
Tom Hewitt Auto Auction. Sale every ISCELLANEOUS—’56 Ford pickup, $750. ’56 Suburban (8) station wagon, $1,025; (8) Handyman, $1,075; Bel Air (6) 4- "56 (98) Starfire, $1,600° (ps); (88) 
Friday. Prices are for sale of Sept. 12. 56 GMC pickup, $650. Belvedere (8) 4-dr., $800; Savoy (8) dr., $800; Two-ten (6) 2-dr., $780; Super, $1,325* (ps); (88) 4-dr., $1,- 
We had plenty of clean cars to choose ’55 Chevrolet pickup, $595. 4-dr., $740. One-fifty (6) 2-dr., $710. ; 080°; 2-dr., $960. 
from, Plenty of buyers here. The sale was *55 Ford pickup, $590. ’55 Savoy (8) 2-dr., $700* (ps), $510; ’54 Bel Air sport coupe, $820; 4-dr., ’55 (98) Holiday, $1,245* (ps); Starfire, 
real good today. 55 Ford %-ton pickup, $520. Plaza (8) 4-dr., $540. $745*; Two-ten Handyman, $720; 2- $1,135* (ps); (88) Holiday 4-dr., $1,- 
BUICK—’57 4-dr., $1,760*. *54 Belvedere (6) station wagon, $475. dr., $575; 4-dr., $495*, $475° (ps). 070*. 
‘56 Riviera 4-dr., $1,285*; Special Rivi- DETROIT PONTIAC—’57 Chieftain 2-dr., $1,640*. ’53 Bel Air sport coupe, $625*; Two-ten "54 (98) Starfire, $990° (ps); (88) Super 
era 4-dr., $1,235°. ’56 Chieftain Catalina, $940. 4-dr., $450; sport coupe, $410*; club conv., $835°*. 
54 Special 2-dr., $790*. Motor City Auction. Sale every Monday. ’55 Star Chief 2-dr., $825. coupe, $370; One-fifty 2-dr., $350;| PACKARD—'57 Clipper 4-dr. wagon, $2,- 
"Si Riviera, $125°. Prices are for sale- of Sept. 15. ’54 Chieftain (8) 2-dr., $385. Utility sedan, $300. 065° (ps). - 
CADILLAC—’56 (62) sedan de Ville, $2,- Market declining due to the approaching | RAMBLER—’57 4-dr., $1,025. CHRYSLER—’57 NY 4-dr.. $2,500* (ps): ’55 Clipper Constellation, $1,200*, 
550°. new models. Sharp cars sold in spite of | STUDEBAKER—’55 President (8) 4-dr., Windsor 2-dr., $2,065* (ps) PS)+| PLYMOUTH—'58 Belvedere (8) sport 
"63 (62) 4-dr., $825°. pouring rain, Sold 142 cars from 237 con- $630* (ps). 56 Windsor station wagon, $1,825* (ps) coupe, $2,375* (ps); Suburban (6) 
OHEVROLET—'58 Bel Air (8) Hardtop 4- | signments. DeSOTO—'57 Firesweep sportsman, $1,655°. a Se, Se 

dr., $2,110° (ps); 2-dr., $1,700. BUICK—’57 Century Riviera 4-dr., $1,885* LOS ANGELES 55 Firedome conv., $1,065* (ps). “| ‘ST, Fury (8) sport coupe, $2,026° (ps); 
‘ST Bel Air (8) station wagon, $1,725*; (ps); 2-dr., $1,790*; conv., $1,680°; ‘51 Custom (6) 4-dr., $125° Belvedere (5) spect senna, 91,065" 

4-dr., $1,700°; 2-dr., $1,400°; Two ten Special 2-dr., $1,340. Los Angeles Dealer Auto Auction. Sale| pODGE—'57 (8) Sierra, $2,085*; Custom SPS); GReEt Coupe, EAavte'; Sunereen 

(8) 2-dr., $1,335°. '56 Century 4-dr., $1,325; Super 2-dr.,|@VeTy Tuesday. Prices are for sale of Royal (8) 2-dr., $1,975* (ps); Royal ae dane tales wee Oe 
"56 Bel Air (8) 2-dr., $1,050°; 4-dr., $1,- $1,285* (ps); RM 4-dr., $1,270* (ps);| Sept. 16. (8) 4-dr., $1,680*; Coronet (8) 4-dr., ener. Si-s50", Sica; Pinsa (8) 4 
00. 4 Special 2-dr., $1,160°. BUICK—’57 Special conv., $2,150* (ps); $1,415*, $1,255°. set, $1,325°. 

55 Bei Air (8) 4-dr., $900*; Two-ten ‘8)| °55 Super 2-dr., $980* (ps), $815*, $720° Riviera 4-dr. $1,800*: Riviera 2-dr..| ’56 Royai (8) Lancer 4-dr., $1,300* (ps).| 5° (8) Suburban, $1,580° (ps), $1,145. 


’55 Belvedere (8) conv., $1,005*; sport 


coupe, $900°; Plaza (6) station wagon, 


"64 Bel Air 4-dr., $640*; conv., $610; 2- 2-dr., $930° (ps). era, $2,105* (ps); RM - ’53 Coronet (8 . 
ar., $565; Two-ten 2-dr., $610; 4-dr., | CADILLAC—’58 (62) conv., $4,500* (ps). $2,055* (ps). _ ee $330°. et ae lene $745; Savoy (6) 4-dr., $775*; 
$525. 'S7 (62) coupe de Ville, $3,125* (ps). ‘56 Super Riviera 2-dr., $1,455* (ps);|F OR D—'58 Thunderbird ,400* javoy (8) 4-dr., $735°. 

DeSOTO—'57 Firedome Sportsman 4-dr.,| °54 (62) coupe de Ville, $1.525* (ps). Riviera 4-dr., $1,450* (ps); Geatars $3,800* (ps), $3,750° Go; Pabens "54 Belvedere suburban, $650°; Plaza 
$1,810: 2-dr., $1,790°, $1,760°. CHEVROLET—'58 Impala (8) 2-dr., $2,- Riviera, $1,305* (ps); Special Riviera (8) 500 Skyliner, $2,580* (ps); Vic- station wagon, $525; 4-dr., $435. 
DODGE—’S6 Royal (8) 4-dr., $1,000°. 190°. $1,265°) $1,170°. P toria, $2,250* (ps); Custom (6) 2-dr.,| PONTIAC—’56 Star Chief Catalina 4-dr., 
EDSEL—’58 Pacer Hardtop 4-dr., $2,015°.| ‘57 Bel Air (8) Hardtop, $1,775* (ps),| °55 Century Riviera 4-dr., $1,115* (ps); $1,490. 7 [ $1,360° (ps); Chieftain Catalina, $1,- 

FORD—'58 Thunderbird, $3,450°; Fairlane $1,725*, $1,670*, $1,395: One-fifty (8) Riviera 2-dr., $1,075*, $1,050*; Special| °57 Thunderbird, $2,900* (ps), $2,835° 185°. 
(8) 500 4-dr. Hardtop, $2,175°, 2-dr., 2-dr., $1,100. Riviera 2-dr., $1,060*, $1,050*, $1,000*, $2,825 (ps), $2,750°, $2,750° (ps):| _ > cnieftain 4-dr., $890°. 
$1,810° (ps). 56 Beil Air (8) 2-dr., $1,255°, $1,000; $990°, 2 at $935*, §775*; Riviera 4- Fairlane (8) 500 Sikyliner, $2,100*| PAMBLER — '54 Custom Cross Country, 

‘S67 Thunderbird, $2,340°; Fairlane (8) conv., $1,220; One-fifty (8) 4-dr., dr., $1,010*; conv.; $940*; Super Rivi- (ps); Victoria, $1,835*; Club sedan _$830; station wagon, $700°. 

500 Sunliner, $2,060*; Fairlane (6) 500 $865; One-fifty (6) 4-dr., $520. era 2-dr., $990* (ps). $1,700 (ps); (8) country sedan, $2,-| ST}UDEBAKER—'S6 Golden Hawk (8), 
2-dr., $1,240°; country sedan, $1,635°;| °55 Bel Air (8) 2-dr., $835° (ps), $715*;| °54 Special Riviera 2-dr., $770*, $755*; 010* (ps), $1,950*, $1,895*; (8) Del Rio $1,490° (ps). 

Skyliner retractable top, $1,500; Cus- Two-ten (8) 2-dr., $920*; Two-ten (6) 4-dr., $605; 2-dr., $550; Century Rivi- wagon, $i,880*; (8) ranch wagon, $1,-| ,2> Commander (8), $995°. 

tom (8) 4-dr., $1,375. 2-dr., $665, $600; 4-dr.. $625. era 2-dr., $750°, $560*; Super 4-dr., 785* (ps); Fairlane (8) Victoria’ $1,- 54 Champion (6) sport coupe, $405*. 

56 Fairlane (8) 4-dr., $1,235* (ps); Vie-| 54 Bel Air 2-dr., $520; Two-ten 2-dr., $670°. 650* (ps): Custom (8) 2-dr., $i,300;| MISCELLANEOUS—'58 Ford Ranchero, 
toria 2-dr., $1,210*; Custom (8) 2- $450. '53 Special 4-dr., $395; 2-dr., $285*; RM Custom (6) 2-dr., $1,125. ‘ , $1,905°. 
4r., $930; 4-dr., $910*;. Custom (6) | CHRYSLER—'53 Windsor 4-dr.. $315°, conv., $300* (ps). '56 Thunderbird, $2,400* (ps), $2,200°;| "57 Ford Ranchero, $1,675°*, $1,650°, $1,- 
2-dr., $655. DeSOTO—'55 Firedome 4-dr., $1,050*: 2-| CADILLAC—’57 (60) sedan, $3,935* (ps), (8) country sedan, $1,475*| $1.260°: 565°, $1,450, $1,300°; Chevrolet (3100) 

65 Fairlane (8) 4-dr., $890; Fairlane (6) dr., $875* (ps). $3,500* (ps); (62) sedan de Ville, $3,- Fairlane (8) Crown Victoria, $1,385* pickup, $1,240°; %-ton pickup, $1,120, 


$1,115, $1,020°. 


55 Dodge %-ton panel, \%- 


$480; Ford 
























$690°. DODGE—'57 Royal (8) 4-dr., $1,600°. $3,700* (ps); conv., $3,585* (ps); 4- 155°, $1,125* (ps); club sedan, $1,100; 
54 Custom (8) 4-dr,, $575; 2-dr., $530;| 55 Coronet (8) 2-dr., $875*; Royal (8) dr., $3,350* (ps), $3,300° on. Custom (8) dr, $845, $530" S778: ton pickup, $700; GMC %-ton pickup, 
Main (8) 2-dr., $340. Lancer, $770*. "56 Eldorado coupe Seville, $2,945* (ps); 4-dr., $775; Main (8) 4-dr., §780. $675°. 
‘S63 Custom (8) 2-dr., $425; Crest (8) "54 Coronet (8) station wagon, $525; (60) sedan, $2,800* (ps); (62) conv.,| "55 (8) country sedan, $1,315*; Fairlane "53 Dodge %-ton panel, $275. 
conv., $200*; Custom (6) 4-dr., $195. Coronet (6) 4-dr., $365°. $2,550° (ps). (8) Victoria, $940*; Main (6) 2-dr. '52 Chevrolet 1%-ton cab & truck, $480. 
IMPERIAL—'S7 Crown Imperial 4-dr., $2,-| °53 Coronet (6) 2-dr., $285°. 55 (62) coupe de Ville, $2,305* (ps), $2,- $700°. : "| °51 Henry J 2-dr., $125. 
825°. FORD—'58 Thunderbird 2-dr., $3,400°. 385* (ps), $2,000* (ps): 4-dr., $1,675*| °54 Crest (8) conv., $565*: Victoria,| '50 Chevrolet %-ton pickup, $375. 
"SS 4-dr., $1,025° (ps). "S57 Fairlane (8) 500 conv., $1,615; Cus- (ps). $430*; Main (8) business coupe, $365 ’48 Chevrolet %-ton pickup, $380. 
MERCURY—'57 Monterey 4-dr., $1,590°; tom (8) 300 2-dr., $1,115; 4-dr.. 2 at} °54 (62) coupe de Ville, $1,880* (ps), $1,- $350; Custom (6) 2-dr., $355. "| °41 GMC Walk-in panel, $155. 
2-dr., $1,500°. $1,325*; station wagon, $1,475*. 800* (ps), $1,695* (ps), $1,525* (ps); "653 (8) country squire, $500*; (8) ranch 
"SS Monterey 2-dr., $800°. 56 Fairlane (8) club sedan, $1,355*; Vic- 4-dr., $1,400* (ps). wagon, $460*; Custom (8) 4-dr., $375*; FARGO, N. D 
"54 Monterey 4-dr.. $600°. toria, $1,170° $1,060°; town sedan. "53 (62) coupe de Ville, $1,355* (ps), Crest (8) Victoria, $335*. | > c eB 
OLDSMOBILE—'5S (38) Holiday 4-dr., $2,- $905* (ps); Country Squire (8) $1,- $1,075* (ps), $990* (ps), $805* (ps):| IMPERIAL—’57 Le Baron 4-dr., $3,200*|_ Tri-State Auction Company. Sale every 
450°. 250°; Custom (6) 2-dr., $715. 4-dr. $1,045*, $935° (ps), $915* (ps), | (ps). . Thursday. Prices are for sale of Sept. 18. 
'S6 (88) Super Holiday, $1,575*; (88)| ‘55 Ranch wagon 2-dr., $905* (ps), $785* (ps). | ‘52 Crown Imperial 4-dr., $245° (ps). | Market still holding Srm. Sold 88 cars out 
Holiday, $1,150°. *, CHEVROLET—’58 Impala (8) coupe, $2,-| LINCOLN—’57 Premiere, $2,/800* (ps), | f 152 consignments. 
PLYMOUTH—'5S Belvedere (8) Hardtop, | HUDSON—'54 Hornet (6) 2-dr., $375*; 4-/ 750° (ps), $2,570 (ps); sport coupe,|  ’56 Capri coupe, $1,800* (ps). | BUICK—'55 Special Riviera coupe, $990*. 
$2,100°. dr., $150. | $2,550*° (ps), $2,520*° (ps); Handyman! ‘54 Capri coupe, $635*° (ps). | (Continued on Page 28, Col. 1) 





Lh, CONE (here  Lapeicle x Workmanship Contes fost 
STAINLESS STEEL BRIGHTWORK 


Helps you sell by promising 
Easy Care — Long Wear 





Stainless steel never shows its age. It retains its lustrous beauty through 

long use. Never fades from exposure to sun or weather. Stainless 

trim is solid—no applied surfaces or colors to scratch off. It 

requires no waxing, lacquering or electro-chemical treatments to 

enhance its famed corrosion-resistance. 

These are definite advantages that only stainless steel brightwork can offer. 


Advantages that can help you sell new cars. Advantages that help 
you save on reconditioning costs when those cars come back as trade-ins. 





Know the stainless steel trim on your product. Point it out to 

your prospects, both men and women. They know and respect its 
outstanding qualities. Cash in on their confidence by making glamorous, 
durable stainless steel trim a regular part of your sales story. 





REPUBLIC STEEL 


GENERAL OFFICES + CLEVELAND 1, OHIO 





THERE '\I1S A BIG DIFFERENCE IN BRIGHT TRIM...INSIST UPON STAINLESS 


Your ad page 
makes more 
than 29 million 


proved face-to-face 
contacts with Post- 
Influentials in each 
and every issue. 
Thats penetration! 


itor ba! 


Oey Ls 


Proved! More than , Tul: aoe goa 
29 million reader exposures Nite Cll mdalemel tales 
for your ad page in... 








'52 Special coupe, $200°. 
*B1 coupe, $155*. 


2-dr., $925°. 
man station wagon, 
$800*; Two-ten (6) 2-dr., 


$400; Two-ten 4-dr., $340°. 
DesOTO—'55 Firedome 


53 Meadowbrook (6) 


(8) station wagon, 
Custom (8) 4-dr., $1,270. 
"56 Custom (8) 4-dr., 
(6) 4-dr., $810; 
$1,060* (ps), $1,030. 


"56 Monterey 4-dr., $975°*. 





WITH THE 


Used-Car Auction Prices 





LET—’57 Bel Air (8) 4-dr., 
830° (ps); Hardtop, $1,820° (ps); Two-| °'54 
ten (8) station wagon, $1,550. $1,388° | 

56 Two-ten (8) station wagon, $1, +| PACKAR 54 Cli r 4-dr. 325° 
$1,200; Hardtop, $1,130°; 4-dr., $1,050; = pee , $825°. 


55 Bel Air (8) Hardtop, $1,000°; Handy-| pontiACc—’55 star 

$1,000; 

’B4 One-fifty 2-dr., $580; Bel Air 4-dr., | 
$355*. 

63 Bel Air 4-dr., $435; One-fifty 2-dr., 


DODGE— 54 Coronet (8) 4-dr., $505* (ps). | 


FORD—'58 Fairlane (8) Hardtop, $2,000°| ;hursday. Prices are for sale of Sept. 18. 


(ps). 
67 Fairlane (8) Hardtop, $1,840° (DS).| signs of a downward trend 
$1,790° (ps), on ie ws sedan | strike settlement and ’59s on the way. Sold | 


$1,090° ; 
Fairlane 


MERCURY—’57 Monterey 4-dr., $1,490°. 





Ashland Oil & Refining Company 


(6) 2-dr., $820. 
’55 Bel Air (8) 4-dr., $675*. 


fifty 2-dr., $370*. 


DeSOTO—’52 Firedome (8) 


500*; Custom (8) 300 4-dr., 
(Continued from Page 26) (ps): 2-dr., $1,285. 
55 Custom 4-dr., $915* "56 Custom (8) 4-dr., $1,010*; 
| pe . $1,005*, $900°. 
| OLDSMOBILE—’57 (88) 4-dr., $1,760*. ’55 Custom (8) 2-dr., $675°*. 


$1,-| ‘55 (88) Hardtop, $1,135. 
(98) 4-dr., $860* (ps), $780° (ps); 


Super (88) 4-dr., $845*; 2-dr., $745°. 


’54 Custom (8) 2-dr., $480. 


’54 Custom 2-dr., $440. 
OLDSMOBILE — '54 Super 
$900*; (98) Holiday, 
$375* (ps). 


PLYMOUTH—’56 Savoy (8) 2-dr., $875. 
’53 Cranbrook 4-dr., $290, $265. 
Chief sedan, $955* 


4-dr., (ps); Chieftain 4-dr., $940*, 


$990°; Two-ten (8) 4-dr., $850° (Ps),| RAMBLER—’55 sedan, $925. 225*; Plaza (6) 2-dr., $905. 
$680°. | STUDEBAKER — '55 President (8) 4-dr.,| ‘56 Plaza (8) 4-dr., $710; 
$700*. | 2-dr., $690. 
MISCELLANEOUS—’57 Ford %-ton, §$1,- ’55 Belvedere (8) 4-dr., $840*; Belvedere 
100, $925. (6) 2-dr., $670*; Savoy (6) 2-dr., $480. 
’55 Ford %-ton, $695. PONTIAC—’57 Chieftain Catalina, $1,210*. 
(8) coupe, $850°*. | . MISCELLANEOUS—’56 Dodge %-ton ex- 
| press, $695°. 
sedan, $130° | EBENSBURG, PA. ’55 Ford %-ton panel, $335. 
“ J Ebensburg Auto Auction, Sale every 54 Ford %-ton panel, $295. 


late models beginning to show | 


| Prices on 
in view of| 
$1,715°; 80 cars from 97 consignments. 
| BUICK—’56 Super Riviera 4-dr., 
(ps); Riviera 2-dr., $1,075* (ps); Spe-| 
cial Riviera 2-dr., $985°*. 
"54 Super 4-dr., $405° (ps). 


Custom (ps). 
| ’S7 Special 2-dr., $1,575*. 


CADILLAC—’57 (62) 4-dr., 


(6) 2-dr., 





"55 Custom (8) 2-dr., $980, $810°; Cus-| CADILLAC—'57 (62 de Vill -| 3,215* (ps); coupe de Ville, 

tom (6) 2-dr., $495*; Fairlane (8) 4- 000* (ps), a e, $3, lo pe); aa 
vp its $945°; club sedan, $880°. OCHEVROLET—'58 Brookwood (8) station; °55 (62) coupe de Ville, $2,275* (ps). 
54 Ranch Wagon (6) station wagon, wagon, $2,000. | °54 (62) 4-dr., $1,300° ‘(ps). 

$450. "57 One-fifty (6) 4-dr., $1,150; One-fifty| CHEVROLET—’58 Impala (8) coupe, $2,- 


575* (ps); Brookwood (8) 


(8) 2-dr., $1,010. | 
wagon, $2,525; Bel Air (8) 


56 Two-ten (8) 2-dr., $890; One-fifty 





KEEP CAR OWNERS HAPPY 





A happy new car owner always comes back. With Valvoline’s guaranty program, he 
meets your Service Manager and builds a personal relationship which promotes cus- 
tomer confidence and increased service sales. 

A complete advertising program to merchandise the FREE Guaranty is furnished every 
Valvoline dealer. Write TODAY for your brochure that will show you how to KEEP CAR 
OWNERS HAPPY. 


Never has a program covered so much with 
such a small amount of effort or detail. 


ALVOLINE 


Oi. COMPANY + FREEDOM, PA. 


AN-958 
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'54 Bel Air station wagon, $620°; One- 


CHRYSLER—’52 Windsor (6) 4-dr., $180*. 
4-dr., 


(ps). 
FORD—’57 Fairlane (8) 500 Victoria, $1,- 


MEROURY—’55 Custom 2-dr., $870. 


(88) 
$780°*; 


PACKARD—’52 Deluxe Hardtop, $185*. 
PLYMOUTH—’57 Savoy (8) Hardtop, $1,- 


LITTLETON, COLO. 


Colorado Auto Auction. Sale every Mon- 
| day. Prices are for sale of Sept. 
$1,380* | BUICK—’58 Special Hardtop 4-dr., $2,495° 


$3,450° 


station 


GUARANTY PROGRAM... 


$2,245* (ps); Biscayne (8) 2-dr., $1,- 








850° (ps). 
'57 Two-ten (8) station wagon, $1,600; 
4-dr., $1,575*, $1,425*, $1,365; One- 


fifty (6) 2-dr., $1,140. 
’56 Bel Air (8) 4-dr., $1,265. 


55 Bel Air (8) coupe, $1,125, $905°; 
Two-ten (8) station wagon, $1,100; 
4-dr., $875. 

’54 Two-ten (6) 4-dr., $575*. 

OCHRYSLER—’57 (300) Hardtop, $3,100* 
(ps). 

’56 NY 4-dr., $1,665* (ps). 

DODGE — ’58 Custom Royal (8) Lancer | 
4-dr., $2,640* (ps); Coronet (8) 2-dr.,| 
$1,925* (ps). 

’57 Coronet (8) 4-dr., $1,665*. 

"56 Coronet (8) 4-dr., $1,195* (ps); 
Royal (8) Lancer, $1,180*. | 

FORD — ’58 Thunderbird 2-dr., $3,875* 
(ps), $3,820* (ps), $3,690° (ps); 
Country Squire (8) $2,600* (ps); 
Country sedan (8), $2,360*; Fairlane 
(8) conv., $2,205* (ps); Fairlane (8) | 


500 Victoria, $2,150* (ps); Custom (6) 
300 2-dr., $1,620*. 

"57 Skyline (8) Retractable, $2,150* (ps); | 
Country sedan (8), $1,885*; Fairlane 
(8) 500 Victoria, $1,725* (ps), $1,615* 


(ps), $1,600°, $1,555* (ps); Custom 
(8) 4-dr., $1,275. } 
’56 Fairlane (8) 4-dr., $1,285*; conv., | 
$1,130°. 


"55 Thunderbird, $1,725; Country sedan 





(8), $985; Fairlane (8) 2-dr., $925*; 
Custom (8) 4-dr., $880*. 

"54 Custom (8) ranch wagon, $755. 
HUDSON—’54 Hornet 4-dr., $370*. 
IMPERIAL—’54 4-dr., $1,105* (ps), $815*| 

(ps). 
MEROCURY—’58 Monterey 2-dr., $2,665°*. 

‘57 Montclair 4-dr.. $1,900* (ps); Mon-| 


terey 4-dr., $1,820°*. 
"56 Montclair coupe, $1,390*. | 
"55 Montclair coupe, $915* (ps); Custom | 
4-dr., $570*. 





NASH—’52 Super (6) 4-dr., $115°*. 
| OLDSMOBILE —’58 (98) Holiday 4-dr., 
$3,430* (ps). 
"57 (88) Super conv., $1,945* (ps); (88) 
4-dr., $1,545°. 
"56 (98) Holiday, $1,700° (ps); conv., 
$1,685* (ps) 
*55 (88) Super 4-dr., $1,225* (ps), $1,- 
125* (ps). 
| PLYMOUTH—’57 Savoy (8) 4-dr., $1,300°. 
| PONTIAC—’57 Chieftain 4-dr., $1,525*. 
| WILLYS—'56 station wagon, $1,240. 
"47 Jeep, $360. 
| MISCELLANEOUS ’57 Chevrolet %-ton 
| pickup, $1,130; Dodge %-ton pickup, 
$935; Ford Ranchero, $1,510°. 
= > > 


—Auctions in Brief— 
ALBANY 


Tim Anspach Dealer’s Auto Auction. Sale 
every Monday. Warm, cloudy and showers. 
As usual we had a lot of nice clean cars 


ready for the front line and a house full 
of good buyers! 152 cars sold from 200 
offered. 

ATLANTA 


Dixie Auto Auctions. Sale every Tuesday. 
Sales have been the best in months the 
last two weeks. Business is good. j 


CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Market steady. All sharp cars brought top/ 


dollar. Sold 326 cars from 493 consign- 
ments. 
DALLAS 
Big ‘D’ Auto Auction, Inc. Sale every) 
Tuesday. You should have seen how the 
dealers jumped on those nice cars here 
today. There were pretty cars all over the 
place. Everybody got in the swing, both| 





buyers and sellers. 


JENISON, MICH. 

Grand Rapids Auction, Sale every Tues- 
day. Market had many soft spots. Stand- 
out cars still holding but average cars 
selling on a much more selective basis. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale| 
every Thursday. Prices are for sale of | 
Sept. 18. Buyers were paying top-dollar/ 


for clean, sharp cars and the market was/ 
firm across the board. Still a shortage of 
1953 and 1954 cars, with foreign cars and 
trucks bringing far above normal prices. | 
| Premium prices are being paid for quality 
cars as the demand for this type merchan- 
dise mounts each week. Sold 78 percent of 
| cars registered. 


CHICAGO 

| Greater Chicago Auto Auction, Inc. Sale 
|every Thursday. Sold 397 cars from 631 
| consignments. 





MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 

day (Sept. 19). Weather—Clear. Sold 76 
| percent of 758 cars registered. 


DYER, IND. 
Len Pollak’s Dyer Auto Auction. Sale 
every Friday (Sept. 19). Sold 182 cars 
from 280 consignments. 


FLINT 
Flint Auto Auction, Sale every Wed- 
nesday (Sept. 17). A steady downpour of 
rain didn’t seem to have any effect on 
sales. However, we did notice some caution 
with the buyers. No heavy buying. Sold 
154 cars from 219 consignments. 


INDIANAPOLIS 
Ken Schaefer Auto Auction. 
Thursday (Sept. 18). Weather: clear and 
cool. Market: No change here. Prices re- 
mained steady this week with all cars 
in good demand. Sold 78 percent of the 
consignment. 
MASON CITY, IA. 
Central States Auto Auction. Sale every 
Wednesday (Sept. 17). Signs of weakening 
on ‘57s and ‘58s. Still strong on ‘54s, 


Sale every 





’55s and °56s. Buyers here from all over 
for clean cars. Sold 138 cars from 180 
consignments. 


NEW YORK CITY 
Skyline Auto Auction. Sale every Tuesday 
(Sept. 16). Market firm in New York area 
as out of town buyers were here in good 
numbers and bidding very actively. Could 
have sold 75 more sharp cars, Sold 81 
cars from 114 consignments. 


SYRACUSE 


Syracuse Auto Auction, Sale every Wed- 


nesday (Sept. 17). Market back up on 
cleaner units! Sold 67 cars from 97 con- 
signments. 


VALDOSTA, GA. 

Tom Hewitt Auto Auction. Sale every 
Friday (Sept. 19). We had another good 
sale today with plenty of clean cars here 
that sold for the ‘‘High Dollar.’’ Sold 
over 200 cars. 


HAND YOUR NEXT PROSPECT 
* 





created and produced by 
§ UTLEY BROTHERS inc. 


17631 Filer Avenve 
Co - Detroit 12, Michigan 


| BE READY TO SELL '59 MODELS! 





You'll wont on ample supply of colorful business 


cords on hand for this important event. 
your supply of Full-Color cards today. 


Order 
if you 


wish a free sample folder send request on your 


company letterhead. 


NEW 
1958 
PENNANT 
CATALOG 


New Designs—New Lower Prices 


Send for our free catalog illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof. You get 
attention with Myrio products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 





Sowite 
BUILDY BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


identified and satisfied cus- 
tomers assures better serv- 


ice relations - builds 
repeat business .. . in 
creases sales volume 

Typical sample, complete 


details on request. 


-$temac INC. 


Division of C. A. Norgren Co. 


What is the 
Best Incentive 


Pay Plan? 


You'll find the 
answer to this 
and countless 
other questions 
in Martin H. 
Bury’s remark- 
able new book, 

Automo- 

Dealer.” 
The book is al- 
ready in its sec- 
ond printing 
and has been hailed as the “bible” 
of its field. Use coupon to order 
now. If, after 10 days, you are not 
convinced that this book belongs 
on your shelf for permanent ref- 
erence, return it and we will re- 
fund your money! Order now, 
before it slips your mind! 


AUTOMOBILE 





PHILPENN PUBLISHING COMPANY 
1750 N. Broad St., Philadelphia 21, Pa. 


Send copy (copies) of the new book, 
“The Automobile Dealer’ 


ol 
$5.20 each 


| 
! 
| 
| 
| 
| O) Send books C.O.D., plus postage 
| 
| 
| 
| 
| 





enclose check covering books at 


Name. 


Street. 
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Goal of Engineers... 


To Put ‘Better’ in Buick 


(Continued from Page 21) 


be something between a wheel chair 
and roller skates. 

“This group has 40 engineers 
and draftsmen so that we can 
get results fast. They work more 
overtime than anyone else. I con- 
sider the work in this area the 
most important work I can do for 
Buick.” 

Step 8—A rigorous program for 
quickly testing for fatigue failures 
by test-driving new Buicks 5,000 
miles in one week over the ex- 
tremely rugged “Belgium Block 
roads at Milford. This is the equiv- 
alent of 50,000 miles of rough driv- 
ing. Other GM divisions require 
2,500-3,000 miles of Belgium Block 
testing. . 

Step 9. The founding of acoustics 
engineering department for the 
independent (from the component's 
designer) checking of noise in the 

current and next prototype model. 

“I'm very noise conscious and I 
want slickness,” Kelley empha- | 
sized. 

= * * 

TEP 10. The establishment last} 

January of an engineering cost 








estimating section consisting of a 
chief estimator and his four-man} 
crew. 

This section has two primary re- 





Engineering Briefs 





OAKVILLE, Ont.—Dedication of | 
a chemical specialties plant here 
by Pennsalt Chemicals of Canada, | 
Ltd., was the second official open- 
ing of a Pennsalt manufacturing 
and distribution operation outside | 
the U.S. in less than a month. 

Industrial Quimica Pennsalt, S. A.,| 
a wholly owned Pennsalt subsidi- 
ary in Mexico, had its official | 
opening of a new chlorine-caustic 
plant at Santa Clara, a suburb of 
Mexico City, four weeks earlier. 

> J > 


Nuclear Congress Planned 
Apr. 5-9 in Cleveland 


NEW YORK.—The 1959 Nuclear 
Congress, described as “the year’s 
most comprehensive meeting de- 
voted to peaceful uses of atomic) 
energy,” will be held at Cleveland | 
Apr. 5-9. 

The congress will be sponsored 
by over 30 leading engineering, 
scientific and management groups. | 
Designed to gather and make avail- 
able the latest information in doz- 
ens of fields of nuclear specializa-| 
tion, the congress will be open to} 
any interested persons from the 
U.S. or abroad. 

” 





= - 


Barbour Stockwell Unit Sold 

CAMBRIDGE, Mass.—Purchase | 
of the Instrument division, Bar- 
bour Stockwell Co., was an- 
nounced by Curtis & Marble Ma- 
chine Co., Worcester, Mass., man- 
ufacturers of textile machinery. 
The new operation will be known 
as Barbour Stockwell Instru- 
ments. 





* 
New Plant to Expand 


CLEVELAND.—Expansion of the 
new Henry (Ill.) General Chemicals 
plant of B. F. Goodrich Chemical 
Co. was announced as manufactur- 
ing operations began at the facility 
plant which produces specialty or- 
ganic chemicals for the petroleum, 
rubber, plastics and other indus- 
tries. The addition will be started 
in September, and completion is 
slated for next spring. 

+. +. . 


- 


Welding Conference Set 


CHICAGO.—The annual Midwest 
welding conference sponsored by 
Armour Research Foundation of 
Illinois Institute of Technology and 
the Chicago section of the Ameri- 
can Welding Society will be held 
on Jan. 28-29 on the Illinois Tech 
campus. 


* + * 


Pot Line Starts Up 


NEW YORK.—The second of five 
reduction pot lines at the Ormet 
, Corp. aluminum reduction plant has 
started routine production. Full 
scale operation at the $110 million 
facility is scheduled for the end 
of the year. 














Farland for maximum effectiveness. | 
“Previously, all engineering cost | 
estimating was done by manufac- | 
turing and sometimes they cost 
engineering changes to death,” 
Kelley said. “Before we build a 
serious device we ask the estimators 
to pick out the design that can be 
built for the least money. We need 
to get the cost out and the price 
down in these cars. 

“We always build the lowest 
cost device first. You can always 
back track to the more expensive 
units. We like to ask ‘Does this 
device fit some of Buick’s more 
effective production facilities 
(rather than those that will soon 
be replaced)? And, are you test- 
ing a thing that can be made by 
us?’ ” 

Step 11. A greater reliance on the 
division’s IBM 705 Computer which 

CASPER, Wyo.—The roof fell in| Buick leases for about $600,000 a 
on “Rob” Robertson, Dodge dealer, | year. This computer was responsible 
two years ago but it hasn’t hurt| largely for the design improvements 
his business. Most of his new ve-|in the ’59 transmission and engine. 
hicles were damaged when the roof| Asked to sum up his engineering 
of Coliseum Motors Co. collapsed. | philosophy, Kelley paused a minute 

Robertson held a “cleanup sale,”|and said: “Engineering responsi- 
then moved to temporary quarters | bility in production and service.” 
while land was cleared for a new| An impartial observer can’t help 
$250,000 showroom which opened re-| but feel that this philosophy and 
cently. Some 4,000 persons attended | Kelley’s determination will have an 
an open house. important effect on future Buicks. 


sponsibilities—to help the division 
avoid unnecessary capital expen- 
ditures by advising design engineers 
and to examine the current and 
next products with the objective 
of finding “smarter” ways to build 
them. This section will carefully 
study how others make comparable 
parts and report directly to Mc- 


$250,000 Roof Replaces 
The One That Caved In 
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"Superhighway to Sales’— 


A “superhighway paved with newsprint" was the major avenue for the greatly 
increased sales and showroom traffic in last spring's “Auto Buy" promotion, according 
to the Bureau of Advertising of the American Newspaper Publishers Assn. The bureau 
said this superhighway represents only a fraction of the thousands of pages of 
news stories, editorials and advertisements which appeared in the papers of the 300 


cities which staged Auto-Buy campaigns. 





GME Timken bearing price index 


This chart shows 


, 140 
how we’ve 


(7 Timken Company labor cost index 
mame iron and Steel prices* 


@@@ Metal and metal products* 


aumee Possenger cors* 


saved you money 


Chart the cost of most anything for the 120 
last few years and you'll need a taller 
piece of paper. But see how Timken® 
tapered roller bearings for the automotive 
industry have held the line. You helped 
do it by standardizing on the new design 
Timken bearing sizes made by revolution- 
ary methods in the world’s most modern 


bearing plant. 
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TOTAL VEHICLE COST OF PINION, DIFFERENTIAL REAR WHEEL AND FRONT WHEEL BEARINGS 


This picture shows 
how you can 
keep on saving 


Here’s a section of our unique bearing plant 
in Bucyrus, Ohio. Custom built machines 
like this turn out 30 million new design 
Timken bearings annually—from raw steel 
to packaged bearings without a hand touch- 
ing them. We’ve passed the manufacturing 
savings on to you. You can help us keep your 
costs down by: 1) standardizing on still 
fewer sizes so we can make even longer pro- 
duction runs and 2) using more Timken 
bearings for increased manufacturing sav- 
ings. The Timken Roller Bearing Company, 
Canton 6, Ohio. Canadian plant: St. Thomas, 
Ontario. Cable address: ‘“Tnarosco”’. 


BEAT INFLATION WITH... 
STANDARDIZATION 











TIMKEN 


TRADE-MARK REG. U. S. PAT. OFF. 


TAPERED ROLLER BEARINGS 











nounced an expanded 1958 line of 
seat covers and accessories. 

The “Madison” line features 
woven saran and all-vinyl con- 
struction with tailored sizes and 
colors for 90 percent of the popu- 
lar cars, the firm said. The “Brad- 


AIR COMPRESSORS—Designed to pro-| ford” line features all-vinyl con- 
vide more air for spray painting and for struction combined with Mylar 





operation of air tools, 20 and 25 horse-| Cartex, a rayon-base material with 
ee an original upholstery look, Perfect 
Fit added. 


power, 125 and 175 pound air compres- 
sors have been announced by DeVilbiss 
Co., Toledo 1, O. 

Double compressor units, they will dis- 
place from 96.4 to 129 feet of air per 
minute, it is said. They are equipped with 
pressure switch and magnetically con- 
trolled unloaders. A magnetic starter with 
selector switch for automatic start-stop op- 
eration or constant speed unloading is 
available as are vertical air receivers for 
remote installation. 





FILTER CARTRIDGE—A crankcase vent 
tube filter cartridge is the latest addition 
to the WIX line of oil, air and fuel filter 
cartridges manufactured by the WIX Corp., 
Gastonia, N. C. This dry-type replacement 
element is designed for all 1952-1957 | 
models of Ford, Mercury, and Lincoln and 
features WIX prescription filtration to keep | 
dirt, dust, and grit from contaminating | 
engine lube oil, it is said. 

* 








BATTERY CHARGER—A low-cost Tru- 
Charge line of 6 and 12-volt fast battery 
chargers has been announced by Allen 
Electric & Equipment Co., 2101 N. Pitcher 
St., Kalamazoo, Mich. Three wheeled and 
two portable units are available. 

ee. 





FILTER WRENCH—Loosening disposable 
oil filters is made easier with this improved 
heavy-duty wrench, according to Purolator 
Products, Inc., 1000 New Brunswick Ave., 
Rohway, N. J. The wrench is 50 percent 
heavier than the previous model and has 
specially designed teeth to provide a surer | 


grip on the filter, the firm said. 
=. 





FRONT END LIFT — Automotive Equip- 
ment Mfg. Co., 11000 S. Alameda St., 
Lynwood, Calif., has announced improve- 
ments in its model JB Lee “JR” front end 
lift. The air-operated lift has been length- 
ened 2 inches and the lifting height has 
been increased 2% inches, allowing more 
working room for the mechanic. The me- 
chanical safety device which locks the air 
lift ot progressive working heights has 
been modified for still greater safety in 
operation, it is said. 





CAR WASHER—Choidun Mfg. Corp., 331 
East St., New Haven, Conn., has unveiled 
two low-cost “Magic™ car washers, plus a 
chemical formulation. The washers include 
@ motor-pump unit (MW-433), and an air- 
operated unit (MW-444). For air-operated 
unit, the ideal air pressure is 175 pounds. 
However, the Choldun unit has operated 
satisfactorily at pressures as low as 120- 
130 pounds. Each Choldun unit holds 100 
gallons of chemical solution. 

As 





WHEEL ALIGNER—The latest pit group 
addition to the 12-model line of Lite-A- 
Line precision wheel aligners, manufactured 
by Hunter Engineering Co., St. Louis 24, 
Mo., is the 905-Fl Adjustable-Width Pit 
Group. The removable runways are ad- 
justable for vehicle tread-widths of 40 





to 68 inches, by moving the turnplate 
pedestals on sliding ‘steel guide rails. 
Either one or both runways can be moved 
for the convenience of the operator in 
adjusting for the tread-width of the ve- 
hicle being serviced, it is said. All 1958 
Hunter wheel aligner models include Lite- 
A-line projectors which give magnified 
alignment readings on the front charts, 
eliminating the need for side charts. 
eo o « 





PIN INSERTER—A Sunnen Pin Inserter, 
model B-190, is available to assemble and 
disassemble press-fit type connecting rods 
used in Chrysler Corp, engines through 
1958. Sunnen also offers an adapter set, 
B-60, to be used with their present B-12 
pin inserter to assemble and disassemble 


Seat-Cover Products press-fit rods on 1958 General Motors and 
Ford Motor Co. engines. An adapter set 


Expanded by Perfect Fit is also available for American Motors en- 


Perfect Fit Mfg. Co., 606 S. E.|gines. Sunnen Products Co., 7910 Man- 
Madison, Portland, Ore., has an-| chester, St. Louis 17, Mo. 










|oped by Federal-Mogul 
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NEW PRODUCTS 





INSTANT-GRIP WRENCH—An automatic 
wrench which opens and closes with the 
twist of the wrist has been announced by 
Wirth Brothers Co., 880 Bergen Ave., Jer- 


sey City, N. J. The wrench is available in | 


small, medium and large sizes. The small 
tool is ideal for 7/16 and Y-inch nuts, 
the firm said. 





OIL SEAL TOOL—A tool for installing 
oil seals is being offered to the repair 
trade by Federal-Mogu! Service Division, 
Federal-Mogul-Bower Bearings, Inc., 11031 
Shoemaker Ave., Detroit 31, Mich. Devel- 


tool is made to fit front wheel seals in 
all model cars and light trucks, it is said. 
According to Federal-Mogul, this tool can 


be assembled quickly, is easy to use, as- | 
sures accurate installation clignment, pre- | 


vents seal damage while installing and 
thus gives longer life to the seal and the 
bearings. 





REPAIR KIT—A kit for repairing tanks, 
vessels, fittings and other rubber-lined or 
covered equipment is offered by Automo- | 


tive Rubber Co., Inc., 12550 Beech Rd., 
Detroit 39, Mich. The “on-the-job” kit 
contains all necessary tools, materials and 
instructions. 


ICE MELTING COMPOUND—An ice and 
snow melting compound, claimed to be 
99.99 percent chemically active, but to 
contain no calcium or chloride, is an- 
nounced by Chem Industrial Co., Brooklyn 
9, O. Available under the tradename ‘Melt 
NC," the material is said to thaw ice by 
depressing the freezing point of water, 
without generating heat. Absence of heat 
in Melt is said to make it harmless to 
| coment, concrete and asphalt. In addition 
| it will not corrode aluminum and other 
metals, it is claimed. 

a e @ 


‘Super’ Warning Beacon 
|Introduced by Federal Sign 


A 360-degree warning beacon 
which provides an off-beat flash 
effect has been introduced by Fed- 
eral Sign & Signal Corp., 8700 S. 


4 


engineers, - the | 


State St., Chicago 19, Ill., for emer- 
gency vehicles. 

The Super Beacon Ray is an im- 
proved version of the Beacon Ray 
light developed nearly 10 years ago, 
Federal said, and is twice as effec- 
tive as conventional revolving ve- 
hicle lights. 


| 
| 
| 
j 


| 





POWER TIRE CHANGER—Electric power 
mounts and demounts and air power 
breaks beads with a tire changer offered 
by Bishman Mfg. Co., Route 2, Osseo, 

TWO-WAY POWER TOOL—The Millers Minn. The changer con handle 12 through 
| Falls Driver-Drill is a high-torque screw-| 171 inch wheels, the firm said. 
driver which converts to a %-inch drill by * * e 
means of a ‘“‘quick-change” drill chuck. 
Manufactured by Millers Falls Co., Green- 
field, Mass., the unit is available with saw 
grip (No. 2660) or pistol grip (No. 2860), 


and is equipped with a reverse switch, 
> = * 








STEAM CLEANER — An automatic steam 
cleaning machine has been produced by 
Slifer Mfg. Co., Gowrie, la. Featuring safe 
operation and simple control—with only 
two toggle switches—the Modern Steam 
| Cleaner is said to produce steam in three 
| minutes from a cold start. A spring-loaded 

BRAKE LATHE—The Dual-Matic, a dval-| safety release valve gives complete protec- 
purpose lathe, has been marketed by /| tion in case of emergency. 
| Lempco Products, Inc., 5500 Durham Rd., | * * * 
| Bedford, O. The machine has dovubie-| 
| spindle action ond cuts brake lining to 
exact full-surface contact with matching 
| drum at lower material and labor costs, 
| the firm said. 








j 
| 





SALES PLAN—McQuay-Norris Mfg. Co., 


OOUBLE Ga | 
— | 2318 Marconi Ave., St. Lovis 10, Mo., has 
announced a soles and promotion plan 
PULLERS—A series of pullers, double covering its line of chassis parts. The plan 


is designed to help the front-end special- 
ist in both his work and his sales prob- 
lems. It includes o set of three new puller 
tools for removing and replacing idler 
orm rubber bushings. 

> * 


end triple-grip; push-pullers, and attach- 
|}ments has been added to the Simplex 
| line of hydraulic jack equipment. These | 
units are available seporately or complete 
with “Re-Mo-Trol” hydraulic center-hole 
rams and pumps in 20 and 30-ton capac- 
| ities. They are specially designed for re- 
| moving and installing gears, pulleys, 
| wheels, bearings, bearing sprockets and 
cups, and axles on practically all types 
of machinery. Templeton, Kenly and Co., 
| 2535 Gardner Rd., Broadview, Iil. 
, = © 








TACHOMETER—tLatest addition to the 
Hanson line of testing equipment is the 


STEAM CLEANER —A portable steam 
cleaner, the model 200 with automatic 
features has been added to the “Up-| model 26—a hand-size tachometer with 
grader” steam cleaner line, produced by| 3% inches by 2% inches color-coded dio! 
Vapor Heating Corp., 6420 W. Howard St.,! and chrome plated case. This unit tests 
Chicago 31, Ill. The unit heats, cleans,| engine r.p.m. on four, six, and eight- 
sterilizes and de-ices. Flip of ignition| cylinder engines with both six and 12-volt 
switch starts automatic operation—reaches | systems. Large dial reads O to 1,000 
100 psi full operating pressure in three|r.p.m. and O to 5,000 r.p.m and allows 
minutes. Output: 200 gallons of water or| adjustments on carburetors and automatic 
mixed solution per hour. Builtin, self-| transmissions. Harvey E. Hanson Co., Dept. 
mixing solution tank has 14-gallon capac-| ANM, Lake Bivd. and Commercial Si., 
ity. Paw Paw, Mich. 
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(Continued from Page 16) 


air conditioning.” Obviously, this 
car is going to be quite unaccept- 
able to other engineers and too 
expensive for the average buyer. 
Cooling a car is considerably 
more difficult and costly than cool- 
ing a room because a car attracts 
and produces large amounts of heat. 
Nevertheless, the motorist who has 
invested in air conditioning de- 
mands a quick cool-down, requiring 
a vast amount of cool air in a brief 
time. 
: * * 
_— temperature inside a parked 
car may easily reach 125 de- 
grees. A 50-degree temperature re- 
duction is needed in a few minutes, 
but probably can’t be obtained, es- 
pecially if the driver is in a down- 
town area where he can’t imme- 
diately maintain a 25-30 mile-an- 
hour speed. 
Nevertheless, quick cooldown is 
the feature most desired by the 
average user and is the problem to 





But High Cost Slows Growth of Market .. . 
Better Air Conditioners Coming 


which engineers are giving most of 


their attention. 

Howard Dickie, chief engineer 
for Novi Equipment Co., which 
makes the Novi air conditioner, 
said: “The goal is to make an 
air conditioner that will bring 
down the inside temperature from 
100 to 75 degrees in five minutes. 
“What can be done is to bring 

down the temperature at the 
‘breathing level’ by directing all air 
outlets at the driver’s head. This is 
the thing to talk about. You feel 


Titanium Expands to Europe 

NEW YORK. — Titanium Metals 
Corp. of America has announced ex- 
pansion of its operations to Europe 
by forming with Deutsche Edel- 
stahlwerke, Germany’s leading spe- 
cialty steel producer, a jointly 
owned titanium company. The new 
company, Continental Titanium 
Metals Corp. will produce and mar- 
ket titanium metal in Europe. 


*“Cold Bonderite” is the commonly used term for a phosphate 
coating system developed by and exclusive with Parker Rust 
Proof Company. Its use is saving many manufacturers thou- 
sands of dollars a month. 


PARKE 


BONDERITE BONDERITE and BONDERLUBE PARCO COMPOUND 
€orrosion resistant aids a cold forming rust resistant 


paint base 
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the heat most psychologically at 
your head.” 

Engineers have used and tested 
many methods of achieving rapid 
cool-down. One possible solution is 
a two-speed compressor that would 
provide more coolant at low-car 
speeds. 

+ * 


All Speeds Forward 
ee, W. H. Jackson, su- 
pervising engineer for the Har- 
rison Radiator division, which 
makes all the air conditioners for 
GM cars, said recently: “If you 
increase compressor speed at low 
car speeds, you’d also have to in- 
crease radiator fan speed, and it 
would be a good idea to increase 
water pump and generator speed.” 
The best solution to the need for 
quick cool-down in current units is 
the use of two and three-speed 
blowers which have become quite 
common in factory and hang-on 
units. 


Recognition of the need for 





THE CASE OF THE PUZZLED ENGINEER 
(A Cold Bonderite* Story) 


*Bonderite, Bonderlube, Parco, Parco Lubrite, —Reg. U.S. Pat. Off. 
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faster cooling hag been largely 
responsible for the decline of the 
trunk air conditioner with which 
the industry started off and which 
obviously cannot do as quick a 
cool-down job as the under-dash 
or under-hood units. Only a hand- 
ful of Big-Three limousines now 
use trunk models and many in- 
dependents have stopped produc- 
ing them. 


Also favoring the front-end unit 
is its lower price, its greater effi- 
ciency because of fewer long lines 
and the fact that it doesn’t occupy 


valuable trunk space. 


The big advantage of the rear 
unit has been its relative noiseless- 
ness, but considerable progress has 
been made toward producing 


quieter front air conditioners. 
> * + 


way this has been accom- 
plished is by redesigning parts 

so as to reduce the air velocities 
near parts that were prone to 
Sometimes, 
this has merely meant putting in 
a curved air tube in place of a 


structural resonance. 


right-angle tube. 


Noise has also been reduced in 
Some units by the use of squirrel 
cage blowers in place of the tradi- 


tional propeller fans. 
A major area for the improve- 


The plant heating engineer, wondering at the diminished demand on his heating 
plant, set out through the plant to find the cause. All was normal until he met the 
finishing superintendent. “Haven't you heard?” asked that happy gentleman. 
“We've installed Cold Bonderite* in our finishing line. Steam use is down 90% 
and water use is down 50%!” 


RUST PROOF COMPANY 
2164 E, MILWAUKEE, DETROIT 11, MICHIGAN 


TROPICAL 
maintenancs 
paints since 1883 























ment of future air conditioning is 
better air distribution and cir- 
culation. Air conditioning en- 
gineers are attempting to furnish 
more air to the driver, to the 
back-seat passengers and to the 
passengers On the sunny side of 
the car, as well. 


This is becoming increasingly 
difficult each year because of the 
trend to the larger, compounded 
windshields and back lights. In par- 
ticular need of more air condition- 
ing are the back-seat occupants, 
especially when there are three 
people in the front blocking the 
passage of air. 

= * * 


More Ad-Vent-Ageous 

N THE matter of air distribution 

the factory-installed units are in 
the more advantageous position 
since their vents can come up 
through the top or face of the in- 
strument panel, while the hang-ons 
are restricted to squirting the air 
from their position near the floor. 

Considering their rather poor po- 
sition, most of the hang-ons do a 
good job of air distribution by em- 
ploying the maximum number of 
front and side vents, most of which 
can direct the air in a selected di- 
rection. 

Joseph D. Lovely, assistant 
chief engineer for air condition- 
ing at Chrysler Corp., said the 
five 59 Chrysler Corp. cars will 
get much better air distribution 
through the use of two new out- 
lets on the top of the instrument 
panel, These outlets telescope up 
or down and rotate. 

Also available on all ’59 Chrysler 
Corp. station wagons this year is 
an air conditioner with two evap- 
orators—one under the hood and 
the other attached to the ceiling 
behind the second seat. This unit 
was introduced last summer. 

> > > 

HRYSLER CORP. last year 

showed its concern for back- 

seat cooling by offering a dual air 
conditioning unit with evaporators 
in the trunk and under the hood 
of its Imperials and Chryslers. The 
cost: About $700. 

Back-seat passengers would also 
benefit from the under-seat air con- 
ditioner that reportedly is now 
under development at the Frigidaire 
division of GM, which supplies the 
to the Harrison divi- 


tooling costs will be 
spread over a broader base. 
Further improvements will also 


be made in the next few years in 


First introduced by American 
Motors in 1954, the combination 
heater and air conditioner is now 
offered in every car except Cadillac, 
Oldsmobile, Pontiac and Stude- 
baker. 

In any discussion of air condi- 
tioning, an obvious question is: 
“Why do the factory-installed units 
cost 50 to 80 percent more than 
the hang-on units?” 

an ” 


Superior Cooling 

emer. the answer is that the 
factory units do a superior job 

of cooling, although an owner often 

doesn’t need and is unwilling to pay 

for this superior job. 

While the hang-on unit usually 
consists of the basic components— 
compressor, condenser and evapor- 
ator—which are installed in four 
to eight hours, the factory unit is 
generally integrated into the car’s 
design and construction so as to 
provide maximum cooling and 
maximum performance from the 
vehicle. 

Besides the unit itself, the fac- 
tory installation often includes 
tinted glass, a heat shield over the 
muffler and the floor; a larger, 
higher-pressure radiator, a larger 
generator, specially-located air 
ducts and a five or six-bladed fan 
which may have a special drive 
to permit the fan to slip at higher 
speeds when less fanning is neces- 


sary. 

Besides price, the hang-on units 

have an efficiency advantage in that 
(Continued on Page 34, Col. 3) 
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Technical 





A. N. Kaiser has been appointed 
chief engineer for the recently en- 
larged Syracuse 
division engineer- 
ing facilities of 
Electric Auto-Lite 
Co.’s electrical 
products group. 

Kaiser joined 
Auto-Lite in 1952 
as director of de- 
sign work for 
Navy fire-control 
equipment built in 
the company’s in- 
strument plant at 
LaCrosse, Wis. From 1953 to 1956, 
he worked in Toledo on the design 
of rotating electrical equipment and 
most recently was in charge of the 
windshield-wiper and heater-motor 
sections. 





A. N. Kaiser 


Fisher Joins Auto-Lite 
Fremont Fisher has been named 
general sales manager of Electric 
Auto-Lite Co.’s electrical products 
group. He had been vice-president 
4 Fort Worth Steel & Machinery | 


> * 


Thornton Named Manager 


Of Ford’s Indianapolis Plant 


Richard T. Thornton has been 
appointed manager of Ford Motor 
Co.’s Indianapolis 
steering gear and 
cold heading 
plant, Automatic 
Transmission and 
Chassis division. 

Former man u- 
facturing man- 
ager for the for- 
mer General 
Products division 
in Dearborn, 
Thornton suc- 
ceeds Carl F. R. T. Thornton 
Franz, who becomes plant produc- 
tion manager. Franz’s predecessor 
as production manager, W. J. Payn- | 
ter, has been named production 





Personnel 


automatic-transmission plant in 
Livonia, Mich. 


Chrysler Appoints Firth 


Plants Chief; Stover Upped 


C. C. Firth has been named gen- 
eral plants manager of Chrysler 
Corp., and George H. Stover has 
been appointed director of produc- 
tion control for the car-and-truck 
assembly group. 


Firth has been manager of the 
company’s Los Angeles assembly 
plant. Stover had been manufactur- 
ing manager of car operations at 
the Dodge Main plant since 1956. 


* aa * 


Mack Appoints Webster 


To Sidney Engineering Post 


R. M. Webster has been appointed 
executive engineer of the vehicle 
design department 
of the Sidney (O.) 
division of Mack 
Trucks, Inc. 

Webster’s duties 
will include super- 
vision of the 
Sidney-based fire 
apparatus engi- 
neering activities 
as well as the bus 
engineering sec- 
tion. Webster for- 
merly was new 
development engineer in the vehicle 
design department at Mack's Allen- 
town plant. He has been with Mack 
since 1931. 





R. M. Webster 


Dodge Announces 


Four Promotions 


Promotion of four executives has 
been announced by Dodge. They 
are: 

E. E. Shawe, quality control 
manager; R, C. Kobus, manufac- 
turing engineer; C. E. Taylor, plant 
engineer; Raymond Taylor, assem- 
bly plant resident engineer, 

Shawe had been a general super- 





| Louisiana 


Nebraska _ 





* * 


Chrysler Ups Kazmerowski, 
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was plant engineer and C. E. Taylor 
was his assistant. Raymond Taylor 
had been on the engineers’ staff. 


Pace at Delaware Plant 


Louis B. Kazmerowski 
appointed production manager and 
Louis J. Pace general production 


has been 


Kazmerowski 


superintendent of Chrysler Corp.’s 
assembly plant at Newark, Del. 


had been general 


plant manage 


production superintendent since 





7 


1957. Pace had been superintendent 
of final car assembly, 


Lindgren, Proust Upped 


William L. Lindgren has been 
named plant manager of Turner 


r. 


33 


Brass Works, Sycamore, Ill. William 
L. Poust has been named assistant 


Peterson Names Callihan 


Robert E. Callihan has been ap- 
pointed production and engineering 
manager of the Sonoflux Magnetic 


Inspection Equipment division of 
Peterson Machine Tool, Inc. 





New Commercial Car Registrations, 


23 States for August, 1958-1957 


Truck r 
released 


istrations by states are 
weekly, as compiled 


by R. L. Polk representatives in 
state capitals. 





Four States Previously 


= Reported for August 


Connecticut 
Delaware 
Idaho 


Kansas 


Maryland ro 


Montana 


North Carolina 


North Dakota 
Rhode Island” 
South Carolina 
South Dakota 
Utah 
Vermont i? 
Virginia 
West Virginia 


Wisconsin 


Wyoming — 


93 States Reported 


To Date for August 


Year 
To Date 


The information contained in this report has been compiled from official state documents. 


57 
58 
‘57 
‘58 
57 
57 
58 
57 
‘58 
‘57 
58 
57 
58 


‘57 
"58 
57 
“58 
57 
‘58 
x / 
‘ss 
‘57 


‘57 
‘ss 

57 
‘58 
‘57 
‘58 

57 
‘58 

57 
‘s8 

57 
‘s8 
‘57 
‘ss 
‘57 
‘s8 

57 


57 


Brock- 
way 

| 961 | 30} 
; 1216} 50} 
3| 145) 1| 
4) 183 7| 
1 74| 6| 
_% 80 5| 
| 242 1 
188 
478 2| 
371 5| 
| $873 18} 
934 3 
3 260 7 
3 478 2 

| 187 
192 i 
312 iS 
243 3 
746 * 
790 3 
165 1 

198 

31 
381 | 3} 
288 
321 
145 i 
135 2 

149 
184 3 

5! 

52 
43! 3 
2 731 2 
300 6 
a 326 i 
373 2 
394 2 

133 
135 2 
7| 6044 9 
8| 7532 94 
477\ 151632 1774 
416| 180637) 2119 


139} 
163} 


59| 


31) 


125 


39 
828 
1025 


22987 
27198 


750) 240, 
1115} 220 
95) 83} 
160 49) 
37) 10 
43) 16} 
124 56 
162 50 
359 68) 
382 63 
44S 104 
735 109 
195 64 
237 64 
1% 4! 
207 5! 
248 72 
223 SI 
563 135 
523 187 
169 39 
162 38 
386 7 
69 22 
214 56 
298 52 
124 31 
147 37 
103 47 
179 52 
39 22 
63 26 
364 71 
513 104 
204) 82 
240 118 
273 79 
43! 84 
109 4 
128 43 
4997 1353 
6017 1438 
121402; 31680 
166754| 38680 


375 29) 15| 
469| 78 | 36| 
79| 12) 1| 
102} 23) 3} 
40 12 | 
22) 4) | 
b4 2) 10 
88 j 13 
155) 7 5 
120 4 8| 
114 20) 3 
167 23 3 
101 21 
146 8 4 
107 5 3 
116 6 i 
139 4 i 
158) 38 3 
197 30 13 
168 63 9 
124 ! 2 
152 2 6 
21 19 | 
22 9 
4b 15s 
66 9 3 
8 1 8 
116 5 6 
55 5 | 
115} 4 S| 
23) 2 | 
32| ee 
152 16 6) 
148) 26| 12) 
90) 17 it} 
7 7 7 
173 21 3) 
208 " & 
48 2 i 
Ss? 7 6 
2201 243 83 
2571 330 141 
52665 7045 27728 
56725| 8128) 4446 


41) 80 
43; 89 
13) 42| 
31 23) 
3 3) 
2| 
2) 26| 
2 23 
6) 18) 
6 22) 
13 
3 5 
2s 19| 
29} 10 
3) 4i| 
53} 
4) 15 
21 17} 
40) 70 
% 27\ 
| 1| 
a ee 
I 6) 
8 5 
$6 ih} 
10 13 
13 
2 3 
5 13) 
aS 20) 
| 2 
oh 
i} 29) 
20 36} 
10} 73 
15} 7 
iT 18 
9 3 
3 18 
4 44 
197 538) 
248 514 
7120; 11081 
9552) 12975 


17) 








143; 2803 
__ 4 37 
63) 570 
a 682 
i} 206 

_ 41. 
19 583 

5| ‘$74 
23; «1182 

7 a 1026 

31; +1369 
16| 2074 

49 781 
24| 1046 
2 | 658 
22|  —«703 
33 867 
14) —- 810 
39 1964 
14) 1901 
3) 535 

ae 598 
24) 498 

9| 538 
29) 698 
14) 83 
18} 464 

2} 497 
21 433 
2i 650 
2 192 
10 223 
37; «1173 
19} 1695 
32) 888 
13) 90 
52 1065 
55) 1295 
| 3% 

7| 474 
685 17275 
391| 20307 
17656| 428247 
11175) 520805 


Every reasonable precaution has been 


ie . “ exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
control manager at the division’s|intendent at Dodge Main. Kobus| pg Lt. Polk & Co. cannot assume any liability by reason of inaccuravies or omissions.""—R. L. Polk & Co. 


New Passenger-Car Registrations, 28 States for August, 1958-1957 















































































































































“The information contained in this report has been compiled from official state documents. Every reasonable 
i to insure accuracy of this report to the extent of 


The 1957 figures for Nash and Hudson are included in the Rambler total. The 1957 figures for Continental are included in the Lincoln total. 


the registrations received and 














tabulated at the time the re is 
inaccuracies or omissions."'"—R. L, Polk 


Previous Report 58) 930 18} 948 167 32 9%| 368 1127) 1790) 2854 68 4% 356| 3324) 584) 270) 3669) 723) 611| 5857) 3} 108) tit BI7| tzeaT 

ye 57} 494) 31} 525| 260 75 230) 700 1490| 2755| 4179) 72| 2s a 4961 | _ 1044, 48) 3957} 1009| _ 814] nn _ m2 a “wo 
Ark. "58 | | Pa an 4 325 693| 18} © 69; 788| ~=—s«109 55 906 154 99 | 

Arkansas = = ‘| = a 6 a 7” 404) 10651 14| 177| 1256 rH 748] 26 __193|_ 1793 4 46)  —-63|_~—«-3803 

Connecticut 58 301 2B 324 68) 13) +54) 164) S6i| 860) 1227) .) a 1) 170; 1447;—s«133))=—Ss«37| = s(1302 303) 244) 2119 57 57} 931| 5738 

ee 7; _—-168}_—«35|_—«203|_—133|——48|_—s33|__—429|— 401583] 1783|—S | SS zs7| _223|_363|_178|_4a2|_400|_433]_2u56] _4|_102|_106|_617|_7ase 
Delaware 58) 38) 3 41) 20 3 13 37 171 244, «308 | 12 3 38; 36 49) 33; «480 65) 66| 693 i 5| CsA 

‘57| 12] 3 1S 31] 14) 17 71} —«*89|— 322} 382 8 78} 448) ~=7 42 256} sb 9| 627 1 13) 14| 42| 1470 

ida "58 422 73} 495) —s«125) 41; 108 314) = 1073) 1661| 2686) 50; 8? 363) 3188) +526) 479; 2921) 725; 495| 5146 4 72 76| 2286) 12852 

Florida ‘57 175 2 247, «168! 73} 162 449) 12631 2115; 3484! 88 607} 4181; 804) 467) 3378 664] 515| 5828 8 102 110 987| 13468 

7 4| 325 42! 30} «334 72| 85/563 19 19} 140) 1338 

seahe a7] '" s| bol 3 3 2 a 2a| Hh 1 ‘el $ 103} 4601 «t1s| = s«35] 301], Sw] = 45| 6l| «1589 

illinoi = " 1142; 32]s174 7; 198) 457) 2124) 3133) 5355) = 133 121 888; 6497|  1079| + 789; 7408! 1660; 1147| 12083 12] 213) 225) s1S8| 24270 

— a $70] 52} yee] aay] tet| ea 993] 2908] 4963] oa | taal 1236} 8044] 1862) 755 7187) _1731| 1533) 13068) 26] 394) 420|__—«29|_27846 

KeuesS—~S” $8) Oty ; 1412) 192| 1673] = - 279 97; = «185! 343}. 303! 2873 i 73) 74 289} «5997 

— a il s| isl : a] Solas] Goel tot] tsa] | os 298| 1858 430|—«119)—*1746) 400)” _ 3671 3068) 3| a 9} | oe 

aT a 

, | | | | | | | | J 2 . aan > 

Maryland "58| 325 32; 357,145] sé 68-296 «870 ~=—«1395| += 1528) 4) 14) 211; 1769, 229) s«S6! 2302) 341 313) 3361 ‘| 53) | 668; 7609 

‘57 | 108 14] 122] —— 68} 45] _—st02|_—— 503) 1306) 2124) 207m], Ss | S33] 325] 2457] 97] 2346) 492] 470)_— 3862) 5] BI) 6] 02] 953 

; ' 124 | 125) 22 8| 13 38 153/234) ~—366| 2% 4 58| 454 83 37) 485 78 9 774 | 4 4 169 «1797 

wsentens S| ae 3} Oo} si 105 148) 310) 447) 9| es 541 i) a wm ae 1 __ Mi oO} st|_s7|__—8}_-109]_ 1873 

ae Sol lB vas] Sy S]teml Lt] eel tel abt] al 'see|_ tell tala] Me 

‘57| 48 2 él 15 14 7 : ( 9: 7} _173| _177|_ 1660) —s 8] —S 4 42| 3709 

Nevada 58) 4 18 3 3) 3 13 37 63 se ‘| | 21 132 14 it} a 30! -— — s 4) 4| 75| 45 

57] ® 5| 3 4] 9 28} 60) 142; ~=—- 283, Ss 2 4|_ 73} 279) —s BO}, |_sa2w 71 52] 447|_—Sst| SO} Ss sé 

New Jersey 58 516 34| 550) = 319 60 193} 454) 1564) 2590) =) “| ry = 3812} 522) + +476| +~«3723| ~—S—«839) of 6187! 8 103 ui Venn) 14739 

‘57 276| —«45|—— 32 483 161] 432] ~—-989|_—«-2403| +4468) +3680 : 141} 762| 4583] —96! 503} - 3519] 1097 794) 6874) ~— 4! — 245] 259] 6] CIS 

North Carolina *58| 179 17 1% 78 z| 7 158) 555/875) «1839 2 3 168 nei 310 155) 1718) 407 am) 2008 | ‘| a 3 421| 6485 

"57 105 17 122 98; —-26|_~—s 128] 224] ~—753|_—1229| 2456 24 306| 2786) ‘572 154) 2045| 455] 420) 3646 6) —a2|— BB H17| 7988 

aa a 

‘ g 2 { a2 

Pennsylvania 58 965) «53|.—«stoNe|—Ss4t| zi 364) 900) «—«-2667) + = «4421| += 4482 7-7 94) 926, 5650| 962 728; 7102) 1369) o97| 11258 15 = 240|  «1474| (24061 

'S7 562 74| 636 ~—-683]_~—-200|_~—s 719] ~—«1948| +4598) +8148) 666! 177) 1557| 8395| 2104) ~—685|_—7293| ~—«*1769| ~—«*1863| 13714 37| 464] ~—_—=SO1 897| 32291 

pare a a | | | 

5 « 1 : ; -. ‘ : i af __ 4] 498 

South Carolina "58 po 21 hl Lele a 60| «307|'Ss«429| S830 ‘| 7 | 942) «185 53 _790/ 136) 127; «1291 2) 24 19| 405) 3288 

*57), 2| «12 4l 46 10|_ 50 10! 455| 662) 1225 ul 181} 141742 66| (1097; ~—-225|~—2t2|_—-202t | 40 4! 118] 4300 

Tennesee a at We 4 2 St a oe oe SU oe oe sl oe el ol oo | et oo 

- — — - - - _ _ — ! <— 

Utah 5 | 7 4 78 18 5 29 a 121 215| «305 2) | 68} 410) 54 45| 446) 8 71 714 1! ‘| 7) (193) san? 

57] 59 3 62 = 45| 89] — 237] 417] S91 25 144) 760}_—=*129| 47\_465|_—st44) 44] 929 2| 39 4! 157] 2366 

a a a a 

° : Ww a _ - a a Li» we — oS 

Virginia "58/ 262| 22| -284| ~—s«100| 15| 84; 203 = 871} ~—«1273| ~—«s1 913] 36| 19} 273| 2241|—««279| ~=Ss«142|—s959| ~—=«313) 432) ~=—«-3125) 4! 61] 65| 870) ~—«o7ase 

57| 128] 23| 151] —*1604 40| 148) —-383}_—s«s1t87|_—«1918| = 2796] ~S | S40} =~ 505] 3342] ~— 17] _~—s8'73|_—«2576| ~—s S40] ~—s722|~—«-4628 8} 107|_—stNS| 394] ‘(10548 

es Saye] Sa) i atl gall al alll 

‘ 1 i 303} ; a z __ 9-0}, ao] S| 4 

an a 

eee MS ee So ae 2 a F ie = > 5 . : Ly i a 31] 1157 

28 States Reported "58 6651 si 7076} 2153] 391 sonal = oer 23249| 3466! 10) 619/ 4962| 41142} 6238 4132] 43629! 8941/6975! 69915 77; 1284) —«1361| 13011] 155754 

| _ To Date for August ‘S7| _—«3541| —-485| = 4026] ~=—-3326| ~—*1063|_—«3080) += 8689] 21913] 38071| 47927| __ 1014] 8794| 57735| 12246| 4379) 47567|_ 11148) 10428! 85768| _ teal 2417| 2585] 6448] 194633 

| ~ Year S| 102758 nal 110075| 39825 oui areas) coma 252170) 418356| 620317 7 17857| 88436] 752142! 165707! #2490| 818887| 202171! 146948|1416193| 1977| 25625) 27602| 200031/2924399 

To Date '57| 67533) + 6931] 74464] 69404] 22147| 68875| 169529] 396654! 726609| 947531 23408| __ 177250] 1148189] 261544] 89451! 903757| '239108| 209075|1702935| 3949) 40224] 44173| 105720/3802090 


offhand. R. 4. Polk & Co. cannot assume any liability by reason of 
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Market Is Slow to Grow .. 


Improvement Coming 


their units into the new models be- 
cause of the ever-rising transmis- 


Mfg. Co. (Artic-Kar), Climatic Air 
Conditioning Co., Cool-Rite Serv- 


ler Corp. coolers are made by Air- 
temp division. 
* 


Radiator Warms Up 


L een air conditioning produces 
a number of problems, the most 
serious is the heat problem. An A.C. 


affected because the extra heat in- 










& co a 
In Air Conditioners _ |e: tetteotstme | os 
ijator, not only reduces the cooling win 
done by the radiator, but it also 
(Continued from Page 32) warms the air in front of the rad- P* 
. iator with the heat that has been é 
the evaporator coil is in the pas-| reduced. The Dodge, with only six removed from the passenger com- Bon 
senger compartment where the es-| inches at this dimension, was the partment, Engine heat is most cut 
cape of cool air is not wasteful. An- toughest problem among the ’58s. serious in the southwestern states, The 
other advantage is that the unit can|The recently redesigned Novi A.C.| particularly when the engine is and 
be transferred from car to car. unit is probably the lowest of the| idling. ville 
A serious disadvantage is that| hang-ons with a height of only 4% When these two factors are Chie 
the bang-on unit takes up valuable | inches. coupled with the current trend to 4 Ce 
space on the front floor—the place d dent firms lower hood lines, more power and ed 
where the middle passenger nor- diene ak cabenion can are | more crowding under the hood, the is ul 
mally puts his feet. Klauss-Joyce, Inc. (Cool Queen), only real surprise is that the tem- C 
a Frigikar Corp (Frigiking) O. A. | Perature under the hood only rises for 
A POSSIBILITY annually faced! Sutton Corp. (Vornado), John E. | *" Sotrsse ot 35 Gagress. shi 
y engineers are concerned equ 
by the hang-on manufacturers| Mitchell Co. (Mark IV), A.R.A. 
t| Mf Capitol Refrigeration and about this increased heat but the wel 
is that they will be unable to ge oon &e fuel and engine people seem most whi 










































creases the gasoline volatility, 
A Typical Hang-On Air Conditioner— 


A young lady adjusts a Vornado air conditioner thot is installed between the 
instrument panel and the floor hump. 





sion humps on the front floor which | ice and Frigiquip Corp. (Frigette). thereby contributing directly to 
reduces the space between the floor; Ford Motor Co. A. C. units are vapor lock. One authority claimed 
and instrument panel into which | assembled with a compressor made! ¢nat an operating air conditioning 
the hang-ons must fit. by York and an evaporator and/ unit makes gasoline three times ( 
This space is being continually | condenser made by McCord. Chrys-| more volatile than normal. 
A few of the Big Three cars pro- 
vide vapor lock protection on some Six 
of their A.C.-equipped cars. Four- 4 
barrel carburetors reportedly pro- 4 
vide some protection in this respect. 2 
* * * C 
s 


AUZBCUGE air conditioning 





sometimes is criticized because s 
it requires about seven horsepower c 
initially and about four horsepower Eld 
after cool-down, the Vornado people s 
recently reported a study which B 


showed that actual fuel consump- 














tion was reduced on an air-condi- B 
* tioned car because the drivers are Six 
able to close the windows, cutting 4 
air drag. (Sta 
Regardless of this and other brak 
az q problems, the long-range future of 
air conditioning is certainly 
bright, because, in addition to its 4- 
cooling ability, it also controls 2. 
humidity and eliminates dust, U 
. bacteria, odors, pollen and toxic 
gases. 4 
Its future is closely tied with its 2- 
. ability to become less expensive. 
Eaton 2-Speed Axle trucks make quicker, full-load trips— Jolin Godfrey, assistant chief en- 4 
. a . gineer of the Harrison division, 4- 
with no sacrifice of power when it’s needed to pull out commented: “The price is going to 2- 
: ° come down. More people are buy- C 
of the tough spots. But they do more than save time; they leet air Gundiiedined a8 Gate te 2 
save money, too. With double the conventional number slow, continuous effort to whittle Cc. 
c : z . ‘ down the price of each component.” 
of gear ratios right at their finger tips, drivers use the ee oes m 
2 y fA i right gear ratio for every operating condition. This lets N. ¥. to Consider 
— peed x es engines operate in their most efficient and economical Ti ht - St d 4 
* J speed range; stress and wear are reduced right down the § € andar $s o 
Will Do iz! line from the engine to the axle itself. Operating and For Brake Fluids “ 
maintenance costs are cut to the bone. And through im- , ALBANY.—(UTPS)—A joint leg- 
on : : islative committee on traffic viola- a: 
proved maneuverability and reduced driver fatigue, Eaton one -_ hear sepa ~ 17, ata 
2 . public hearing claiming that more 
2-Speed Axle trucks make not only quicker trips but safer Son % of tke Gee Dead Ga te = 
ones. They haul more at lower cost per mile, last longer, a aye ht oc, ro of 
and are worth more when traded in. Proposals for stringent brake- Seri 
fluid legislation will be discussed at 4- 
this meeting. 2- 
Senator Edward J. Speno, com- 4- 
mittee chairman, said brake-fluid 2- 
temperatures in today’s high-pow- Ce 
ered cars often reach 250 degrees. 4- 
Surveys indicate that more than Su 
% of the brake fluid sold in bulk Pp 
or in factory-sealed cans in New 4 
York boils at 230 degrees or lower, 4~ 
he added. a 
The brake-fluid reports are based Ce 
on surveys and data compiled by a 
several consumer and automotive (The 
groups, said Speno. Experts from Seri: 
these organizations and the Ameri- 4 
can Automobile Assn. advocate leg- 4- 
islation banning sales of any but _ 
heavy-duty brake fluid, tested and Co 
‘ approved by the Society of Auto- (Stan 
More than Two Million motive Engineers, Speno added, power 
Eaton Axles in Trucks Today. Other proposals to be discussed 
at the hearing include: 
1. Discontinuance of junior licen- 4-¢ 
ses for 16 and 17-year-olds. 2-« 
2. Compulsory eye tests by the 4-¢ 
State every five years for driver’s 2-¢ 
license holders. Co 
3. License suspension after sec- 4-¢ 
ond speeding offense, instead of 4-6 
AXLE DIVISION third; penalty change for drunk 
and other offenses. 
MANUFACTURING COMPANY motbnneiemnemoneay = 
CLEVELAND, OHIO Klemp Opens Coast Plant 4-¢ 
CHICAGO.—Klemp Metal Grat- 
ing Corp. has opened its fourth 4-d 
PRODUCTS: Engine Valves ,Tappets , Hydraulic Valve Lifters , Valve Seat Inserts , Jet Engine Parts , Hydraulic Pumps Gone on thes oo ee ~_ 
Motor Truck Axles , Permanent Mold Gray Iron Castings , Forgings Heater-Defroster Units , Automotive Air Conditioning the Chicago area and one in Hous- 4-d 






Fastening Devices , Cold Drawn Steel , Stampings , Gears , Leaf and Coil Springs . Dynamatic Drives, Brakes, Dynamometers ton. 
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est Boost on Chevrolet .. . 





GM Moves to Set Price Pattern 


(Continued from Page 1) 
seat and electrically operated rear 
window as standard equipment. 
od * * 

ONTIAC Star Chief four-doors 

dropped $66 and $72, while the 
Bonneville two-door hardtop was 
cut $224 and the convertible $108. 
There’s also a four-door hardtop 
and a station wagon in the Bonne- 


ville series this year. The Super} 


Chief series has been dropped. 
Considering both increases and 
decreases, Pontiac’s price average 





and Series 98 models rose $66. 
The increases average 1.97 per- 
cent. 

Cadillac held the line in its high- 
volume Sixty-Two series except for 
the two-door hardtop which went 
up $108. Other Sixty-Twos and the 
Sixty-Special four-door hardtop 
added $1 through an adjustment in 
factory handling charges. 

* = * 
HE Eldorado two-door hardtop 
and convertible were decreased 
by $99 and swank Brougham rose 


is unchanged on comparable models. | $1, again through a change in the 


Oldsmobile made things easy 


equipment setup. Series 88 models 
went up $65 (except for the wagon 
which is up $81), 


CADILLAC 
"59 "58 Difference 
Sixty-Two Series 
4-dr. Hardtop (6-window) ...................... $5,080 $5,079 +$ 1 
4-dr. Hardtop (4-window) ......................... 5,080 — — 
2-dr. Hardtop .................. . 4,892 4,784 + 108 
Convertible ......... 5,455 5,454 + 1 
Sedan deVille (G-WimdOW) oo.--ooeeecececceeoee 5,498 5,497 + 1 
Sedan deVille (4-window) ........................ 5,498 — — 
PEED cieesivicessveccsncesvansesnunvsseoenecneeinbes 5,252 5,251 + 1 
Eldorado 
Seville FRar@topy  ...............p..-cccscccssccssesecseeceree TAMGL 7,500 — 9 
Biarritz Convertible = 7,401 7,500 — 9 
Brougham ............ 13,075 13,074 + 1 
Sixty Special 
4-dr. Hardtop ..............-......... 6,233 6,232 oe 1 
(Standard equipment, all models: Automatic transmission, power steering, power 
brakes. ) 
CHEVROLET 
’59 Biscayne vs, "58 Delray Difference 
SION a. nisnicdancninaigianiianiniiindamee $2,155 +$146 
2-dr. Sed. .... pinninnsumantacdienusieiiijans . 2,247 2,101 + 146 
TERRE BOE, 2nn.cc.cccccccccccceccccccccccescccsccsccscsoecesseoes 2,160 2,013 + 147 
°S9 Bel Air vs. "58 Biscayne Difference 
4-dr. Sed. . $2,440 $2,290 +$150 
UII: | SEIIEIIY” cunisecesnensevssishonninieiecnsenamnenaduiieeniabioaiiial 2,386 2,236 oe 150 
'S9 Impain vs. "58 Impala Difference 
4-dr. Sed. ... .. $2,592 — — 
4-dr. Hardtop ..................... , a —- — 
BE, TUT cts: cccsscevcccsesencntsnecesnsocesssosoces 2,599 2,586 13 
Convertible sihligigiiniciaadiniitciani . 2,849 2,734 — 115 
"59 vs. "58 Model Difference 
Corvette (V-8 Std.) .............. $3,875 $3,631 +$244 
"69 Wacons vs, "58 Wagons Difference 
Ss TOMI cntnsisincnstacentnsbeentocnonneqnsanunedenninng $2,571 $2,413 +$158 
(Brookwood) (Yeoman) 
ta, MIIIIIN* i cnssnnsnsncaniatid soccscese BYES 2,467 + 171 
( Brook wood ) (Yeoman) 
I icici ctlaciiealinaiiceny . 2,749 2,571 ~ 178 
(Parkwood) (Brookwood) 
SE IRIE 52 easaissinasneneithonmnaisiesniibinanmmnd an 2,728 + 169 
(Nomad) (Nomad) 
4-dr., 3-seat** cocccce OPO 2,678 oe 174 
(Kingswood) (Brookwood) 


(Chevrolet prices are for six-cylinder models. 


on *58s.) 


OLDSMOBILE 
"59 "58 Difference 
Series 88 
I I | iat ncasietnisieephiaebiabiinemnneienibiatel $2,837 +$ 65 
a cheeannil sia 2,772 + & 
4-dr. Hardtop 2,971 + 6 
2-dr. Hardtop 2,893 + 65 
Convertible 3,221 + 6 
4-dr., 2-seat Wagon 3,284 + 81 
Super 88 
svi she veteeenhiennenmnenietotibaliat 3,112 + 6 
4-dr. Hardtop 3,339 + 6 
2-dr, Hardtop 3,262 + 66 
Convertible ......... 3,529 + 6 
4-dr. Wagon * onuman 
(The "58 wagon was a hardtop model. The '59 has conventional styling.) 
Series 98 
I an aint men ensanenonnsenebatianeenl 3,824 + 6 
4-dr. Hardtop 4,096 + 66 
-dr. Hardtop 4,020 + 66 
Convertible 4,300 + 6 


(Standard equipment on Series 98 models: Automatic transmission, power steering, 


power brakes.) 


PONTIAC 














$2,638 +$ 66 
2,573 + 6 
2,792 + 8&2 
2,707 + 61 
3,019 + 61 
3,019 + 82 
3,088 + 121 
59 Star Ohief vs, ’58 Star Chief Difference 
$3,071 —$ 66 


| factory overhead fee. 
for the price analysts by not | 
shifting its series names or its |week’s Automotive News, show | 


Buick prices, as detailed in last 


hikes of $104 and $105 for LeSabre | 



























































For V-Ss, add $118 on "59s; add $107 


59 Catalina vs, °58 Chieftain Difference 


3,210 


712 


3,481 
3,586 






| hardtops and sedans, compared with | 
and Super 88 | the ’58 Specials. Invicta closed mod- 


GM Prices—'59 vs. ‘58 


(Including Federal tax and suggested dealer preparation charges). 








els are $41 and $79 more than ’58 . 


Centurys. 

Some extra-cost items have 
been made standard on LeSabres. 
Models in the LeSabre and In- 
victa lines are up 2.65 percent 
over their '58 counterparts. 

Buick Electra and Electra 225 
models have some $300 less stand- 
ard equipment than last year’s 
Roadmasters and Limiteds. Prices 
have been sliced accordingly, but 
the '59 and ’58 offerings are not con- 
sidered directly comparable. 

+ + + 
oe a percentage standpoint, 
the GM increase this year is 
less than half as much as that 
posted when the '58 models were 
introduced. 

For '59 GM has boosted the prices 
of comparable models an average 
of 1.7 percent. Last year’s hike was 
3.75 percent. 

Cadillac, Chevrolet, Pontiac and 
Oldsmobile dealers learned of 
their new prices from the news- 
papers last week. They had not 
received the figures from the fac- 
tory when the page one stories 
(in Detroit, at least) appeared. 

As usual, the auto companies re- 

leased only “factory list prices” 
figures that are devoid of excise 
taxes and dealer preparation 
charges. 

And, as usual, 


dered why. 
A§& ONE Detroiter expressed it, 
“People see these stories and 
they expect to be able to buy a 
ear for that price. We tell them 
about the Federal tax, and they 
think we're trying to jack up the 
price on them. 

“Why don’t those factory guys 
come out of their dream world? 
They have to pay excise tax; we 
(the dealers) have to pay it, and 
the customer has to pay it. So 
why don’t they include it in the 
prices they give to the news- 
papers?” 

Other dealers noted that the new 
sticker law is another strong argu- 
ment for including the excise tax 
in the price announcement stories. 

“The excise tax is included in 
the stieker on the window of the 
car,” one dealer said, “so who is 
the factory trying to kid with its 
totally unrealistic newspaper prices? 


the dealers won- 


> > + 





| 
i 


“If a dealer advertised a price} 


that didn’t include excise tax, he’d| 


be called a crook and he'd prob- 

ably have the Better Business Bu- 

reau on his back. How come the 

factories can get away with it?” 
> > > 


M’S ‘59 prices were announced 





30-Year Veteran— 


Harold E. Churchill, left, 
Studebaker-Packard, pins 
pin on R. A. Hutchinson, export vice- 
president, before Hutchinson leaves for 
Europe to launch S-P’s new smaller cor 
on the Continent. Hutchinson will visit 
the auto show in Paris, which opens Oct. 
2 as well as S-P’s assembly plant in Brus- 
sels, Belgium. 


president of 
30-year lapel 
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Still Distributing 


Simca, Firm Says 


DETROIT.—Jack Read, general 
manager, announced Kurland Mo- 
tors will continue as exclusive dis- 
tributor of the French-built Simca 
in Colorado and 13 other Western 
states. 

He said Chrysler Corp.’s purchase 
of stock in Simca has “in no way 
affected” Kurland’s exclusive fran- 
chise. When the stock purchase was 
announced, Chrysler Corp. said it 
would be sole U. S. distributor for 
the car. Chrysler Corp. had no 
comment on Read’s statements. 

Earlier, attorney’s for Simca Auto 
Sales, Inc., Los Angeles distributor, 
said they had filed a multimillion- 
dollar suit in the controversy, nam- 
ing Chrysler Corp. as one of five 
defendants. Nine other distributors 
also have indicated they will take 


| court action to protect their rights. 





Michigan Okays 143 Bills 
Affecting Auto Business 


LANSING.—The Michigan Auto- 
mobile Dealers Assn. reported to 
members that the 1958 session of 
the Legislature passed 143 bills 


which affect the auto business in| 


some way. 


Highlights of the major new 
regulations include: 


A number of measures which 
formerly applied only to new cars 
have been extended to used-car 
transactions. Out-of-state purchas- 
ers of used vehicles no longer are 
subject to the Michigan sales tax. 


Such buyers can buy $5 stickers 
to move the used cars out of the 
state. Dealers can now purchase $1 
temporary registration plates for 
10-day periods for use in sale of 
used motor vehicles. These used- 
vehicles laws went into effect on 
July 1. 


The buyer of a vehicle shall be 


given a copy of the details of the) 


transaction which contains a space 
in which the buyer is to acknowl- 
edge receipt of the paper. 

The buyer shall be given a 
copy of the Statement of Motor 
Vehicle Sale Form within 10 days 
of the sale. The copy formerly 
had to be furnished before or at 
the time of the sale, a require- 
ment which proved impossible to 
meet, MADA said. 


Dealers will be required to make| Commerce reported. 


| monthly reports to the state on all 


|sales to dealers and 


well in advance of introduction | 


day for all makes other than Buick. 
Cadillac and Oldsmobile bow this 
week; Pontiac, next week, and 
Chevrolet in mid-October. 





from outside the state. The first 


report is expected to be collected | 


in October. 


individuals | 





The state commissioner of in-| 
surance has been given jurisdiction | 


over sales of life, accident and 


|} health insurance in conjunction 

Some observers felt that the mod-/ with loans for five years or less 
erate Pontiac and Oldsmobile boosts| The policy shall list the premium) 
and the absence of a Cadillac in-| rate for such 


crease (except for one model) might j}amount of payment as the bill 
serve as a bargaining weapon in| originally required. 


contract negotiations with the 
United Auto Workers. 

Others declared that the Chev- 
rolet increase is more likely to be 
a boomerang than a weapon. 

Chevrolet has dropped its lowest- 


| priced series name (Delray) for ’59 


and has slipped the Biscayne into 
that niche. Several equipment items 
that were standard on the '58 Bis- 
cayne are optional on the ’59. 

The '59 Biscayne is equipped and 
appointed comparably with the ’58 
Delray. It will be remembered that 
Ford did the same thing last fall 
when it discontinued the Custom 
series and downgraded the Custom 


|300 to take its place. 


This year’s Bel Air is Chev- 
rolet’s middle series and is equip- 
ped comparably with the ’58 Bis- 
cayne. Topping the Chevrolet line 
is the Impala series which now 
offers a four-door sedan and 
hardtop in addition to the con- 
vertible and two-door hardtop 
which were available in ’58. The 
59 Corvette is $3,875, up $244. 
Impala V-8 prices ($2,782 for the 
four-door hardtop and $2,717 for the 
two-door hardtop) reach the lower 
ends of the Buick and Pontiac 
structures. Buick’s price leader, a 
two-door sedan, is $2,740, and Pon- 
tiac’s is $2,633. Pontiac’s least ex- 
pensive four-door sedan is $2,704. 
Oldsmobile prices start at $2,837. 


Driver's license fees were in- 
creased by 50 cents with the extra 
revenue to finance driver educa- 
tion. 

Key bills which the Legislature 
killed would have: 

Given the seller the choice of 
repossessing the car and cancelling 
the debt or taking action to recover 





Jet-Age Airport 
Opening in Detroit 


DETROIT.—Detroit Metropolitan 
Airport, redesigned to handle the 
fastest airplane being put into serv- 
ice by airlines, will begin operations 
Oct. 1. It is more than 14 miles 
closer to Detroit than Willow Run 
Airport at Ypsilanti. 

American Airlines, the first do- 
mestic airline to move into the 
new port, has built a $2.5 million 
maintenance hanger to handle the 
giant jets and turboprop aircraft 
soon to be introduced by the airline. 


Donald W. Nyrop, president of 


the balance due, in cases of non- 
payment of auto loans where 70 
percent of the contract price is 
paid. 

Prohibited manufacturers of ve- 
hicles and accessories from opening 


|}or maintaining retail outlets in 


counties where authorized dealers 
operate. 


Removed the 30-day ownership 
minimum on the definition of 
owners of vehicles in the case of 
those renting or leasing vehicles. 
Required repossessed vehicles to 
be kept within the county for 90 
days, waiting for the buyer to re- 
deem; instead of the present 15 
days. 

Made altering of odometers for 
purpose of sale a fraudulent act. 
Required that itemized costs on 
installment sales contracts agree 
with the price filed with the secre- 
tary of state. 


Dollar Sales Fall 
6% at Dealerships 


WASHINGTON.—Dollar sales of 
new-car dealers in July fell 6 per- 
cent below the June total and a full 
16 percent below the figure for July 
of last year, the Department of 





Dealers’ sales for July amounted 
to $2,308 million, compared with 
$2,446 million in June and $2,732 
million in July, 1957. 

Total volume of all retail outlets 
was $16,596 million in July, virtually 
unchanged from the $16,603 million 
for June but down 2 percent from 


| the $16,864 million for July of last 


insurance, not the) 





Northwest Orient Airlines, an-| 


nounced that his line will move 
from Willow Run to Detrbit Metro- 


politan Dec. 1. Pan American and} 


BOAC have used the airport for 
some time. 


*| year. 








Service Award— 


E. K. Mitchell, right, Pontiac Philadelphia 
zone service manager for the last four 


| years, was named 1958 “Service Manager 


of the Year” at Pontiac's national service 
meeting in Detroit. Mitchell, who received 
the award from H. J. Hales, Pontiac gen- 
eral service manager, qualified for the 
honor by placing first nationally in a 
weighted ranking of all service department 
activities. 
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Half of Cars on Road at Least 5 Years Old... 





Survey Finds ‘Ripe’ ’59 Market 


NEW YORK.—Of all the private 
passenger cars on the road today, 
slightly over half are at least five 
years old or older, indicating a very 
ripe potential for both new and 
used-car sales if consumers can be 
persuaded to replace their present 
models. 

This is one of many findings re- 
vealed in the 22nd annual National 
Automobile & Tire Survey com- 
pleted by Alfred Politz Research, 
Inc., under sponcorship of Look 
Magazine. 

The survey is based on a na- 
tionwide sample of car maintain- 
ers responsible for passenger cars 
that are privately owned for non- 
commercial use. 

The survey discloses such addi- 
tional marketing information as 
the following: 

1. Multicar households have in- 
creased at a tremendous rate, grow- 
ing by 55 percent in the past five 
years. 

2. Young families, particularly 
young families where there are 
children, make up by far the big- 
gest proportion of 1958-59 new car 
prospects. 

3. The median income for 
households planning to buy a new 
car in 1958-59 is $5,292. 

4. Of all 1955 cars bought new, 
61.8 percent are still in the hands 
of the original owners, and almost 
half (49.5 percent) of the 1954 cars 
bought new have not yet changed 
hands, indicating a definite defer- 
ral of new-car purchases by people 
who ordinarily would have traded 
after three or four years of use. 

5. In giving their reactions to the 
1958 models, by far the greatest 
proportion of respondents men- 
tioned body styling as one of the 
things they liked. By far the great- 
est proportion mentioned high 
maintenance costs in answer to 
“what needs improvement?” 

6. Optimism about the economic 
future directly affects consumer 
plans for new-car 

7. On the basis of buying. inten- 
tions as of May, 1958 (at the height 
of the recession), estimates on new- 
ear sales (including foreign-made 
cars) to private households in the 
U. S. during 1959 total 4.05 million. 

Adding sales of passenger cars to 
public and commercial! institutions, 
indicated total sales for 1959 range 
between 4.5 and 4.75 million pas- 
senger cars, judging by buying 
plans revealed in the survey. 

However, Look points out that 
at the time of the survey, 71 
percent of the respondents did 
not expect their financial status 
to improve in the next year, and 
any shift in this mental attitude 
could have a major effect on 1959 
Passenger-car sales. 

In last year’s survey, findings 
showed that 46.5 percent of private 
passenger cars on the road were 
five years of age or older. The fact 
that the figure has jumped to 
slightly over half (50.2 percent) this 
year refiects the deferral of new 
car purchases during the recession 


The 1958 survey shows that of 
the cars on the road today, almost 


Swing to Suburbs 
Shuts Ford Deal 


CLEVELAND. — Hull-Dodds Co., 
one of the city’s largest volume 
Ford dealerships, is a victim of the 
suburban exodus, according to W. 
W. Cumming, Cleveland district 
sales manager for the Ford divi- 
sion. 

Cumming said the firm ceased 
operations at 1440 Chester Ave. 
under a program of eliminating 
some downtown dealerships in big 
cities in favor of suburban loca- 
tions. 

He said Hull-Dobbs will relocate 
somewhere out of the Cleveland 
district. Last year the firm sold 


1,330 new cars and ranked third|” 


among the area’s Ford dealerships, 
Cumming added. 


Dayton Rubber Ups Prices 

DAYTON, O.—Dayton Rubber Co. 
has announced price increases of 
about 10 percent for its automotive 
V-belts and radiator hose, accord- 
ing to Robert Roney, sales manager 
of the Automotive Wholesalers di- 
vision. 


one quarter (23.5 percent) are pre- 
1951 models, and 26.7 percent are 
1951 through 1953 models. 

Other models break down as fol- 
lows: 1954, 9 percent; 1955, 14.6 per- 
cent; 1956, 10.6 percent; 1957, 10.9 
percent; 1958, 4.7 percent. 

Multicar households account for 
17.2 percent of all car-owning 
households and represent 30.3 per- 
cent, or almost one out of three, 
of all private passenger cars on 
the road today, the study shows. 

Five years ago, multicar house- 
holds made up only 12.1 percent of 
all car-owning households, and 


represented only 22.5 percent of all | 


the cars on the road. 

The study reveals there are now 
6,450,000 multicar households, com- 
pared with only 4,150,000 in 1954, a 
growth of 55 percent. 

Almost two-thirds (63.8 percent) 
of all 1958-59 new car prospects are 
concentrated 


in households where | 
there are children, and 46.5 percent | 





of the total prospects are in house- 
holds where the youngest child is 
under 10, the study shows. 

Of those who plan to buy a new 
car in 1958-59, 44.8 percent expect 
their financial situation to improve 
in the next year, compared with 
only 26.7 percent who do not plan 
a@ new-car purchase. 

Only 15.4 percent of new-car 
prospects did not know what their 
financial status would be a year 
from now, while 28 percent who do 
not plan to buy said their future 
economic position was in doubt. 


Only 28.6 percent expected their} ; 


financial status to improve within 
the next year, while 71.4 percent 
didn’t look for any improvement. 
In view of the relationship between 
consumer mood and buying plans, 
any shift in the mental attitude of 
consumers could have a major ef- 
fect on 1959 passenger-car sales, it 
was reported. 





DeSoto Dealer Driveaway 


Forms 1,559-Car Exodus 


DETROIT.—DeSoto dealers began 
a mass exodus from Detroit last 
week, winding up their national 
announcement meeting with the 
largest new-car driveaway in the 
history of the automobile industry, 
according to the division. 

A total of 1,559 new DeSotos 
were driven to all parts of the 
U.S. as dealers departed from 
the Michigan State Fairgrounds, 
where six acres had been con- 
verted into a mammoth new-car 
lot. 

The driveaway followed a giant 
outdoor barbecue and a 75-bus 
cavalcade tour by the 4,000 DeSoto 
guests along the decorated 35-mile 


route, passing 15 major Chrysler 
Corp. installations in the Detroit 
area. 


J. B. Wagstaff, DeSoto general | = a or <3 
New Selling Techniques 


In a speech before the dealer! 


manager, expressed confidence that 
the 1959 model year will be a “very 
good one for the automobile indus- 
try.” 


meeting, he based his optimism for 
the new model year on three major 
counts: 

1. The disposition of the Amer- 


ican public toward buying a new | 


car is higher than it has been in 
the last 12 months. 

“We have noted in recent weeks 
a rapid improvement in economic 


conditions. This coupled with a wave | 


of optimism is fast restoring public 
confidence, so important to the sale 
of durable goods, such as automo- 
biles.” 





2. The restoration of confidence | 
can mean that “literally hundreds} 


of thousands of persons who post- 


poned or delayed purchase of new | 


cars will be back at the market 
places as the wave of good eco- 
nomic health continues to grow.” 

3. Across the board, the industry 
is introducing sweeping engineer- 
ing and styling changes, giving the 
1959 models the “greatest changes 
in the industry at any time since 
the fall of 1954.” 

Wagstaff said with favorable 
economic conditions prevailing, 
the 1959 model year could hit 5% 


Goodrich Expands 


Keener’s Duties 


NEW YORK.—B. F. Goodrich Co. 
has announced the election of J. 
Ward Keener as chief executive 
officer. He will 
continue to serve 
as president, the 
firm said. 

Keener succeeds 
John Lyons Col- 
lyer, who will re- 
main as chair- 
man. 

Keener, who 
was elevated to 
president a year 
ago, joined Good- 
rich in 1937 as a 
research analyst. He became em- 
ploye-relations vice-president at the 
age of 37 and was elected executive 
vice-president in 1956 at 47. 








4. W. Keener 





to six million units, “making it a 
very good one for the industry.” 

He said the “Forward Look styl- 
ing of the new DeSoto which will 
be widely imitated by competition 
in 1959 gives DeSoto prospects of 
having a real winner this year.” 

With this new 1959 model, Wag- 
staff told the dealers, DeSoto will 
be building its two millionth auto- 
mobile after 30 years as a manu- 
facturer. 

He said the “maverick year of 
1958” was an interruption for 


| DeSoto of a three-year increase in 


its market penetration in the in- 
dustry. “We believe DeSoto will 
return to increasing its share of 
market as soon as the new models 


he concluded. 


| 
| 





; 















Hill & Sanders Opens Branch 


This is an artist's drawing of the new 
Inc. (Ford), in Wheaton, Md. 


established a branch office in Fairfax, Va. 







Office— 


facilities to be opened by Hill & Sanders, 


The firm, with main offices in Washington, recently 


The dealerships are operated by William 


G. Hill, president, and J. M. Sanders, vice-president. 


Elmer W. Froehlich, 59; 


Longtime Detroit Adman 


DETROIT.—Elmer W. Froehlich, 
59, vice-president and media direc- 
tor of MacManus, John & Adams, 
Inc., advertising 
agency, died Sept. 
20. 

Mr. Froehlich 
had been with the 
agency since 1922 
and had guided 
the media selec- 
tion for numerous 
auto companies 
from Maxwell 
and Hupmobile to 
Plymouth and 
Pontiac. He was 
chairman of the Advertising Re- 
search Foundation and co-chairman 
of the magazine and farm publica- 
tions chapter of the Assn. of 
American Advertising Agencies. 

> . - 


E. W. Froehlich 


George Gorson, 68; 


Dealer for Half Century 


PHILADELPHIA. — George Gor- 
son, 68, president of George Gorson, 
Inc. (Chrysler-Plymouth), died last 


jare shown to the general public,” | week. 


Gorson, who sold his first car 





Urged at Ohio Conclave 


By Justin Henley 

Staff Correspondent 
COLUMBUS, O. — Auto dealers 
must develop new techniques with 
which to woo today’s customers, 


and the industry itself must con-| 
tinue to grow and expand in order | 


to pay the price of survival. 

That was the warning delivered 
by Richard E. Meier, chairman of 
Interstate Finance Corp., to the 
Ohio Automobile Dealers Assn. at 


its silver anniversary convention | 


last week. 

Criticism directed toward the 
industry in recent months, par- 
ticularly in reference to the bus- 
iness slowdown, may be the re- 
sults of the trade’s own past sins, 
Meier said. 

“When we examine the result of 
our activities in the last four years, 
we have to conclude that all we 
really got out of it was a good 
spanking from the public,” Meier 
said. 

“And what was it that we were 
so roundly spanked for? In the 
opinion of some, we have been suf- 
fering from a disease of ‘gimmick- 
itis.’ Instead of merchandisers, we 
have become prestidigitators; what 
we have been practicing has not 
been sound marketing and selling, 
but legerdemain. 

“Even the basic function of our 
product—automotive transportation 
—has been lost sight of; it has been 
camouflaged and loaded down with 
gimmicks, gymcracks, gingerbread, 
lace panties and gadgetry. Our sales 
promotions and techniques have 
been devoid of product merit and 
have been replaced by motivations 
of the lowest order.” 

Charles A. Cronin, Cincinnati 
Ford dealer and chairman of the 
association’s legislative commit- 

tee, in the convention keynote 
speech urged dealers to develop 
a feeling of importance for their 
business. 

“The dignity of any business is 
measured by its importance to the 


$ 





people,” Cronin said. “The auto 
dealer that meets his responsibil- 
ity can acquire a feeling of the 
importance of his efforts, and it 
takes this feeling of importance to 
provide the motivation that spells 
success.” 

In an attack on bootlegging, he 
also pointed out the factory war- 
ranty “represents a tremendous ob- 
ligation to the public—one that runs 
into millions of dollars and can be 
administered only through approved 
channels — the franchised automo- 
bile dealer.” 





Dorsey Retiring 


As Ford Executive 


ATLANTA. —Henry C. Dorsey, 
manager of the Ford division’s At- 
lanta assembly plant, retires Oct. 1 
after more than 43 years with Ford 
Motor Co. 

Dorsey went to work for Ford 
in 1915 as a cleaner at the former 
Atlanta plant. His rise was rapid. 
He served as assistant foreman, 
foreman, general foreman and as- 
sistant superintendent at Atlanta. 
In 1929 he was transferred to the 
Pittsburgh plant and from there to 
Dallas and Cincinnati. 

He later became superintendent 
of the company’s assembly plant at 
St. Paul, and in March, 1946, he was 
transferred to the Ford Assembly 
Operations Department in Dear- 
born. When the new Atlanta as- 
sembly plant was announced in 
1947, Dorsey returned as manager. 


Reiber Signs with CARS 


FORT LAUDERDALE, Fla.—E. 
W. Reiber, Reiber Cadillac Co., New 
Castle, Pa., has signed as a mem- 
ber of Cars Rental System, Inc. He 
has formed a subsidiary corpora- 
tion to handle the renting and leas- 
ing of new cars and trucks, A. A. 
Car Rental System, Inc. 





|when he was 16, was honored on 
|his 50th year as a dealer in 1955 
by the Philadelphia Auto Trade 
Assn., of which he was a director. 
|He was an NADA member and a 
charter member of the Automobile 


Old Timers of America. 
* * * 


Arthur A. Nielson 
HARTFORD, Conn.—Arthur A. Nielson, 
63, vice-president of John P. Nielson & 
Sons (Ford), died Sept. 19. He had been 
an NADA director and president of the 
Connecticut Automotive Trades Assn. He 
also had served as manager of the Hart- 
ford Automobile Dealers Assn auto show. 
* * * 


Roy W. Fisher 
EDMOND, Okla.—Roy W. 
former owner of Roy Fisher 
Oklahoma City, died Sept. 21. 
* * * 


Douglas R. Plowden 
SUMTER, 8. C.—Douglas R. Plowden, 
70, who was a partner in the Buick 
automobile dealership here for 31 years 
prior to 1950, died Sept. 19 after a four- 
month illness. 


Fisher, 58, 
Motor Co., 





ca * 


George D. Brookhart 
PARKERSBURG, W. Va. — George D. 


Brookhart, 54, service manager of Mullen 
Motors (Dodge-Plymouth), for 15 years, 
died Sept. 17. 


* * 


Wood C. Smith 
OAKLAND CITY, Ind.—Wood C. Smith, 
65, owner of Wood C. Smith Chevrolet, 
Inc., died Sept. 14. 
* * 
Mitchell M. Barrar 
DAYTON, 0O.—Mitchell M. Barrar, 
owner of Personal Motor Sales, 
Sept. 16. 


67, 
died 


& * * 


D. B. Lewis 
CHICAGO.—D. B. Lewis, 72, operator 
of Lewis Auto Sales (Chevrolet) until his 
retirement a year ago, died Sept. 17. 
* * * 


Louis J, Cresta 
SAN FRANCISCO.—Louis J. Cresta, co- 
owner of Cresta Bros. Auto Parts, died 
Sept. 17. He was a director of the Pacific 
Automotive Show, Motor & Equipment 
Wholesalers Assn. and California Automo- 
tive Wholesalers’ Assn, He was president 
of CAWA in 1957. 
* * * 
Clarence P. Hatter 
MINNEAPOLIS.—Clarence P. Hatter, 75, 
former Buick dealer in Milwaukee for 25 
years, died Sept. 18 at Mount Sinai Hos- 
pital here. 
* * * 
James S. Townsley 
OKLAHOMA CITY.—James 8. Townsley, 
64, retired service manager for Greenlease- 
Moore, Inc., died Sept. 3. 
* * * 
Glen Edward Nicolai 
AUBURN, Ind.—Glen Edward Nicolai, 
58, Auburn auto dealer, was one of five 
persons in one auto who were killed Sept. 
21 in a wreck near Avilla, Ind, His wife, 
Florris, 58, also was killed. 
* * * 
Frank H. Brown 
HILLSBORO, Ill.—Frank H. Brown, 85, 
retired Hillsboro auto dealer, died Sept. 14, 
* * * 


Joe W. Hewitt 

MEMPHIS.—Joe W. Hewitt, 66, former 
head of the Memphis Police Auto Theft 
Bureau, died Sept. 14. He was credited 
with developing a process to aid in re- 
covering stolen autos, His heating process 
brought out the impressions of numbers 
filed off auto engines by thieves. 

* * * 


William B. Lewis 
YOUNGSTOWN, 0O.—William B. Lewis, 
67, a pioneer in the auto business here, 
died Sept. 15. 
* * * 
W. B. Smith 
PARIS, Tex.—W. B. Smith, owner of 
Ben Smith Motor Co. (Studebaker-Pack- 
ard), died Sept, 13. 
* ~ + 
Cullen Hopper 
MILLINGTON, Tenn. — Cullen Hopper, 
57, former owner of H & H Motor Co., 
died of a heart attack while hunting 
Sept. 9. 
* * ” 
DeWitt G. Donald 
MEMPHIS.—DeWitt G. Donald, 52, 
owner of Ford dealerships in Millington 
and Collierville, died of a stroke Sept, 5. 
He formerly was with Bob Rust Ford Co. 
and Herff Motor Co., Memphis, 
* € * 


Earl Francis Kaufman 
SPOKANE.—Earl Francis Kaufman, 62, 
former owner of Kaufman Nash here, died 





of a heart attack in Parksville, B. C. 
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! UNDERSTAND | 
MONEY BY HANDLING THE FOLLOW- 


ING AUTOMOTIVE ITEMS. 
SEND DETAILS. 





NAME 







CITY & STATE 


U. C. Warranties 


‘Insurance’ in Wis. 


MADISON. — Attorney-General 
Stewart G. Honeck last week ruled 
that warranties or guarantees on 
used cars are subject to regulation 
by the state insurance department. 

Insurance Commissioner Paul J. 
Rogan said warranty firms would 
have to reorganize as insurance 
companies, license their Wisconsin 
salesmen and prove they are finan- 
cially able to pay off risks they in- 
sure, 

The warranty firms have con- 
tended that they issue maintenance 
contracts rather than insurance pol- 
icies. Rogan said he doubted many 
firms would go through the com- 
plicated reorganization procedure. 


YOUR CUSTOMERS CAN TELL THE 


DIFFERENCE 


. when they change to WoLrF’s 
Heap. And it’s an important dif- 
ference to them. It’s an important 
difference to you, too, because 
satisfied customers keep coming 
back for more. 


ce RET e 


ae ae 


é Hes 


Be sure to stock, display and 
sell Wo.r’s Heap, the Oil with 
Nature’s Miracle Molecule—100% 
Pure Pennsylvania. It’s the supe- 
rior premium quality motor oil 
that makes the difference. 


@ Lower oil consumption 

@ Smoother engine perform- 
ance 

®@ Satisfied customers 


REFINING 
a 


WOLF’S HEAD OjL co., INC 


Oil CITY 


Make passersby stop, look, COME IN AND 
BUY. Priced within every dealers budget. No 
Pit—No Holes. Just plug into nearest elec- 


trical outlet. For indoor or outdoor display 
Write for free literature. 

AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 













MAGNETIC LICENSE 
PLATE HOLDERS 


thet can be used on front or rear of 
any car. Satisfaction guaranteed 100% 
or return in 10 days for refund. 


All prepaid orders sent postage paid. 
$3.95 per pair 


MAGNETIC SALES 
INDUSTRIES, INC. 


164 CLIFTON AVENUE 
ANSONIA, CONNECTICUT 
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MASTER 


MOTOR MASTER PRODUCTS feorp. 
BOX 96., DEFIANCE, OHIO 
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‘Can’t Ignore His Needs,’ AAA Told . 





Romney Says Economy 
Is Ruled by Consumer 


CHICAGO.—The consumer has 
gained a dominant role in the U. S. 
economy, George Romney, president 
of American Motors Corp., told the 
56th annual meeting of the Ameri- 
can Automobile Assn. 

New president of AAA is Fred- 
erick T. McGuire jr., general man- 
ager of the Rock Island Lumber 
Co., Cleveland. 

Romney laid much of the blame 
for the auto industry’s woes at 
the doorstep of industry leaders 
who failed to meet consumers’ 
current needs, desires and budget 
limitations. 

“The old and foreign concept of 


|a ‘capitalistic society’ has been re- 


| tion and consumerism require dif- 





|entry of fresh enterprise 


placed by the concept of a ‘con-| 


sumeristic society,’” he said. 


“The |, 


dominant role of the consumer in| 


our economy is one of the charac-| 


teristics that makes our society 
unique. The consumer has become 
both the beneficiary and boss of our 


| economy.” 


He named three causes for the 


“sudden disenchantment, after all| 


these years, 
wagon”: 

1. Car size and horsepower 
could not continue to grow in- 
definitely. 

2. The pronounced change in car 


with the glamour- 


| use which increased its essentiality 


and threw emphasis on its function. 


3. The increased selectively ex- 
ercised by the consumer. 


The consumer has grown up al- 
most overnight, Romney said. 


“His intelligence as a group is 
no longer to be trifled with—with 
glib and boastful advertising, with 
shallow surveys, with glitter and| 
gloss. He has been led around with | 
a chromium ring in his nose, but | 
those days are coming to an end.” 

He said the success of foreign 
cars “bespeaks a general failure 
on the part of the U. S. industry 
to meet the American motorists’ 
needs with complete adequacy. 

“It should be clear by now that 
large numbers of motorists did feel 
that U. S. cars were becoming too 
large and more expensive to oper- 
ate than was necessary and that 
the needs of the motoring public 
could not be met alone by a big car 
concept that offered him very little 
choice between brands,” he con- 
tinued. 

Elaborating on a statement made 
earlier this year on problems re- 
sulting from excessive concentration 


3 Deals Grow 
In Portland 


PORTLAND. — Three dealerships 
here have announced expansion 
programs. 

West Side Dodge (Dodge- 
Triumph-Isetta, has leased a new 
warehouse and display location at 
121 N.W. Twenty-Third Ave. 

Ralph Hoyt Motor Co., a West 
Side Chrysler-Plymouth outlet, has 
leased an East Side used-car lot at 
East Union and Prescott. 

Herzog Motors (Morris-Austin- 


| Healey-MG-Simca) has opened its 


new building on Canyon Rd. near 
Beaverton. 


Second Chance 


Dealer Ordered to Repay 
$24,000 in Fraud 


DALLAS.—Marvin W. Parker, 31, 
car dealer who told U. S. Judge 
Whitfield Davidson that “living 
beyond my means” caused him to 
become entangled with the law and 
creditors, was given the second 
chance he asked. 

Parker was placed on probation 
and ordered to pay back approxi- 
mately $24,000 he owes banks and 
finance companies for selling cars 
still owned by them. 

Parker, who faced the court 
specifically on the charge of selling 
a Cadillac he had leased from 
another firm, pleaded that he would 
sell his home and “do anything the 
court asks so I can get out of this 
awful mess.” 


| priations under the national defense 





“did you say 
‘amortized’ ? 


of power in the U. S., Romney said: 

“The factor of importance is 
not size but power, which may or | 
may not draw strength from size. 
The question is not how big an 
industrial giant may be, or how | 
large a union aggregation may be, | 
but what is the degree of power | 
that is wielded. 

“Competition, voluntary coopera- 


fusion of power,” he added. “Exces- | 
sive concentration of power in a| 
basic industry deadens both the} 
competitive and cooperative effort | 
and deprives the consumer of ade- | 
quate choice and influence. The} 
is | 
blocked.” 

An all-out attack on efforts to 
“raid” Federal and State highway | 
funds was voted by the motor club! 
delegates. 

In a series of resolutions, dele- | 
gates took aim particularly at “ 
use of motor-vehicle tax monies 
for subsidization of mass transit 
and reimbursement to utilities for 
costs incurred in facility reloca- 
tion made necessary by highway 
improvements. 

They called upon the Federal 
Treasury to provide additional 
money, raised from general taxes, 
to aid in financing the multibillion- 
dollar national highway program 
they said is faced with suspension 





<I 


That's a word worth knowing. It means tough, strong 
automotive trim that doesn’t pit, peel or corrode. 
When you tell your prospects about anodized Alcoa® 
Aluminum trim you're a big step closer to making 
the sale. It’s nationally advertised! 


ALCOA ALUMINUM...FOR GLEAM AND GO! 


|in two years because of a looming 


shortage of funds. 

Because of the importance of the 
Interstate system to the military 
and civil defense needs of the na- 
tion, AAA recommended that such 
funds be supplied through appro- 


budget. 

Another resolution called for 
prompt construction of high-type 
highway facilities whenever en- 
gineering traffic studies indicate 
the need for such facilities, even 
though they may parallel an | 
existing toll highway. Also called 
for was adequate maintenance of 
such parallel free roads. 

AAA also urged state and local 
governments to protect the road-| 
side from uncontrolled commercial | 
development. 


“pao Due 
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Rockwell Sees 
‘Steady Increase’ | 


For Business | 


CORAPOLIS, Pa.—“Barring wars 
and other unpredictable disasters, | 
we look for a steady increase in 
our business and in general busi- 
ness,” Col. Willard F. Rockwell, 
chairman of Rockwell-Standard , 4 
Corp. and Rockwell Mfg. Co., told! 4 ae a? 

a “ptant-town” audience here. we oe. * 

Rockwell based his statement on e ; 
current economic analyses and on - WE NEG) aah 
direct reports from the two firms’ | np ee 
44 plants in 17 states. es Be AOU IO 

Rockwell said he had reason to git ts f 
believe that “sooner or later” there ‘tia ‘2 ; 
would be sufficient business to keep | UAAIN OFFICETAND MAN GEPLANT 
Se see aay 29'S CHATTANOOGA @, TENNESSEE 

Reviewing Rockwell- Standard’s| . 4 
history and progress, Rockwell told 
of the company’s diversification: 
“Possibly 80 percent of our produc- 
tion is dependent on the automotive | 
industry—but what industry is more | 
diversified than the automobile in- | 
dustry ? 

“When agriculture is boomin g, | 
our axles, transmissions, and uni-| 
versal joints benefit from our sales! 
to manufacturers of farm equip- 
ment. When road building and con-| 
struction expand. our parts are in| 
great demand. When roads are ex-| 
tended into new and growing areas, 
our truck and trailer divisions sup- 
ply parts for more new truck lines. 

“When all industry is depressed, 
new equipment sales fall off, but 
old equipment is operated longer 
than it should be, and so more re- 
placement parts are required.” 

In commenting on research and 
development, Rockwell said that 
the new swivel seat developed by 
Rockwell-Standard seating division 
has been “recently acclaimed by 
passenger-car designers as a pre- 
dominant new feature in the 1959 
cars.” 


IFACTURIN 


THE NEWLY APPOINTED DISTRIBUTOR OF 


FIAT Motorcars 


Texas - Oklahoma - New Mexico 


: Reply in Writing to 


Italian Southwest Car Company 
3109 Winthrop Avenue 








ALUMINUM 








“no, I said ANODIZED! 
Anodized aluminum from 


_ Alcoa"! 
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CORDIALLY INVITES DEALERSHIP APPLICATIONS FROM 
EXPERIENCED AND FINANCIALLY RESPONSIBLE PERSONS 


Fort Worth, Texas 





SAVE $1880.00 MONTHLY 


IN A PRODUCTIVE 10 MECHANIC SERVICE OPERATION 


arger shops, multiply number mechanics by $188.00) 


the KNOW HOW ul) ee ia Cu o eliminate 


Pig. bt ee 1 la aia) 


n service departments and 


her package for as little as $70.00 per 


ore quoronteed or you owe us nothing 


BEDELL & NELSON ENGINEERS 
INCORPORATED 


Consulting Engineers-Architects 


Automobile Dealerships Fleet Maintenance Shops 


Gasoline Service Stations Bus & Truck Terminals 


Truck Service Shops Bus Service Shops 


Docks & Wharves 
Bulk Terminals 


Highways & Bridges 
Municipal Works 
City Planning Industrial Plants 
Subdivisions 


Utilities 


Buildings 
Airports 


1200 St. Charles Ave. New Orleans, La. 





Seals Stadium, home grounds of the San Francisco Giants 


more pages of 
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LOUISVILLE. —A finance com- 
pany executive has advised auto 
dealers that car buyers are not the 
cool customers they sometimes ap- 
pear to be but rather are people 
looking for some consideration. 

The view was expressed by 
Francis M. Messick, director of 
industry relations for Associates 
Discount Corp., South Bend, at 
the 12th annual convention of the 
Kentucky Automobile Dealers 
Assn. 

“Too often today we think of our 
customer as something of a Frank- 
enstein,” Messick said. 

“This customer of ours is a 
human being just like all of us. 
That cold exterior is a defensive 
device. He reacts warmly to a 
little courtesy and consideration.” 
| Messick had some doubts about 
the price stickers that will appear 
|}on 1959 models. “When people see 
that (the price on the sticker), 
they’re going to think of the war 
| debt.” he said. 

The successful salesman will 

“convert that price sticker very 





fast into monthly payments. That 
will take the shock out of the | 


| 

| thing and get you back onto a 
selling basis,” Messick said. 

| James C. Moore, NADA general 
| counsel, told the convention that 
| the Department of Justice is out to 
“get” auto dealers and the auto 
industry as a whole. 

Noting actions on dealer price 
practices in five cities, Moore said 
| the Federal antitrust lawyers “are 
completely without understanding 
as far as our industry is con- 
cerned...” 

Roland K. Swingley, general 
manager of Hatfield Motors, Inc., 
Indianapolis, discussed car renting 
and leasing. C. E. Brents, Lebanon, 
outgoing KADA president, urged 
dealers to meet their costs of doing 
business and make a profit on each 


THE EXAMINER 
GIVES YOU MORE 
FOR YOUR 
MONEY! 


Sports News and Features 


im The Examiner 


than im any other San Francisco newspaper 






ADVERTISERS APPEALING TO MEN GET MORE FOR THEIR MONEY 
The San Francisco Ls HK AMMiIner 


REPRESENTED BY HEARST ADVERTISING SERVICE INC. 








Advice for Kentucky Dealers .. . 


Customer No ‘Frankenstein’ 





deal so that “we will be seeing 
more of you in the years ahead.” 

New KADA officers installed at 
the convention are N. S. McGaw, 
Madisonville, president; Harry 
Holder, Owensboro, first vice- 
president; W. E. Venters, Pike- 
ville, second vice-president; Ben 
Long, Louisville, treasurer, and 
Brents, board chairman. 

Orville R. Harrod, Frankfort, re- 





|and Italy, we find their exports to| 
the U. S. tremendously increased | 
|this year over last. What do you| 
conclude from these facts? 
In further conversation with | 
Giovanetti and with Count | 
Rodolfo Biscaretti, president of 
the society, I found each of these 
gentlemen confident both of in- 
creased production and increased 
exports, including the U. S. 





Indications are that exports to 
the U. S. mushroomed on a catch- 
as-catch-can basis to get in on the 
market. Now, some serious plan- 
ning must be given to future ex- 
pansion. Most everyone questions 
how distribution can best be han- 
died for purchaser satisfaction over 
the long pull. 

Parts stocks must be adequate 
and promptly available, warranties 
must be honored. 

In Berne, Switzerland, dealers 
were taken for a visit to the show- 
rooms of local dealers. The Buick, 
Cadillac, Chevrolet, Opel and Volks- 
wagen dealer, where I went, has a 
| five-story building, ramped to all 
| floors, built in 1933. They handle 
|a few over 1,000 new cars per year. 
Used cars apparently present no 
| serious problem. 
| Service was handled through a 
| control tower. The whole operation 
| Was very parallel to any of a sim- 
jilar size in the States. 
| Switzerland constitutes one of the 
best and richest markets in the 
| world, for which 90 makes of cars 
with 400 models compete. 

About 60,000 to 65,000 new cars 
| are being purchased per year. 
Of these about 10 to 12 per- 
cent are American manufactured. 
Volkswagen and Opel are the two 
top European makes, Chevrolet is 
the leading American make. 

To develop mechanics, Switzer- 
land cooperates with car dealers to 
set up and partially subsidize an ap- 


|New Mexico Rules 
Auto Loan Charge 
Not Set by Law 


| SANTA FE, N. M.—New Mexico’s 
|} 1957 usury law does not apply to 
| time-payment plans of auto dealers | 
;and department stores, Attorney | 
|General Fred Standley has ruled. 


The law setting maximum interest 
charges covers outright loans of | 
cash but not time sales, he said. | 

Standley said that the courts have | 
drawn a distinction between loans 
and time-payment plans. 

The attorney general said that 
the tharges on time sales are some- 
| times excessive but the ruling said 
the Legislature would have to act 
| Specifically on such sales in order 
to regulate them. A bank examiner 
| had requested the ruling. 


Chevy Instructing 
62 Dealer Sons 


DETROIT.—A record-breaking 
class of 62 was registered for the 
48th session of the Chevrolet Dealer 
Sons School. 


The course, designed to fit. es- 
pecially qualified students for man- 
agement of retail establishments, 
runs for six weeks with a faculty 
composed of Chevrolet department 
heads. 








mains as the state’s NADA director 
and Lew Ullrich, Louisville, con- 
tinues as managing director-secre- 
tary of the association. 

More than 125 dealers plus about 
100 other industry officials and 
guests attended the convention, 
which was streamlined this year 
with business sessions confined to 
one day. 





No Flooring, Fixed Prices .. . 





Selling Cars in Italy 


| (Continued from Page 8) 


prentice training program of four 
years duration. 
Boys of 16 work for the dealer 


|on training programs while attend- 


ing school one day per week. In 


|school they are taught theory in 


everything from metal to electrical. 
On the job, they learn how to put 
theory into practice. 


Parts prices are high, due to slow 
turnover. In a country of 63 mil- 
lion population, there are about 400,- 
000 registered cars. Bicycle riding 
is more appealing; there are 2,000,- 
000 of them. 


Rambler Called 
A Pace-Setter 
For Big Three 


NEW YORK.—American Motors’ 
President George Romney—long- 
time champion of the compact car 
concept— calls Big Three auto 
makers “too conservative” and says 
they “are just beginning to catch 
up” with AMC in the October issue 
of True magazine. 

Referring to American Motors’ 
sales successes with the compact 
Rambler during 1958, Romney says: 

“We're the leader in this (small- 
car) field and, now that we've got- 
ten our foot in the door, we'll be 
awfully hard to dislodge.” 

He adds that the industry is al- 
most certain to follow the lead of 
American Motors by switching to 
smaller, “common sense” cars. 

“We're not just selling cars— 
we're selling a whole concept of 
what transportation ought to be in 
modern American life,” Romney 
states in the article. 


Rolling Wheels— 


One fact that never escapes 
us is that a contented customer 
is the key to 
an automobile 
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BUIC 
DEALERS 


Build Prestige, Sales, Service 


with “ROLLING WHEELS” 


Newspaper Advertising Column 
written for quality dealers to 
use over their own names by 


MARTIN H. BURY 


author of the best-selling “bible” 
“The Automobile Dealer” . . and 
Penna.’s Leading Buick Dealer 


SEND COUPON TODAY! 


A. M. BEITLER + ADVERTISING 
Syndicating Rolling Wheels 
1912 Delancey Place, Philadelphia 3, Pa. 


Send me samples, rates for exclusive use of 
Rolling Wheels Advertising Column over my 
name in my local newspaper. 





See 
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Week Week Output, Jan. 1 Jan. 1 
Ended Same Ended Sep- To To 
Sept. 27, Week, Sept. 20, tember, Sept. 28, Sept. 27, 
1958 1957* 1958* ToDate 1957* 1958 a 
AMER MOTORS** ...... 5,280 2,756 5,265 18,928 73,557 132,829 : 
ae 5,280 §©=- 2,756 = «5,265 «= «18,928 = 66,763 132,829 ss — a. units Friday due 
CHRYSLER CORP. ... 8,250 13,005 9,602 26,722 960,471 418,107 | Dal Ott Stor difficulties, how- 
SIPEEEET. < docnsssiiesiteiocciieste 350 804 488 1,116 93,939 36,706 ever, car output in the U. S. last 
ae 100 227 123 226 30,367 8,673; week totalled an estimated 53,333 
a 800 «61,570 = 11,132 2,587 = 91,916 += 25,638 vamp 43.6 ee ae aon! = 
: cars assemble e previous 
SIE: sitintbnticshisaiiecgsnenncedé 2,500 4,293 2,770 8,724 225,645 TViol7y week and the highest outturn of 
III js sieninsconeniepets 4,500 6,111 5,089 14,069 518,604 270,073 | cars in more than a month. 
FORD MOTOR*** ........ 7,138 33,719 3,641 14,088 1,484,109 773,607 * * * 
=e Ae eniaisen 38 42,385 8,541 ae tecen for — az time 
is year, car output over a 
BEE > ndesedenstnisdideoncsiveecetnie 7,100 27,975 3,641 13,581 1,186,087 662,456 five-day period surpassed assemblies 
Lincoin ebepswsscueeuebecseecsonad  seeasbenes  _-* 469 28,645 17,661 for the comparable week of 1957, 
Mercury ciandiewtibie Sashes > ° delpbetinss.- eeieceel 226,548 84,949 | when the manufacturers rolled 51,- 
GENERAL MOTO SED —  teundent 18,642 66,834 2,103,757 1,522,145 | 552 cars from the lines. 
a ee a 6,185 24,059 298,807 164,427 Only an ae a oo ae ata 
. pace equal to or ahe of pre- 
SNTEIEIIED Astcsnesisistcccarsenbihs a 1,020 3,670 120,913 93,180 changeover levels was American 
C0 11,800 3,609 15,409 1,124,492 900,956 Motors, which for the second con- 
Oldsmobile .................... ee 4,777 14,194 296,862 217,370| secutive week established a new 
INI slesisnaseiasctasicinadstnass ee cisions 3,051 9,502 262,683 146,212| high for — en Ley 
5,280 Ramblers assemble as 
Se I Woccicnsncncsnsctes Te ew torneo 54,072 23,317) Yr. cumpasee’ the former high 
I, tell ed ieee Se el RRS Cg 6,122 1,745 of 5,265 assemblies the previous 
Studebaker .................. BITC sxewsesee _.avarnsoses 47,950 21,572| week, and brought Rambler pro- 
——_— ———| duction for the month to an esti- 
Total Cars, U. S. ........ 53,333 51,552 37,150 126,572 4,675,966 2,870,005| mated 18,928 units. 
a Rambler’s high for an entire | 
feds month was 18,999 set in May. With} 
**American Motors’ totals for 1957 include Nash and Hudson production. three more work days remaining in 
***Ford Motor Co. totals for 1957 include Continental production. September AMC is assured a new 
high for monthly output. 
COMMERCIAL CARS xe | 
(U. S. PRODUCTION ONLY) ENERAL MOTORS showed the | 
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Rambler Hits High .. . 


29 Output 











biggest output gain over the 








Week Week Output, Jan. 1 Jan. 1 . . — 
Ended Same Ended Sep- To To previous week as its five divisions 
Sept. 27, Week, Sept. 20, tember, Sept. 28, Sept. 27, turned out 32,665 units last week, 
- —s Ase? soe Te Bate = 888 1958 | but several manufacturing and as- 
CHEV ROLET 6,100 ° ° 5,356 11,485 256,486 194,946 sembly units were down all or part 
OS, 130 145 133 498 4,148 4,082 | of the week due to labor unrest. 
DIVCO 70 48 67 2030 _2,311 1,945) | The oe — ute Radiest 
y a strike of 3, employes a 
BUDGE —_ 08 wi 1,886 56,982 40,562 the Detroit transmission plant at 
FORD 3,850 3,950 1,738 6,257 262,765 154,742) witow Run, which supplies 
GMC viene 950 958 1,028 2,947 50,407 43,418| Cadillac, Oldsmobile and Pontiac. 
INTERNATIONAL ..... 1368 2,508 1,795 6,947 90,577 68,129| Production of cars by those divi- 
MACK*** een 300 393 255 1,068 13,468 11,002 
STUDEBAKER.  .......... 100 156 100 380 7,339 4,210 
WHITE*** 375 176 376 1,188 14,636 12,158 ° . 
WILLYS on 1,995 2,318 8428 44,745 62,973 ae Million, Says | 
MISCELLANEOUS** .. 4 89 70 253 423,492 3,459 . . 
__ 4 __3459/ Associates Chief 
Total Trucks, U. S. .... 16,292 9,189 14,003 41,490 809,316 601,576 CHICAGO.—The sale of domestic! 
Total Cars, Trucks, oa —— vr a) and foreign cars in 1959 should hit} 
U. Re 485,282 between 5.5 and 5.7 million, Robert} 
eect - CO625 00,741 GLISS 168,082 5, 5,471,581 L. Oare, chairman of Associates) 
Total Cars, Trucks, Investment Co., told the Invest-| 
Canada .... ... 3,561 1,373 3,274 9,046 326,914 259,431| ment Analysts Society of Chicago. | 
i - —— . If the new models catch the| 
Grand Total, public’s imagination. the consumer | 
Cars and Trucks, will buy because he has the money| 
U. S. and Canada... 73,176 62,114 54,427 177,108 5,812,196 3,731,012 | to spend, Oare said. 
= : tnciades Conbitt, . : : where major volume t in auto #| 
orbit, Marmon-Herrington, Federal, Four Wheel Drive, ete. | nancing, is planning for a 10 per- 


***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totals. 


N.B. All U. 8S. totals include cars and trucks for military orders. 


Income Reaches Record, 
Survey of Buyers Shows 


NEW YORK.—The typical auto- 
mobile time buyer in 1958 is in bet- 
ter financial shape and currently 
has the highest income in history, 
according to a survey of installment 
contracts by Universal C.LT. Credit 
Corp. 

Universal C.LT. based its report 
on a study of all new-car install- 
ment contracts during a 10-day 
period late in June. 

The average monthly income of 
automobile installment buyers 
reached a record high of $485, up 5 
percent from the July, 1957, average 
and 12 percent above the July, 1956, 
average, it found. The firm’s last 
previous survey, in March, showed 
average monthly income of time 
buyers at $477. 

The typical auto time buyer 
trades in an older car and in more 
than 55 percent of these cases the 

' tradein was three years old or less, 
| the survey showed, Almost 17 per- 
| cent of the tradeins were one year 
’ EERE — 


Dealer Leaves $386,000 


LOCKPORT, N. Y. — Ralph R. 
Knapp, operator of Knapp Motor 
Sales Co. (Buick) who died last 
year, left a gross estate of $386,972, 
according to a State tax appraisal 
filed here. 











cent increase in auto loans next} 
year. But company earnings are| 
not likely to go up, he added. 
Auto loans in the first seven 
months of this year were down 25) 
percent from those in the corres- 
ponding period a year ago, Oare 
continued. | 
He said the firm’s auto-business 
losses this year have been heavier 
than expected, but that an improve- 
ment is likely in the next year. 


End Seen to Use 
Of Plush Names 
On 2nd-Line Tires 


AKRON.—The use of such words 
as “deluxe,” “super deluxe” and 
“super” in trade names of various 
second and third-line automobile 
tires is expected to be discontinued 
soon. 

That will be the outgrowth of a 
hearing conducted here by a Fed- 
eral Trade Commission examiner 
on a complaint against Firestone 
Tire & Rubber Co. The tire firm 
was charged with promoting second 
and third-line casings in a manner 
suggesting they were top-line mer- 
chandise. 

Joseph Thomas, Firestone general 
counsel, notified Examiner J. Earl 
Cox that his company will start at 
once to eliminate such designations 
from tire advertising. Firestone 
also will remove such words from 
the molds of second and third-line 
tires at a cost estimated at $280,- 
000. 

Thomas placed the cost of chang- 
ing. anata of the 4,000 molds at $70 
each. 


old or less. The largest single age 
group—20.3 percent—was made up 
of two-year-old tradeins. 

Other facts disclosed by the 
Universal C.LT. study of the aver- 
age time buyer’s financial status 
were that his monthly automobile 
payment equals 16.8 percent of his 
monthly income, or $81.70. Average 
downpayment equalled 34 percent 
of the average new-car selling price. 

As to the age of the typical 

time-buyer, almost one-third were 
between 30 and 39. More than 
one-fourth were under 30 and 
more than 26 percent were in 
their 40s. 

“The survey,” said Universal 
C.1.T. President Alan G. Rude, “in- 
dicates that today’s consumers have 
plenty of money to spend for auto- 
mobiles, although more of them are 
turning to the lower-priced cars— 
78.5 percent of all purchases were 
in the low-priced field, compared 
with 70 percent late in 1956. 

“The study also shows that in- 
stallment financing is continuing to 
expand among families in higher 
income brackets,” Rude said. “More 
than 51 percent of the buyers who 
financed cars during the study 
period earned more than $5,000.” 

Rude noted that 65 to 70 percent 
of all new-car sales involve credit. 
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Slowed 


By Labor Unrest 


from Page 1) 


sions could be severely crippled 
were the strike to continue, an 
official said. 


Other GM units crippled by walk- 
outs were the Pontiac home plant, 
the B-O-P plant in Kansas City; 
the Chevrolet assembly unit in Oak- 
land, Calif.; the Fisher Body plant 
in Oakland, and the Saginaw 
(Mich.) steering gear division. 


Despite the labor unrest, how- 
ever, all car producing divisions 
of GM registered output gains last 
week. Chevrolet was up from 3,609 
assemblies to an estimated 11,800; 
Buick from 6,185 to 8,237; Oldsmo- 
bile from 4,777 to 6,128; Pontiac 
from 3,051 to 4,300, and Cadillac 
from 1,020 to 2,200. 

* * * 
HRYSLER CORP. suffered labor 
troubles from the Midwest to 
the West Coast last week and as a 
result saw its car output dwindle 
from 9,602 units a week earlier to 
an estimated 8.250 units last week. 

Although the corporation was 
harassed by labor unrest until 
during the entire week, produc- 
tion difficulties hit their peak 
| Thursday morning when the 
| firm’s Los Angeles and Evansville 
(Ind.) plants closed and workers 

were sent home at the Plymouth 
| and Dodge plants in Detroit. 
| Crux of the Detroit trouble was 
a walkout of inter-plant truck driv- 
|ers in the Detroit area, and if con- 
| tinued indefinitely, it could force a 
| shutdown of all Chrysler assembly 
| operations, a spokesman said. 


| Other Chrysler Corp. plants af- 


| units, 





fected by walkouts were the Plym- 
outh body plant paint department 
in Detroit; the Chrysler gear and 
axle plant in Detroit; the Imperial 
plant the early part of the week in 
Detroit; the transmission plants in 
Kokomo and Indianapolis and the 
Dodge truck plant in Warren, Mich. 
The closing of these plants by strike 
activity also forced the company to 
send home workers in several as- 
sembly plants. 


Plymouth turned out an esti- 
mated 4,500 cars last week, com- 
pared with 5,089 a week earlier; 
Dodge was off from 2,770 to 2,500; 
DeSoto was off from 1,132 to 800 
assemblies; Chrysler was down 
from 488 to 350 units, and Imperial 
was down from 123 to 100 units. 


* * * 


AT FORD MOTOR, only Ford 
+% division operated last week, 
though Edsel registered 38 pre- 
production models for the five-day 
period. 


The return of the Dearborn as- 
sembly plant to operation Wed- 
nesday put the division in a good 
position for a sizable schedule 
increase last week, but parts 
shortages which developed Thurs- 
day forced Ford to close several 
assembly plants and held output 
to an estimated 7,100 units. The 
previous week the division rolled 
3,641 units off the lines. 


Truck output reached a four- 
week high of an estimated 15,- 
092 units last week as Chevrolet 
returned to near-normal operations. 
The previous week the makers 
turned out 14,003 units. Last week 
also marked the second consecutive 
week that weekly truck production 
surpassed the same five-day period 
of last year. 


Car and truck output in Canada 
last week hit an estimated 3,551 
up slightly from the 3,274 
vehicles turned out the previous 
week. 

—Martin L. Wurrm yer. 


Chevy Gears for Small Car 
59 Sales May Hit |But Doesn’t Promise One 


(Continued from Page 2) 


V-8 models, with a price about the 
same as that of Turboglide. 


A 


LOT of attention, Cole said, was 
given to station wagons and 
convertibles in the ‘59 line. He 
pointed out, by the way, that 
Chevrolet had finally taken the lead 
in station wagons and convertibles 
from Ford in 1958. 

With respect to sales leader- 
ship, he said that unofficial figures 
put Chevrolet ahead of all com- 
petition thus far in 1958 by more 
than 220,000 cars and 33,000 
trucks, with the lead being wid- 
ened. 

He said the division has geared 
production in the fourth quarter to 
one of the highest rates in postwar 
years. 

Production of the new models 
began Sept. 15, and full production 


| will be reached in about a month. | 


| 
| 


Press material on the new models) 


is for release Oct. 14, and they will 
go on display in dealer showrooms 
Oct. 16. 


(as said the new models had 
been improved in road isolation 
and ride. A team of engineers was 
assigned to make a special effort 
to track down and eliminate the 


“pesky little squeaks and rattles” 


that annoy new-car buyers. 
While other makers have 
dropped fuel-injection develop- 
ment, mainly because of price, 
Cole said Chevrolet would con- 
tinue to work with it because he 


out eventually over the carbure- 
tor. 

A four-door sedan and four-door 
hardtop were added to the Impala 
line, which took 16 percent of 
Chevrolet car sales in 1958. The 
lowest series, Delray, which was 
dropped, took 13.8 percent. The Bis- 
cayne thus will become the lowest- 
priced Chevrolet series. 

Ad * *” 


IR ride was a disappointment in 
1958, Cole said, accounting for 
only 1.9 percent of production. It 
had been expected to e 10 per- 
cent. Now, he said, air ride has 
been improved and is .expected to 
give a better account of itself. 
Cole said the six-cylinder engine 





is far from dead, accounting for 
38 percent of Chevrolet production 
in 1958. Gas economy of the six 
has been increased 10 percent and 
usable horsepower boosted. 

Overdrive took only 2 percent on 
a national basis, buf 16 to 18 per- 
cent in the Salt Lake zone. 

Power steering took 28 percent 
of production. 

Chevrolet also demonstrated to 
newsmen the testing gauntlet Chev- 
rolet parts must go through at the 
engineering center in Detroit. 


High-Court Test 
Likely on Dealer 
Reserve Taxing 


(Continued from Page 2) 


ing by the Seventh Circuit. The 
states governed by these courts 
are: Sixth—Ohio, Michigan, Ken- 
tucky and Tennessee; Seventh— 
Indiana, Illinois and Wisconsin. 

The Fifth Circuit argument fa- 
voring the dealer position on dealer- 
reserve taxes has been endorsed by 
the Third, Fourth, Eighth and 
Ninth Circuit Courts. States cov- 
ered by these tribunals are: 


Delaware, New Jersey. Pennsyl- 


| vania, Maryland, Virginia, West 


Virginia, North Carolina, South 
Cafolina. Georgia, Florida, Ala- 
bama, Mississippi, Louisiana, Texas, 
Arkansas, Missouri, Iowa, Minne- 


believes fuel injection will win |sota, Nebraska, North and South 


Dakota, California, Oregon, Nevada, 
Montana, Washington, Idaho and 


| Arizona. 


The U. S. Supreme Court’s reg- 
ular term commences next month 
and it is expected to disclose then 
whether it has decided to review 
the anti-Commissioner opinion from 
the Fifth Circuit. 





Alexander Elected 


PORTLAND. — Alton Alexander, 
Alexander Motors, is new president 
of the Greater Portland Plymouth 
Dealers Assn, Kenneth Johnson, 
Imperial Motors, is vice-president, 
and Norman J. Vickerman, Bill-, 
ingsly Motors, secretary-treasurer. 
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Autos in U. S.... 





News Notes on Imported Cars 


Peugeot 

PPOINTMENT of three regional 

service managers in the U. S. 
has been announced by Peugeot. 
They are: 

Francois Louis, East; Gildas 
Drougard, West, and Peter Pardee, 
Southeast. Louis formerly was with 
Cadillac, Drougard with Plymouth 
and Ford Motor Co., and Pardee 
with Buick. 

* * + 

Simca 
—o Simca dealerships on the 
West Coast include Frank 
Hawkins Buick, Seattle, and Fred 
R. Nichols (Dodge-Plymouth), San 

Francisco. 

To introduce the French import, 


Hawkins reproduced a Parisian | 


sidewalk cafe on his showroom 
floor. Hawkins is handling Simca 
and Buick out of the same build- 
ing, while Nichols has separate fa- 
cilities for his U. S. and imported 
makes. 

> * * 


Goodrich 


F. GOODRICH TIRE CoO. is 

® marketing an original equip- 

ment six-volt replacement battery, 

the “Pow-R-Pak,” for the Volks- 

wagen, Austin-Healey, Jaguar, MG 
and Opel. 





The “Pow-R-Pak” is available in| 


both wet and dry charge. It incor- 


porates the latest developments in| 


grid metal and plate materials for 
resistance to the harmful effects of 
overcharge, according to Guy Gun- 


daker, replacement sales _ vice- 
president. 

> > . 

Jaguar 


Inquiries for Jaguar franchises 
are becoming increasingly common 
among dealers handling domestic 
lines, says J. E. Andrews, general 
sales manager of Charles H. Horn- 
burg Jr., Inc., Jaguar distributor 
in Los Angeles. 

This, said Andrews, is a continu- 
ation of a trend apparent through- 
out the country. 

Most recent dealers to receive 
Jaguar franchises from Hornburg 
include Imported Sales & Service, 
1065 Higuera, San Luis Obispo, 
Calif.;. L. & F Motor Cars, 222 W. 
Main St., Santa Maria, Calif., and 
Sports Car Center of California, 
Inc., 2201 S. Main St. Santa Ana, 
Calif. 


Volkswagen 


eae dealers of South- 
ern California, Arizona and 
Southern Nevada will join in spon- 
soring telecasts of major pro foot- 
ball games and radio broadcasts of 
college football games in their 
areas. 

The telecasts over KNXT cover 
all road games of the Los Angeles 
Rams and three other games in- 
volving other National Football 
League teams. The radio broad- 
casts include 10 University of Ari- 


Today’s Cars Held 
Increased Value 


By Benson Ford 


(Continued from Page 3) 


Echtenkamp (Lincoln-Mercury), 
Buffalo; Harry T. Flinn (Ford), 
Larchmont; Ben F. Curry jr. 
(Chevrolet), New York City, and 
Newton B. Parker (Pontiac- 
Buick-Rambler), Cortland. 

Another speaker, Dr. Jules Back- 
man, New York University eco- 
nomics professor, predicted auto 
sales would rise above the five- 
million mark in 1959. 

“The recovery in business means 
more jobs and better jobs,” he said. 
“In turn this will lead to an ex- 
panding demand for automobiles. 
Currently automobile purchases ac- 
count for only about 3 percent of 
consumer income.as compared with 
a normal ratio of about 4 percent.” 

Other speakers included James C. 
Moore, NADA general counsel; 
David G. Reese, president of the 
Pennsylvania Automotive Assn., and 
Dr. William H. Alexander, Okla- 
homa City, a GM lecturer. 


zona games over a five-station net- 
work. 
ow a 
YARSWACEN currently is cele- 
brating its 20th birthday, com- 
memorating the founding in 1938 
when it was designed as the “peo- 
ple’s car” in Germany. 

Simultaneous with the anniver- 
sary, a factory announcement has 
been received by VW dealerships on 
the West Coast that demand here 
and abroad has resulted in expan- 
sion of capacities which should help 
meet back orders in the U. S. 

Since 1938, nearly 2% million 
Volkswagens have been produced 
and distributed to more than 120 
countries. It has become the largest 
selling imported car in the U. S., 
and the fourth largest seller in the} 
world. 





Triumph 

AL Sales, Inc. distributor of | 

A Triumph in 16 Western states, 
has formed Cal Sales (Wash.), Inc., 
as a subsidiary to promote sales in 
Washington. 

Cal Sales also appointed R. T. 
Bruce as general sales manager. 
Bruce, prior to joining Cal Sales, 
served with General Motors, Dodge 
and Plymouth in central sales man- 
agement, dealer development and 
regional sales. 

. * > 


RIUMPH TR-3S took first and 

second place in the 1,600-c.c. un- 
limited class of the Alpine Rally. 

A Triumph also captured fourth 
place in the general classification | 


|and won a special cup for the fast- 





est climb up Stelvio Pass. 
a > > 


OROTHY DEEN, executive vice- 

president of Cal Sales, Western | 
distributors of Triumph cars, an-| 
nounced that registrations of Tri- 
umph sports cars, sedans and estate 
wagons in the Western territory 
totalled 38 percent of all Triumph 
sales in the U. S. in the first half 
of 1958. 

She said a new shipment is en 
route to meet the rising backlog) 
of orders from more than 200) 
Triumph dealers in the Cal Sales) 
territory. 

7 > > 


OUR of the 22 cars which fin- 

ished the gruelling Liege-Rome- 
Liege sports car rally were Triumph 
TR-3s. Ninety-eight cars started. 

Top honors in the 1,600-2,000-c.c. 
standard class went to a British! 
Army team led by Col. M. Crosby 
and Major R. W. Holmes, who drove 
for 96 hours without stopping to 
complete the course. 

In the over-2-litre class, Maurice 
Gastonides and his Triumph team- 
mate Robert Leidgens took second | 
and third places. This pair also| 
eaptured fifth and sixth spots in| 
the general classification. 

> +. > 


TANDARD-TRIUMPH MOTOR} 
Co., INC., New York, named 
Courtesy Motor Sales, Inc., 3567 W. | 
Grand Ave., Chicago, as the world’s 
largest dealer in Triumph sales. 

This sales achievement credit 
came to Courtesy Motor Sales, and} 
its president, James M. Moran, in| 
less than two months after becom- 
ing a Triumph dealer as an added 
line to Ford. 

Tom Gerald, president, Triumph 
Distributors, Inc., said, “It’s phe- 
nomenal that in such a short period | 
of time the personality of the in- 
dividual, plus his newspaper and 
television advertising campaign, 
could produce such public interest 
in the purchase of automobiles. He 
is our largest dealer in Triumph 
automobiles and we sell these cars 
throughout the world.” 

* * . 


Renault 


Rw reported that more of 
its cars were registered in Dal- 
las County, Tex., during August 
than all other imported cars com- 
bined. 


Sterling Motors, Inc., Renault 
dealer in the area, registered 113 
units out of a total of 224 imported 
cars. Renault was fifth in total 
registrations in August in Dallas 
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County, being exceeded only by 
Ford, Chevrolet, Oldsmobile and 
Plymouth, the company said. | 


* * * 


Lancia 


OFFMAN MOTOR CAR CO.,| 
INC., New York, announced 
that it has been appointed U.S. 
distributor for the Italian-made 
Lancia automobiles. 
The company said it will offer six 











Top European Shows 


Schedule Dates 


DETROIT.— For dealers who 
may be touring Europe this fall, 
here are the major auto shows 
scheduled so far: 

Paris Motor Show, Oct. 2-12; 
London Motor Show, Oct. 22-Nov. 
1, and Turin Motor Show, Nov. 5- 
16. 





| 





Vignale, Farina and Zagato; the 
Granturismo 2500 coupe and con- 
vertible and the Farina-styled 
Flaminia four-door sedan. 

Hoffman also is distributor for 
Alfa-Romeo, BMW, Porsche, Facel 
Vega and Fiat. 


+ * * 


Goggomobil-Skoda 


ILL VAUGHAN, managing di- 
rector of Continental Car Com- 
bine, announced that Otto J. 


models with suggested port-of-| Graham has been appointed district 


line will include Appia 


models some with special bodies by| Sales Corp. in Altoona, Pa. 


entry prices ranging from $3,298 to| 
$7,468. 
The 


sales manager for Goggomobil and 
Skoda cars in Western New York. 


Graham formerly was with Willys 
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HELP WANTED 


SERVICE MANAGER ASSISTANT, thor- 
oughly experienced imported German 
cars; willing to travel extensively; suit- 
able conduct Mechanics’ Service School; 


importers in New York. Box 8545, c/o 
Automotive News, Detroit 26 

WANTED: USED CAR MANAGER with 
ambition and experience. We have the 
ideal place and we have the cars. We 
are in need of a man who can train 
others and who has been experienced in 
this phase of business. Salary with an 
incentive plan. State qualifications and/ 


experience, Location outside of Boston. | 
Write Box 8546, c/o Automotive News, | 
Detroit 26. 





IDEAL ADDED LINE FOR 
AUTOMOTIVE PARTS AND 
ACCESSORIES SALESMEN 


Wanted . . . sales representatives to handle 
line of custom-fit auto radios. Choice terri- 
tories still open east of the Mississippi. De- 
scribe territories now covering. Commission. 
Write Box 8558. </o Automotive News, 


Detroit 26. 





NEED A MAN to take charge of new and 
used cars. Have the top money plan for 
the top producer. We will be willing to 


relocate you. We are in central New 
England. State qualifications and expe- 
rience. Write Box 8551, c/o Automotive 


News, Detroit 26. 


WANTED: FORD PARTS MANAGER for 
expanding dealership merchandising $250,- 
000 annually. Ideal living conditions, 
forty miles from San Francisco, Detailed 
qualifications required. Box 8553, c/o 
Automotive News, Detroit 26. 


WANTED—ACCOUNTANT for GM dealer- 
ship in Pensacola, Florida. Prefer man 
with experience in using daily operating 
control. Attractive salary, excellent liv- 
ing conditions, Reply stating age, experi- 
ence, qualifications and present salary to 


Box 8554, c/o Automotive News, De- 
troit 26. 
TRUCK SALES MANAGER (Ford). Out- 


standing dealership in southern Florida's 
loviiest and fastest growing city. Quali- 
fications must be the very best, with 
exceptional record of ability, character 
and experience. Do not apply unless you 
know you are qualified. Opportunity of 
a lifetime for the right man. Write Box 
8555, c/o Automotive News, Detroit 26. 


WANTED: Partner in growing western 
Michigan Ford dealership. Parts or 
service experience desirable. $10,000 will 
buy half. Open to terms for right person. 
Replies held in strict confidence, Box 
8532, c/o Automotive News, Detroit 26. 


SALES REPRESENTATIVES—$7,000 plus 
to start. Leading automobile direct mail 
concern. High caliber, car necessary. Ex- 
clusive territory, excellent future. Box 
8539, c/o Automotive News, Detroit 26. 





MAKE MORE MONEY IF 
YOU HAVE HAD FOREIGN 
CAR EXPERIENCE 


Largest foreign car merchandiser in the 
Midwest expanding facilities. Opening 
new location for volume sales in terri- 


tory with best potential in the country. 


Excellent permanent positions 
for qualified 


GENERAL SALES MANAGER 
SERVICE MANAGER 

PARTS MANAGER 
MECHANICS AND SALESMEN 


Our employee's compensation way 


above industry average. Write today. 


Box 8559, c/o Automotive News, 
Detroit 26. 
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DEALER, Previ- 
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“ORMER “BIG THREE” 
ous eight years experience as dealer, of- 
fice manager and sales nanager. Com- 
pleted three years night college course, 
Pace College, New York City, majoring 
in accounting. Age 38, married, three 
children. Desire sales position or repre- 
sentative with manufacturing or distrib- 
uting organization or accounting posi- 
tion with large company. Prefer east 
coast, but will consider other locations. 
Resume upon request Box 8534, c/o 
Automotive News, Detroit 26. 


THOROUGHLY EXPERIENCED, volume 
minded general manager with successful 
background in hiring, training and main- 
taining high spirited 
correctly trained to sell profitably. 95% | 
of my experience has been with Chevro- | 
let and Ford. References pertaining to} 
character and ability Par Excellence. 
Contact: Mr. Burt Baumgartner, 650 N. 
E. 90th Street, Miami, Florida. Phone: 
Plaza 7-0715. 


MANAGER—General, sales, used car. For- 
mer dealer, recently sold out to partner. 


Successfully managed 250 to 1,200 car 
deals. Age 36, married, two children. 
Trained and experienced in all phases of 
operation, including business analysis. 
Best references, factory approval as- 
sured. Wili relocate Consider buyout. 
Replies confidential. Box 8556, c/o Auto- 


motive News, Detroit 26. 


DEALER MANAGEMENT SPECIALIST: 
You or your factory dissatisfied with 
your present performance? If you have 
facilities, financing and market avail- 
ability and can't do it, you need help. 
My experience and know-how can put 
you on the right track. Write me for 
either long term or short term arrange- 
ments. My references are high echelon 
factory, finance and retail. Box 8547, 
c/o Automotive News, Detroit 26. 


BUSINESS MANAGER 
large volume dealership 
facts on operation and 
control and reduction. 
fied as executive accountant 
full responsibilities of treasurer. 
8548, c/o Automotive News, Detroit 


CHEVROLET PARTS MANAGER, Twenty 
years’ experience. Best of references. 
Box 8514, c/o Automotive News, De- 
troit 26. 


SERVICE MANAGER 
lst. Twenty-five years’ 
large volume Buick 
references. Box 8541, 
News, Detroit 26. 


DEALERSHIPS AVAILABLE 
RETIRING AFTER 


Accountant for 
Can furnish 
aid in expense 


to assume 
Box 
26. 


Available October 
experience with 
dealer. Excellent 
c/o Automotive 


29 years from dual 
handling Chevrolet-Pontiac . . . either or 
both available. Must have factory ap- 
proval. Large (15,000 sq. ft.), new, fully 
equipped block and brick building with 
many unique features, on 2 acre lot 
located on U. 8, highway in small town. 
Rich dairy and farming section in north- 
ern. West Virginia, trading area extends 
into southwestern Pennsylvania. Only one 
local competitor, nearest dealership town 
20 miles. $18,000 buys inventory, all 
portable shop equipment, office fixtures, 
parts bins and building signs, Premises 
available for lease or purchase. Going 
business with long-time employes. Start 
with ‘59 models. Box 8549, c/o Auto- 
motive News, Detroit 26. 


MORE DEALERS NEEDED to meet the 
growing demand for Alma mobile homes. 
Natural side-line for auto dealers. Newly 
designed, top quality value line priced to 
sell fast. Some excellent territories still 
open for Alma Franchise with guaran- 
teed sales areas. Write for full details 
on the new Alma deal or phone Ken 
Mitchell, 920—Alma, Michigan. 


HANDLING ONE OF THE “BIG THREE’’ 
—vVery low overhead; full compliment of 
employes. No used cars to buy, no ac- 
counts receivable. A real money-maker 
in one of the best locations in the nation. 
Will sell for parts and equipment, This 
agency has been and is making money. 
Near largest growing population center 
in Ohio. Send all inquires to Box 428, 
Bedford, Ohio. 





Thoroughly quali-| 


supplied upon 





sales organization | 








POSITION WANTED ADS, | 


use of a box number. Replies to 


unopened. Display ads: $12.30 per column inch. CLOSING: 


request 


DEALERSHIPS AVAILABLE 


FOR 1959 
THE ALL NEW 
BORGWARD 


We will accept applications for 
BORGWARD deoler franchises in 


Ilinois, Wisconsin and Indiana. 


MARTIN J. KELLY, INC. 


441 East Ohio St., Chicago, Ill. 


Contact: John Wren, Manager 


HANDLING FORD—Land, 
machinery, shop equip- 
fixtures and signs 
one year old. 


DEALERSHIP 
building, parts, 
ment, office furniture, 

new building less than 
Sound valuation $30,000—Going for $17,- 
500. Must sell immediately. Corner lot 
ideally located in city of Hartford, la- 
bama, H. G. Miller, Dothan, Alabama. 
Phone: 5-1780. 

HANDLING CHEVROLET, BUICK & 

OPEL, dealership available in northern 

Connecticut, New building and used car 

lot. No accounts receivable or used cars. 

Will lease or sell property. Approx. 

$35,000 will handle. Must have factory 

approval. Box 8529, c/o Automotive 

News, Detroit 26. 


DEAL HANDLING CHEVROLET located 
in the heart of the west Texas oil fields 
and adjoining 100,000 acres of rich, irri- 
gated farming, plus many added petrol- 
eum industries. Over 50 percent price and 
weight class for 20 years. 250 p.p. Fav- 
orable lease on property Must have 
factory approval. Box 8530, c/o Auto- 
motive News, Detroit 26. 


| DEALERSHIP HANDLING FORD-MER- 


CURY, 40-60 new cars per year, located 
in plush Colorado tourist area. Dealer 
selling Drive-In theatre and dealership to 
retire. Ideal for smart salesman with 
small capital or large dealer who wishes 
to semi-retire. $15,000 includes shop 
equipment, parts inventory, signs and 
office equipment, ete. Box 8542, c/o 
Automotive News, Detroit 26. 

AUTO AGENCY doing about $800,000 
yearly in Kentucky county seat. Lease 
building. A real buy. Kashfinder, Wichita, 
Kansas. 





AUTO AGENCY in Kentucky netting 
$3,000 monthly. Lease building and 
ground, Owner wants to retire. Kash- 
finder, Wichita, Kansas. 





DEALERSHIP HANDLING CHEVROLET- 
OLDS, 50 mile radius Detroit. Profitably 
organized, Replies confidential. Box 8552, 
c/o Automotive News, Detroit 26. 





Partner Wanted 


for growing western Michigan Ford dealer- 
ship. Parts or service experience desirable. 
$10,000 will buy half. Open to terms for right 
person, Replies held in strict confidence. 


Box 8538, c/o Automotive News, Detroit 26. 








DEALERSHIP WANTED 


IN CENTRAL FLORIDA—CHEVROLET 
300-500 cars. Single dealer city. Will pay 
cash and consider buying the business 
real estate. Have operated my own deal- 
ership for 20 years and prior thereto had 
15 years’ experience in managing dealer- 
ships and selling new and used cars. My 
record assures factory approval. Strictly 
confidential. Box 8516, c/o Automotive 
News, Detroit 26. 
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$100 REWARD 


$100 REWARD—For 





2020 Miivia 

Berkeley 4 Calif. 

THornwall 3-7423 
“Worldwide Financing for Military | 


STOP LOSING 


Furniture, equipment, 
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DEALERSHIP WA NTED 


WANTED: CHEVROLET DEALERSHIP, 
Metropolitan New York, 500 or better 
potential. Ample capital and twenty 
years background should assure factory 
approval. Replies in strict confidence. 
Ready to act immediately. Will rent or 
purchase property. Box 8531, c/o Auto- 
motive News, Detroit 26. 


CHEVROLET OR CHEVROLET DUAL. 


Consider any area. Have cash, 
experience. Factory approval assured. 
Can act at once. Send details in con- 
fidence. Box 8557, c/o Automotive News, 


Detroit 26. ‘ 


GM, 300 AND UP car deal in southwest 
or Southern California, Have cash, Ex- 


ample 





perience assures factory approval. Strictly | 
c/o Automotive | 


confidential. Box 8550, 
News, Detroit 26. 





Belvedere four-door dark 
light blue trim, 


Motor LP8080567, 


sedan, 
Serial 


for hold authority. 


information 
to recovery ‘58 Cadillac 62, 4-door sedan, 
serial No. 58N044149, Louisiana license 
404-975, Ignition key 8095, Trunk key 
8166. coral with white top Notify 
Douglas Erwin, 3215 Southern, Shreve- 
port, Louisiana. Phone: S8-8411. 


$50 REWARD—For information leading to} 


recovery ‘58 Oldsmobile Super 88 Holiday 
sedan, 4-door, dark blue and white. Serial 
No. 578T01301, ‘58 Louisiana license 65- 
839. Was falsely purchased by insufficient 
check given by man calling himself Julius 


D. Perry with Dallas address. Notify 
Douglas Erwin, 3215 Southern, Shreve- 
port. Louisiana, Phone: 8-8411. 


DEALER SERVICES 


MILITARY BUSINESS 


— Got Your Share? — 





Military people will want to: 


Finance for 30 to 36 months. 
Register and Title car out of state. 
Take cor overseas without refinancing. 


Get low, money saving, financing rates. | 


Take immediate delivery. 


We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis for! 
officers and enlisted personnel of pay grades | 


ES and above. 

MILITARY MILITARY 
FINANCE CO. ACCEPTANCE CORP. 
502 Tioga Bidg., P.O. Box 2166 


San Antonio, Texas 
CApito!l 6-268! 


Personne!" 





NEW 
cover how much your competitors’ cars 
really cost. The book, ““AUTO COSTS,"’ 
gives you the factory invoice prices of 
all 1959 American cars, 21 foreign cars, 
4 American trucks and all their equip- 
ment. Used by dealers and banks nation- 
wide. Order your ‘59 edition today for 
only $10—three year subscription $18 
‘including all supplements). AUTO 
COSTS, Box 224, Dept. 3Z, New York 
1, N. Y. 





@ © TWO ESSENTIAL SERVICES ®@ @ 


INVENTORY SERVICE 
Parts, accessories and similar goods. 
APPRAISAL SERVICE 
machinery and tools. 
For Buy/Sell Agreements 
Annual Fiscal Reports 
Tex, Banking and Insurance 


@ @ Call or Write for Details @ @ 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. 


Detroit 27, Michigan 
WEbster 3-4445 





BUSINESS OPPORTUNITIES 











APPROVED 


@ GENERAL MOTORS AUTHORIZED FAC- 
TORY ADJUSTMENT ... AFA. 


CHRYSLER PARTS REPLACEMENT MEMO 
+++ PRM. 


e FORD MATERIAL AND ADJUSTMENT 
CLAIM FOR CREDIT . . . FORM 1863. 


THE 


MASTER 
CARBURETOR 


FLOAT VALVE 


Corrects rough idling, gives quicker starts 
and restarts, improves acceleration, saves 
gas. Mobile neoprene needle tip closes 
even when valve is out-of-level. Distrib- 
utors and jobbers franchises available. For 
details write 2 


STONE BROTHERS 


DISTRIBUTORS 
Tulsa, 




















































Box 5087 Oklahoma 







Automatic 





— SKIP, 1958 Plymouth 
blue— | 
LP2E020892, | 
Kansas Tag GES799. | 
Call collect CIT, Topeka, CEntral 4-0433 | 


leading 





CAR SALES! Dis- 


DElaware 7-7272 


799 N.W. 62nd St. 


BUSINESS OPPORTUNITIES 


BUILDING AVAILABLE 


6,000 sq. ft. building—i!,300 sq. ft. land 


and building. Ready to go for mew and 
used cars. Buy or lease, East side of 
Detroit—Will remodel to suit, Call VAlley 
1-9000, Detroit. 





CARS FOR SALE 


1956 
PLYMOUTHS 


transmission, good tires, 


good mechanically. These are not high- 
mileage cabs, and have been in serv- 
ice only 12 months. 


SEEING IS BELIEVING! 


$195 ea. 


Contact Bill Curry at 


CURRY 
CHEVROLET 


3300 Broadway * New York City 


ADirondack 4-6000 





VOLKSWAGEN 


1959s 1958s 
Sedans - Convertibles - 
Karmann Ghias 


Completely Americanized 


—Wholesale— 
To Dealers Only 


We only handle selected, Top Choice, 


cleon cors. 


We also stock Mercedes 220A, 2205S, 
Volkswagen Buses, Ponels, Pick-ups, etc. 


Write, phone or wire: 


F. H. K. CORP. 


30-15 35th Avenue 
Long Island City 6, N. Y. 
EMpire 1-0600 
EMpire 1-0557 








1958's 


DEALERS ONLY 


CHEVROLET BEL AIRS, 
FORD 500'S, 
BUICK SUPERS, 
OLDS SUPER 88'S, 
CADILLAC 62'S 


—ell hardtops with automatic transmission, 


power steering, radio, heater, padded 
dash and windshield washers — Buicks, 
Olds and Cads with power brakes and 
whitewal! tires— 


These are clean low mileage cars for 
sale in small lots—evailable for inspec- 
tion in heated inside storage at 9 W. 
Kinzie, Chicago. 





For information call, write or wire 
HERTZ RENT-A-CAR _ 
9 W. Kinzie 






Chicago, Illinois 
Don Miller 





1959 VOLKSWAGENS 


Immediate Delivery — Southeastern States 


All Models 


Karmanns, Sunroofs, Sedans 


Minimum Order—25 
Write—Wire—Phone 
MOTORS IMPORT, INC. 


Miami, Florida 
Plaza 4-0705, 4-2026 





EVERY WEE K — Automotive News’ 
“Leading Used Car Auction Direc- 
tory" lists the top U. S. Auto Auc- 
tions. When you want to know 
where? when? what time? and what 
facilities are offered? LOOK IN 
LUCAD. 








| west. No stoc 





24 bins of Studeboker-Packerd parts 
accessories and bulk parts for only....$1250. | 


Also, two Globe Twin Post Hoists and one 
| Joyce Single—all three for................ $850. 


| 1500 Eureke 





CARS FOR SALE 





USED TAXICABS — LOW PRICES 


‘57 FORDS, CHEVS., PLYMS., DODGES, 
CHECKERS 


EMKAY MOTOR SALES, INC. 
1046 Bedford Ave., Brooklyn, New York 
STerling 3-8970 





CARS WANTED | 





1959 ORDERS 
BEING PLACED 


All Makes - All Models - All States 


New-car Dealers Interested in Volume 
Fieet Sales and Service, Contact: 
National Purchasing Department 
Rollins Leasing Corp. 

14th and Union Sts. Wilmington 99, Del. 


Chevrolet-Ford-Plymouth Dealers 
Especially Invited 





WANTED 
Imperial 1956 


Crown Limousine 
With Air Conditioning 
Will Pay Top Cash Price 


to Satisfy Firm Order 
Telephone, Wire or Write to 


WARREN SMITH 


CHRYSLER MANHATTAN 


1757 Broadway, N. Y. 21, N. Y. 
Telephone: Circle 6-4365 





Foreign Car Dealers!! 
NEW AND USED 


Don't sacrifice your foreign car inventories 
—Call the largest import dealer in the mid- 
too small or too large for 
lus to handle. Send for free wholesale list. 
| Write or call Bernie Gay. 


JAN ROSS MOTOR CO. 
Import Division, 380 E. Broad St., 
Columbus, Ohio 
CApitol 8-4514—CApitol 86607 





LATE WRECKS—Parts 
and sold. 
Madison Ave., Paterson, 


SHerwood 2-4488. 


MODEL 





SEVEN PASSENGER CADILLAC limou- 
Belmont 4-6611. 


sines. Ridgway-Baker, 
2836 N. E. Sandy, Portland 12, Ore. 





bought 
Large selection. Ed Matt, 55 
New Jersey. 





” PARTS FOR SALE 





Ex-Studebaker-Packard 
Dealer has the following 
to sell: 


Quality Motor Sales 


Wyandotte, Michigan 
AVenve 5-9090 












ACCESSORIES FOR SALE 











701 East 10th St 


TRUCK DECALS; 








ATTENTION 


CHEVROLET DEALERS 
We have for immediate delivery 
NEW—150—NEW 


1956 Chevrolet custom-built fresh air heaters 


tured by HaDees—can be adapted to ‘55-'58 
Chevrolet trucks and pickups. 

List price was $6 f 
|OUR CLOSEOUT PRICE $19.50 Prepaid any- 
where in the U. S. 


9.50. Dealer net was $41.70. 


Phone—wire—write 


CUSTOM CAR SUPPLY 
Wholesale Distributors 

& Amarillo, Texas 

DRake 3-0710 








DECAL TRANSFERS 





no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3, Ohio. 


TRUCKS FOR SALE 








WRECKER—'53 Ford F500 L.W.B, Hub- 


bard factory built. Grille guard, pusher 
plate, hold down hooks, rear anchor and 
tow bar, tool boxes each side with 
chrome handrails, Beacon Ray lite, twin 
spots, new rear traction tires, 15 miscel- 
laneous lites, West Coast mirrors, elec- 
tric lock brakes, 200 ft. % cable, ten 
ton single line rating. Newly painted 
black and white. No lettering. Truck is 
tight and excellent in every respect. $2,- 
350. Lew’s Garage, 4025 Salem Ave., 
Dayton, Ohio. 


and | 
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TRUCKS FOR SALE Na “ ; M 


TRUCK BLUE @ CHIP 
AUCTION || TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 


DEALERS’ SPECIAL (F.0.8, Factory Net) 


$52.35 Fed. Tax Included 








Oct. 3rd—11:00 A. M. 
DYER AUTO AUCTION 


641 Joliet St. Dyer, Indiana 
UNion 5-2361 





BUSES FOR SALE 
25 USED SCHOOL and passenger buses. 
Sale or trade. St. John Transportation 
Co., Dayton, Ohio. 
SHOP EQUIPMENT FOR SALE 
TWO CAR EXHAUST ventilating system, 
one Curtis Key cutter outfit complete, 


gtease equipment. Make offer. Scott- 
Gross Co., Paris, Kentucky. Phone: 1555. 


SHOP EQUIPMENT WANTED 
PRODUCTION TYPE BRAKE BONDING 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL fr.0.8. Factory Net) 


equipment wanted, Need bonder — de- 
bonder and other necessary equipment. 85 Fed. Tax Included 
Box 8493, c/o Automotive News, De- = 


troit 26. 

WANTED: One used turntable—at once— 
by Mike Turk, Inc., located at 6th & 
Walnut Streets, East Liverpool, Ohio. 


ANTIQUE CARS FOR SALE 


1905 BUICK—2 cylinders, chain drive. 
Complete. No rust, $2,500. Don Rogers, 
211 E. Maumee, Angola, Indiana. 


Phone: 32. 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depts 
“Leaders in the Industry 
Since 1939" 


Canadian Distribvtors 


FIVE WHEELS, LTD. 


599 Y St. 
Toronto, 





M ISCELLANEOUS 





Interested in 
Imported Cars? 
Sports & Race Cars? 
Hot Rods? 
Classic & Antique 
Cars? 








Then you too will want to join the 
thousands who have already subscribed 
to CARS & PARTS! Every issue contains 
12 to 16 large tabloid pages of classi- 
fied and display ads 


SPERRY ANTI-AIRCRAFT 
SEARCHLIGHT 


Complete with auxiliary turning motor, gen- 
erator, arc carbons, Ready to go, excellent 
condition, attention getter for your lot. 


VAUGHN CHEVROLET, INC. 


224 W. 2nd St., Ottumwa, lowa 
MU 2-4574 


featuring the 
above cars as well as parts, acces- 
sories, equipment, etc. Often at real 
MONEY SAVING prices! Circulation 
of more than 80,000 copies each month 
goes to every state in the U. S. as 
well as many overseas. Send your 
dollar today and receive CARS & 
PARTS for a whole year. Don't delay. 
We'll immediately send you the cur- 
rent issue free as long as the supply 
lasts—So hurry! 


CARS & PARTS 


P. O. Box 3742—A 
Memphis 14, Tennessee 





1,000 PROCESS EMBOSSED business 
cards, $4.95 postpaid. Cards, 603 West 
Central, Toledo, Ohio. 





L U CA D, the Dealers’ Directory 
to Leading Auto Auctions. 








DEALERSHIPS AVAILABLE 


APPLICATIONS ARE NOW BEING 
ACCEPTED FOR RENAULT 
DEALERSHIP FRANCHISES 


In many choice locations in the following states—wMichigan, 





Ohio, Indiana, Illinois, Wisconsin, Minnesota, lowa and Missouri. 


For information write: 


RENAULT 


1000 South Wabash Chicago 5, Illinois 





Order your subscription NOW, 
and avoid increase in price to 
be announced soon. 


a HH 7 


New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Maden co cncctosedeane 
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TRADE CONNECTION: 
Truck Dealer [] 
Financial [] 


Car Dealer [J 
Jobber [) 


Make of Car. 


Manufacturer [] 
Supplier 1 
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America’s best selling station wagon 


THE BUSIEST DOORS IN THE BUSINESS 
LEAD TO ALL OF THESE BEST SELLERS! 


Whatever way you add them up, official registra- 
tion figures show Chevy’s America’s No, 1 ear, 
- That cold statistical fact tells you more about 
this new Chevrolet than any words we knéw— 


whether you’re a prospective buyer interested in 
how a car moves out on the road or a dealer or 
salesman interested in how it moves on the 
salesroom floor. It says, for instance, that no 
matter what type of car a customer has in mind 
—V8 or 6, convertible, station wagon or what- 
ever model—he’s more likely to choose a 
Chevrolet than any other make! . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 


te ee 


The busiest doors in the business 
lead to Chevrolet showrooms 





